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“Hot” Profits and “Sizzling” Sales For Hardware Dealers 
Who Stock This Fast-Moving Product NOW! 


Chimney Sweep not only sweeps chimneys and 
furnaces clean of heat-stealing soot, but this 
year it will sweep stock right off your counters 
and displays. With frost only six weeks away, 
and even worse wartime shortages of fuel ex- 
pected this winter, home-owners in droves will 
soon want plenty of Chimney Sweep. Result— 
BIG volume, fast turnover and fat profits for 
you. 


Advertising Turns on Heat, Too! 
In only six weeks more, home-owners will turn 
on the heat. Just before that time, Chimney 
Sweep’s great advertising campaign is turned 
on. It'll be THREE times bigger than last 
year's! With three times the coverage! Yes, 75% 
of the people in America will read Chimney 


CIAL DEA 


This favorite, fast-moving 


Sweep’s message in the Sunday newspapers, 
and hear it on the radio. They'll be told con- 
sistently how Chimney Sweep saves heat, fuel 
and money. They'll be told to go to your store 
and get Chimney Sweep. 


By All Means, Order NOW! 


Cash in! Order a big supply of Chimney 
Sweep now, right away! You can get all you 
want now! Don't wait, and risk running into 
transportation delays and manpower short- 
ages. Don't be caught short of Chimney Sweep 
when your customers WANT it. Order Chim- 
ney Sweep from your jobber today. Or, write 
us, direct. Tie in and cash in as Chimney 
Sweep, America’s No. | soot destroyer, turns 
on the heat! 


LNOW 


L 
ORDER THIS SA Oy, (UTS 


No. 1896... 
Key Dealer Assortment 


includes everything you need to help you sell 
specially-packaged cartons: 


combination 
plenty of Chimney Sweep. Look at what you get in two 
1,.—2 doz. trial-size 12-oz. cans, Retail value 


ES 


culars or mailing enclosures. 


2.—1 doz. big 48-oz. 


- . with this high-profit 
deal, you also get an at- 
display, a colorful 
counter display card, and hand cir- 


cans, Retail value 
YOU GET BACK 
YOU PAY ONLY 


your prorir 7.58 


NOTICE TO DEALERS: Just send in your order now. You'll not only almost double your money fast, but 


you'll quickly be in business with a complete new department for your store. 


A Chimney Sweep department. 


August 17 
1944 


READ WHY CHIMNEY SWEEP 


isa SPEEOY vcest-seiier 


- 


Cleans soot and scale from firebox to chim- 
ney , 

Saves fuel—gives more heat for less money. 

Ea, laf, a8, oe 

Regular use helps prevent chimney fires. 

Anyone can use it—simple and easy. 

For use in coal, oil and woodburning fur- 
naces, fireplaces and stoves. 

A proved volume-seller nationwide. 





OPEN STOCK 


LIST PRICE 


, | Pe | | | ist | Retail 
Size | Case | Wt. H — 


Per Doz. Price 


A |48 oz. Standard |1 doz. l43 Ibs. $12.00 $1.00 ea 
A-ili2 oz. tit |2 en. (20 mal aasl oq 
C | 6 ths. Econom |i doz.|43 Ibs.) 22.68 1.89 ea 


G.N. COUGHLAN CO. 




















NO. 6 IN THE “AMERICAN” SERIES OF UNITED 





GUADALCANAL (Savo Island) 


A Review by Fletcher Prat:, Noted Naval Authority 

If ever a battle deserved the name of decisive it was the naval 
action off Savo Island on the night of November 15, 1942. The 
world has seldom seen such furious fighting as that which fol- 
lowed the American invasion of Guadalcanal-Tulagi in August. By 
day Jap bombers were constantly overhead; by night they ran in 
squadrons of warships and transports to reinforce their own troops 
and to shell our line. Sometimes this “Tokyo Express” was success- 
ful and we lost ships; sometimes it was intercepted and crushed. 
Always the Japs came back with stronger forces and on the night 
of November 13 they had for the first time brought battleships. 
That night there was a desperate combat with an American cruiser 
force in which both sides suffered heavily. 

On the night of the 15th the Jap battleships returned but this 
time Admiral W. A. Lee was there to meet them with two of our 
new 35000-ton battleships. As 
the head of their fleet rounded 
Savo Island Lee’s ships opened 
fire and sank three Jap flotilla 





AMERICAN 












leaders in as many minutes. Their cruisers and destroyers rushed 
in for a torpedo attack and ours to beat them off, but the main 
action was taking place up past Savo, where our hurrying giants 
had made contact with the Jap battleships at eight miles’ distance. 
Eighteen 16-inch guns opened up from Lee’s two ships and not 
a shell missed. The leading Jap turned over on her side and the 
rest fled, losing heavily but shooting back to damage our ships as 
they ran. They were licked; never again did they try to reinforce 
Guadalcanal or attempt a gunnery battle with our fleet. 


* * * 


American’s two great mills—the main plant in Brooklyn and the western 
factory in St. Louis—have turned out enormous tonnages of American 
‘‘Superior’’ Pure Manila Rope for vital military uses since the start of the 
war. Not forgetting important civilizm needs, good substitute ropes have 
been produced from other fibres. Trese are well made reliable ropes— 
the best obtainable under the circumstances. Order American Ropes through 
your nearest supplier. 


*FREE PICTURE SUITABLE FOR FRAMING-—A full-color reproduction 
of the above painting, with a chart and additional details about this en- 
gagement, may be had upon request. Write for your copy today. 


AMERICAN ROPE 


TWINE e 


OAKUM «+ PACKING 


AMERICAN MANUFACTURING COMPANY, Noble and West Sts., Brooklyn 22, N.Y. Western Factory: ST. LOUIS CORDAGE MILLS, St. Louis 4, Mo. 
Sales Offices: Baltimore, Boston, Chicago, Houston, New Orleans, Philadelphia 


STATES NAVAL VESSELS IN ACTION 





From a painting in color by Milton Menasco* 
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The 8th in YALE’S series of wartime 
| hardware store promotions will help 
you sell outdoors equipment 























Continuing Yale’s Wartime Progress Plan, Number 8 
in the series of promotion ideas is a plan to increase 
j your sales of outdoors equipment—hunting, fishing, 
camping—by tieing up with the Wartime Forest 
Fire Prevention Campaign. 

Yale’s “Victory News”, appearing soon in your 
hardware paper, will carry more details on 
pushing camping and sports equipment . . . in- 
cluding suggestions on how to build a display 
around Fire Prevention Week. 

Yale’s advertising in THE SATURDAY EVENING 
POST will back up your own sales effort. It 
will appear September 30. Be ready for 
it. Watch for “Victory News” next month. 





Yale puts 3 big sales movers 
into your business 





The name\ME helps make the Fale 





THE YALE & TOWNE sramrono. conn. u:s. a. 


Hardware Age, published every other Thursday by Chilton Co. (Inc). Entered as sec ert ig? matter March 24, 1938, at the Post Office at Philadelphia under the Act of 
4. 





March 3, 1879 (Printed in U. 8. A.) $1.00 per year. Single copies, 25¢ each. Vol. 154, No. 
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Dust-Stop National Adver- 
tising starts again in September. Runs 
in leading magazines, reaching more 
than twelve million readers monthly. 





If you have handled Dust-Stop Air Filters 
in the past, we need only mention that the 
big Fall Promotion Program starts again 
in September. If you haven’t been handling 
Dust-Stops, we suggest that you look into this “money 
maker” without delay. 

Air filters are needed by every owner of a residential 
forced-warm-air furnace. They strain out the dust and 
dirt from the air as it passes through the heating system. 
Naturally, they get clogged up—need replacing. This 
means business for you—-and repeat business, at least 
once a year. 


Peak Selling Season Just Ahead 


Fall is always the peak season for 
Dust-Stop replacement sales. And 
with fuel conservation a “must” 
this year, furnace owners will un- 
doubtedly want to change air fil- 
ters early. 

Dust-Stop National Advertising 
will again tie in with the Fuel Con- 





FIBERGLAS* [[} 





Dust-Stop Dealer Helps make 
it easy for you to tie in with this 
program. All materials are FREE and 
are now available for your use. 





GT (i 


*T. M. Reg. U.S. Pat. Off. 





New Dust-Stop Size-Catalog 
greatly simplifies your selling; pro- 
vides complete air filter replacement 
data on every forced-warm-air furnace. 


servation Program. It will constantly remind furnace 
owners that dirty air filters should be replaced for fuel 
economy. Starting next month, this advertising runs 
through the whole heating season. 


Many Sales Helps FREE 


...to help you tie in and get your share of this business. 
When you order Dust-Stops, you get striking display 
material, attractive “printed with your store name and 
address” folders, newspaper advertisement mats, radio 
spot announcement scripts—all absolutely free. Dust-Stop 
heading for your classified telephone directory is also 
provided. And the new “Dust-Stop Catalog” permits you 
to fill orders quickly and correctly—even over the 
telephone. 

Write today for full informa- 
tion about Dust-Stops and their 
profit potentialities for your store. 
Address Owens-Corning Fiberglas 
Corporation, 1934 Nicholas Bldg.. 
Toledo 1, Ohio. In Canada, Fiber- 
glas Canada, Lid., Oshawa, Ont. 





AIR FILTERS 
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‘MASCOT 
A-ONE 











SITCHEN 


Sparkling porcelain enamel beauty—room- A pre-view of tomorrow's ad- 


A ESA AENEID: A EG AU AMR IIB 8 As ares re aca — 


log heater, water-heater, incinerator, with vances in heating engineering 
oro- the trade’s largest cooking-top surface. available today in Mascot. Out- HEA | ER 
ent Size: 36” high, 19” wide, 24” deep. looks and out-performs them all. 


ice. 


or fuel 
| Has Real Cust a | 
siness. ‘ P Pp 
sigame Here is a kitchen heater that has every- grates that burn either coal or wood— 
corn thing—a heater that, point for point, is takes 50 pounds of coal and leaves a 
t-Stop so far ahead that in any comparison minimum of ash and no clinkers. The 
s also with similar heaters a value-wise cus- water front is reversible — it fits on 
is you tomer must choose Mascot. either side or may be doubled for extra 
r the . capacity. 
: Only the Mascot A-One Kitchen Heater 

orma- has the Twentieth Century Firebox. In barber shops, beauty parlors, room- 
their This is the largest firebox ever built for ing houses, private homes, restaurants, 
oe this size heater—burns from the outside small hotels—wherever an all purpose - 
Bldg... in, utilizing maximum BTU of fuel— heater and plenty of hot water are 
Fiber- converts gases ordinarily wasted into an needed—the Mascot A-One Kitchen 
nt. even blast of heat—clay-lined to outlast Heater is a must. Priced for full profit. 


RS | 








| This NEW Beauty 


easily-burned-out iron-lined boxes — 
non-clogging, reversible, finger - type 






Investigate what this lucrative business 
can mean to you. 


We will send illustrations of our full line, along with prices and terms, on request 





The MASCOT STOVE COMPANY, Dept. A, Chattanooga, Tennessee 
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with... 


STANLEY Garage HARDWARE 


Leading the list of postwar improvements 
planned by thousands of present and 


future car owners is a new garage. And the use- 


many 


fulness of a garage depends greatly on the qual- 


ity of its hardware. 


No name in America stands higher than that 


Kio.8 


Typical Stanley Hardware Items for the Garage 


——— 


—— 


of Stanley in the manufacture of garage hard- 
ware. Correct design, smooth performance, and 
long-lasting service are all sales and profit ad- 
vantages for you in the coming construction era. 
Be ready with the complete Stanley line. The 


Stanley Works, New Britain, Connecticut. 
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GET READY NOW FOR THE FUTURE 


INCORZ. oducts 


for the HARDWARE TRADE 


POWER LAWN MOWERS ec HAND LAWN MOWERS 
BATTERY CHARGERS ec POWER PLANTS e CENTRIFUGAL PUMPS 


Look for new PINCOR products just ness. All PINCOR products are t 

as soon as war conditions permit their result of careful research by PiogR 
manufacture. They will mean increased engineers and reflect high standg 
sales and profits in your postwar busi- design and craftsmanship. 























Your inquiry will receive our prompt attention 


The mower illustrated indicates possible future 
ae dh, not necessarily actugl design 


-49 W. DICKENS AVE. { ars 
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TRADE MARK 
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JOAN BENNETT, as she appears in full- : 
page, full-color advertisements endorsing 
the Trimz line. Her latest starring vehicle 
is the International Pictures Production — ia 
“The Woman in the Window.” “ ‘ > ; 





oe be 
Cj , j ; a 
So .\ x 
mi \oiniatt® eT OSH TANT t 
ew, ay Gree 
V8 tore 
v- a ‘ f : p38 ‘s5 
\ Seis ae 7 ~ 
\ ft, Pet: ~ ’ 5 ~ % 
6 ieee) 4) : , 
8 ; HARDWARE AGE AU! 








JOAN BENNETT TO WORK FOR YOU! 


Sensational Campaign on “Do-It-Yourself” 
Decorating! Great Cast of Hollywood 
Stars Sells for You! BIG PROFIT In It For 
Dealers! Get Your Share! 
















































EVERY AD A 5-STAR FEATURE! 
SELLS ALL THESE ITEMS! 


Every ad sells not one item, not two... 
but a “family of five” ready-pasted prod- 
ducts under the one idea: complete home 
redecoration quickly, easily! No tools, 
no paste—no fuss or muss. Just dip in 
water—and apply it! Presto—a glamor- 
ous new home in minutes! And every 
Trimz Ready-Pasted product guaranteed 
washable and fadeproof . . . guaranteed to 
stick or money back! 

Mister, can’t you hear your cash register 
ringing up sales already? 


te Trimz Ready -Pasted Wallpaper — for 
the entire home. 


¥& Trimz Ready -Pasted Cedar Closet Paper 
—gives closets the real cedar wood look 
and fragrance. 












ISTER, you've never, never seen a campaign 
with the sales punch this one packs! 

It’s the greatest home decorating story ever told. 
A complete cast of Hollywood “greats” —Joan 
Bennett, Sonja Henie and other top stars—are 
telling your prospects they’ve put up Trimz 
Ready-Pasted Wallpaper in their homes! Just dip 
in water and apply! It’s quick, clean, easy! 

It's a “ready-pasted revolution!’’ Those same 
stars are announcing the Trimz line as a com- 
pletely effortless, quick, easy way to redecorate 
the entire home without help! At a time when 
Mrs. America is stumped for decorating man- 
power! 

It’s NEWS—told month after month in full- 
page, full-color ads in national magazines your 
prospects are reading! 

It’s a brand new profit opportunity for you! 
Gives you a consumer-accepted line vitalized with 
a powerful new selling idea! 


¥%& Trimz Ready-Pasted Applikays— 
ready-cut-out decorations to beautify 
rooms and furniture 101 ways. 


%& Trimz Ready-Pasted Borders —to 
smarten plain or painted walls. 


¥& Trimz Ready -Pasted Kut-Outs—ready- 
cut “beauty-spot” decorations for walls, 
furniture and other home accessories. 





Cash in on it! Clip and mail the coupon be- 
low, if you’re-not in the family yet! 





USE THESE HOLLYWOOD FEATURE TIE-INS! 


DEALERS! 
JOBBERS! 
If you’re not yet in 
on the greatest cam- 
paign in the history 
of the home decora- 








Ad-Mats—Complete ads fur- 
nished free for use in local 
papers. Choice of sizes. 
They identify you as head- 
quarters for ready-pasted 
products... bring customers 
right to your door. 


ae eae. o 








tions field, clip and 

Mailing Leaflet — Enclose mail this coupon 

in packages, letters and in- 7 

4 voices. Your name and pronto. Get all the 
address imprinted. details! 





— ee ee eee 
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TRIMZ COMPany wn "~~ 
Merchandise peng A INC., Dept. J-4 | 


— 


Window Card— Big (24”x28") Counter Card—Full-color re- Publicity Stories—The ready- 


Division of United Wall Paper Factories, Inc. 2g Swell, State. 
World’s Largest Manufacturers of Wallpaper and Ready-Pasted Decorations IMPORTANT: = hun ne so cediet ; 
Chicago 54, Illinois a ow many men you travel.....,, 


| 

: | Quick Mi Chicago 54, [11 | 
a ... beautiful (four color) ... production of the national pasted story as news. Local | Reick Mister—rush me the details Th | 
; i) and persuasive. Catches the ad. Stimulates customer de- newspapers welcome them. | l00k good to inet - Those | 
eye—stops the prospect— sire . . . ties your store in It’s free, indirect advertising Firm. .., | 
tells complete sales story! with the national campaign. for the line you handle! | i tf ee eabi | | 

fcc ccncnscts . | 

TRIMZ CO., INC. Brace RE tee | 

City ne? sene ee | 

| 


COPYRIGHT 1944 UNITED.WALL PAPER FACTORIES. INC. 
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1860 


The Pony Express carried the mail 
from Missouri to California in the 
record breaking time of 10 days. In 
those days there was no faster, more 
reliable means of transportation than 
that of a trusted messenger on a 
fast horse. 

















entinel 


prospects into profitable sales. 


SENTINEL RADIO 


Victors in the Race with Time 





2020 Ridge Avenue, Evansten, Ill. 


1944 
Today a soldier with his Handy- 
Talkie radio transmitter receiver 
can start the news of a battle and 
of victory around the world in a 
split second. Effortless, 2-way 
communication is within the reach 
of everyone! 






Though thousands of miles lie between the battle-fronts throughout the 
world, the forces of the widely separated United Nations are welded into 
a single victorious fighting unit through modern radio communications. 
Sentinel Radio is proud to be playing an effective part in de- 
veloping and producing this supremely important war communica- 
tions equipment. Six Sentinel plants are translating the blueprints 
of Sentinel engineers into victory-winning equipment. 
“eg These wartime experiences will result in vastly improved new 
Ps / Sentinel products which will help Sentinel dealers translate postwar 
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Good shot?... you bet he is! Like most men 
who live close to the land, he has hunted a lot 


and rid his farm of pests.,He knows ammuni- 


‘ 
f 
| 


tion. It’s likely he can give the best sales talk 
on Xpert shells you ever heard. When he says, 
“I’ve tried ’em all and it’s Xpert for me,” you 
realize why there’s always been—and will con- 
tinue to be—such a big demand for this de- 
pendable, hard-hitting ammunition ...Western 
Cartridge Company, East Alton, III. 


WORLD CHAMPION AMMUNITION 


SUPER-X, SILVERTIP AND XPERT AMMUNITION © WHITE FLYER TRAPS AND TARGETS 
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that has 
o more friends | 


OME POSTWAR, millions of Americans will again 

go shopping and buying. And just as happens every- 
where today, they will look for recognized quality they can 
depend on. They know the famous G-E monogram. They 
know that the mark of General Electric assures them the 
utmost in high quality and performance. In the postwar 
markets, that fact will again help you increase sales and 





























se All-Girl Orchestra” Sunday 10 p.m. EWT, NBC; “The 
World Today” news every weekday 6:45 p.m. EWT, CBS 








GENERAL 


KEEP BUYING WAR BONDS 
AUGUST 17, 1944 











KLEIN 


ra , 
in your planning — 


















eae stores are laying plans for busi- 
ness which will come when war conditions 






permit the release of tools and equipment for 





peacetime construction. 






EEL E IRR FLEE GRE: 






In considering postwar stocks, be sure to include 





Klein pliers. These tools, recognized for their high 






quality by linemen, electricians and good workmen 





in every craft, have won new friends by their sturdy 






reliability under the tough conditions of war. 






The men who have worked with Kleins in the 






past—the newcomers who will prefer Klein pliers 





DUES RRP Sant 


in the future —all will mean a big potential busi- 






ness to the hardware store—their preference for 






Kleins means a quick sale, and Klein pliers are 






priced to bring you a good profit. 





Be sure to stock Klein pliers for your future cus- 





tomers who want the best in tools. 








DISTRIBUTED THROUGH JOBBERS 
Foreign Distributor: 
International Standard Electric Corp. 
New York 









This book on the care and safe use 
of tools will be sent on request. 


Since 1857 


a & Sons 


3200 BELMONT AVENUE C AG 
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NUCUT TWO-FILE FILING STEPS UP TODAY’S PRODUCTION 
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DOUDLE FILE VALUE 
YOUR CUSTOMER WELCOMES 


A NUCUT File is virtually TWO-Files-in- 
ONE. Its coarse teeth cut deep, clean, true. 
Its fine teeth level off the surface smooth. 
Both filing actions take place at the same 


stroke,—without any scraping or skidding. ea int . By ; 








OF wey 





Both the coarse teeth and the fine teeth are G 
scientifically positioned in a patented “Wavy FINISHIN 
Teeth” design that enables a NUCUT File to 
do more work faster, casier, with less effort. 
5 Urge your customer to try a NUCUT file on 
- his next job,—and prove this to his entire 
satisfaction! 


SRE ROR SID ELS: 


Your jobber will be glad to recommend the 
proper lengths, shapes and cuts your customers need for cut- 


f ting, shaping or finishing stainless steel, iron, aluminum, brass, 

E copper, slate, wood, fiber, or plastics. 

4 

# HELLER BROTHERS COMPANY ; ' 

5 America’s Cidast File Maaufacturers —Gaod Toa!s Since 1836 . | 

: Newark 4, Naw Jarsey + Nawcomerstown, Chio : | 
| SELL THE FILE WITH THE WHITE TANG 


A CLOSE-UP OF NUCUT‘’S “WAVY-TEETH” DESIGN 


This ilustration shows the patented (No. 2927039) NUCUT “Wavy Teeth” dasign. 
lt is this fosture that onasles a NUCUT File both to cut daep 
and to fnish smooth. 







Awarded to the 
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FIXES POTS AND PANS, SHOVELS AND SPADES, 
REPAIRS IRONS, WINDOWS, HOSE AND SHADES 


Hats off to the Hardware Dealer—the American home’s ’ 


Number One Fixer-Upper! With less and less to sell, he 
has climbed aboard the civilian bandwagon to keep Ameri- 
cans home-happy ...has become the country’s “Fixit 
Center”, to keep the home fires burning, windows in repair 
and home equipment running under wartime’s stress 
and strain. 

Libbey-Owens:Ford salutes this determined, helpful 
figure of American business... wishes him well in the 
months to come, for he is essential to civilian morale. 


HATS OFF TO THE HARDWARE DEALER! 





Today, glass in the home is also an essential morale 
builder. It brightens the interior . . . gives light and 
comfort through more and larger windows, in mirrors 
and table tops. In storm sash it provides greater comfort 
and saves badly needed fuel. And glass is easily cleaned 
and kept clean in any home. 

Hardware Dealers everywhere are rendering an impor- 
tant service in supplying glass to American homes. And all 
Hardware Dealers recognize the greater clarity of L-O-F 
Window Glass. They appreciate its easier handling, easier 
cutting and reduced breakage, due to L-O-F’s longer 
annealing process. If your stock is low, phone your 
regular L-O-F Glass Distributor today. 











LIBBEY-OWENS*FORD 


A GREAT NAME IN fees 
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S DISTRIBUTORS of Eagle products 
A over the years, you are entitled to 
know something about our postwar 
planning,- especially insofar as it may 
affect your own. 


Eagle will continue making the same 
type of products as before the war— 
Cabinet Locks, Padlocks, Night Latches, 
Luggage Hardware, Wood Screws, Ma- 
chine Screws, Sheet Metal Screws, Drive 
Screws, Stove Bolts. Moreover, because 
of the nature of our present wartime pro- 
duction, we will be able to revert to 
peacetime channels very quickly—an 
important thing for you to know. 


Most important, however, the Eagle line 
will be streamlined—two ways. 


First, there’s the matter of design. We 
have learned that “‘functional design”’ is 
a lot more than an arty phrase—that the 
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LOCKology 


simpler, most useful style is also the most 
beautiful and appealing. So that’s the 
direction Eagle styling will take, just as 
we’re certain that it’s the direction of 
styling that postwar products in almost 
every line will take. 


Then there’s also the question of our line 
of products. We’re going to streamline it, 
too...introduce up-to-date models to 
replace older models that have outlived 
their real usefulness. Away with every- 
thing that isn’t as new as tomorrow! The 
new Eagle line will be complete, though, 
and will cover your every need even more 
effectively than before. It will make it 
easier for your customer to buy from you. 
Another “plus” in the situation will be 
that with the streamlined line, we can 
obviously do a better manufacturing job 
and give you even better service. 


That’s a pledge. 





MADE WITH 


PYREX 


BRAND GLASS 


8-CUP 


offers an INSURANCE POLICY" japees 











4-CUP 


vA 
THE WORLD'S FINEST CUP OF COFFEE! iis 


HILL-SHAW COMPANY | BACKED BY THE 
E ive Offices: j 
3il N. achbigein th. cibciee 6, ILL. GREATEST 
Sales Offices in Principal Cities 
GRETSCH AND ferns FRANK W. COLLINS AD CAMPAIGN 
DISPLAY —. 2a ever put behind 


AND SALES BENNETT AND JOHNSON iM. =I. ENSLEY ! 
OFFICES 324 Fifth Street 26 Queen Street, E. any coffee maker! 


Son Francisco 7, Calif. Toronto, Ont., Canada 


25 MAGAZINES! OVER 46,000, 000 MONTHLY CIRCULATION | 


ARE a rey wr 
Bo dand | clériences ae Tromance a Romate® Z Was osmapai > 
as. — 
Movie Stoev | 7 pag yZ ; Lorna 
” a cern x y ; ROWERS 
——@E  Housckgcping creen 
\ “es : _ ‘NY (Om Modern Medrra Romances ee < si 
: Bey IP SS at 
Ges. MY _—— OS “ & - 
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. . LIFE— August 14 
As advertised in pes 


McCALL’S — September 








| to prepare 
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Mutband’s tyra, 
Sf is weakness a2, Pols ap | 
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SE) See big volume 
sales of 
Wear - Ever 


“Soon” 
in Your Store. 


Ml WEAR-EVER 


WEAR-EVER ALUMINUM UTENSILS #cES 


Made of the Metal that Cooks Best ; ; ; Easy to Clean Xl % 
TRADE MARK 


REG.U.S. PAT. OFF. 
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Rew st 1944 sees the hopes of world-wide freedom being 


i ught for valiantly! In our own trys history, parallel issues occasioned the memorable August 


1858 slavery debate between Abraham Lincoln, standing for free peoples, and Stephen A. Dougla: 


affirming for slavery was then that Abraham Lincoln gave birth to the great utterance, ‘A nation 


divided against itself « t stand.’ How fortunate that Lincoln lived to lead his nation to the 
espousal of freedom for all within the folds of its protectior Would, too, that he might have 
been spared unto these, our days, to see the world accept, follow and propagate the principles that 


country —o truly great, thriving —free! 


ENGLISHTOWA CUTLERY, um. 2g), uae uae es yee 


a Ot 
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Woday’s |Precision 
will produce better clocks 
Tomorrow 





UW. So precision standards have sharp- 


ened MUX craftsmanship to its highest degree LUX CLOCK MFG. CO., Inc., WATERBURY, CONN. | 
Sales Division: 
of skill and efficiency. Tomorrow when the DE LUXE CLOCK & MFG. CO., Inc. 
New York —1107 BROADWAY 
bigger job is finished, this skill and efficiency San Francisco— 833 MARKET ST. 


will be devoted to the production of better gin OO = 


acne eagaiaieets te _ : 
clocks for you and your customers. \ims. peas renin’ 
* BUY MORE WAR BONDS . 
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We Have Over a Hundred Different Figurines 


from 3 inches to 15 inches high, ranging in price from $3.60 to $90.00 per doz. Made of 
Terra Cotta Composition, beautifully colored. Works of Art in every detail. Illustrated 
price lists Set Z mailed to any Hardware Dealer on application. 








We illustrate here just a few— 





OUR #38832 
“MUSIC HATH CHARMS" 
Inches high, base 6% x 10 Inohes. 
per dez. 






a 
“UNDER THE BLUE ITALIAN 
10H Inches high, $42.00 per dez. 


“eonéeous BIRD" 
12 Inches high, wing spread #3148Z 


6 inches, base 5 x 4% inches. 
$24.00 per dez. pieces. 


16 Inches high. $84.00 per dex. 
pairs. 






HARDWARE DEALERS: 


Be sure to send for our Set Z illus- 
trated price lists. 


115-119 Z South Market St, Chicago 6, Ill. | 


ALL FIGURINES COME PACKED 
from 1/12 te 1/6 doz. per number in carton, accord- 
ing to size and may be bought in these quantities. 














whit 
Si ooo THESE 


A sure way to help keep these 
“soldiers of the farm” pulling for 
victory is to see that their feet 
are always in perfect condition. 
Good shoes, properly designed 
and fitted, do more to protect 
healthy work animals than all the 
pampering in the world. That’s 
where you come in. As a dealer, 
you do a great service by recom- 
mending . . . and selling the finest 
shoes available . . . Phoenix and 
Juniata Horse and Mule Shoes. 
They are sold through regular 
trade channels at prices that spur 
quick and profitable sales. 














tleabiby 

















FREE — Any man inter- 
ested in horses can use 
this book to advantage. It 
on tells how to care for the 


—_ ea Sree feet of horses and mules 
PHOENIX MANUFACTURING COMPANY 


... and, it’s FREE. Write 
JOLIET, ILLINOIS 









today for your free copy 
and details of FREE dis- 
tribution to your custom- 
ers. 
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To keep the record 
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When wheel goods can be made 
Murray Ohio will make them 


Government regulations continue to prohibit 
the manufacture of velocipedes and other juve- 


nile wheel goods. 


As long as these orders remain in force, pro- 
duction at Murray Ohio will be devoted to war 
material, and we shall keep on doing our share 


in the Victory program. 


However, as soon as the ban on making juvenile 
wheel goods is lifted, we shall immediately return 
to the production of these items. Reconversion will 
not be difficult for us. Barring conditions or regu- 
lations beyond our control, we shall be able to 


supply you promptly with quality merchandise. 


THE MURRAY OHIO MFG. CO. 


© GA BV ECA RS 5 Be BF G...2 


Flag awarded April 7, 1943. 
Stars added August 25, 1943, 
and February 26, 1944. 
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TENNESSEE VALLEY 


We @ We 


HOME APPLIANCES 


IRONS—FANS 





TOP @YLINE 


HOME APPLIANCES 
TENNESSEE VALLEY 
ASSOCIATED MARKETERS 


GAMBILL BUILDING, NASHVILLE, TENNESSEE 





ae 
Stools — ; 


Genuine Walt Disney Toys — and the 


. +» TODAY! | 
ECONOMASTER APPLIANCES. 


ARE TOP LINE APPLIANCES 











"Il get more 
PURITAN Cord 
when it’s 
over—over there! 


Our armed services have scores of uses 
for sash cord—all necessary — many 
vital. They get priority, ’til it’s over 
over there. 

Meanwhile, to supply them and serve 
you, too, the Puritan Mills continues to 
operate at full capacity — night and day! 
In the post-peace era, we'll be able to 
serve you better than in the pre-war 
period. Bear with us, as you do with 
our fighting forces! 


LOUISVILLE KENTUCKY 
Mf’rs of sash cord, clothes line, and 
braided and isted cotton cords. 


PURITAN CORDAGE MILLS, Inc. A727 





BUY MORE WAR BONDS! 
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ANOTHER PHASE OF UNIVIERSALS “U" PLAN FOR ‘V" DAY 


Universal is now offering a flexible, new direct-mail service to the 
more than 12,000 “U” Plan Dealers. Designed for easy, economical 
customer contact, the “100 Letter Plan” is virtually post-war business 
insurance at low rates. Based upon a pretested formula, Universal 
supplies letters, check lists and booklets ready for mailing over your 
signature. All you do is address to your prospective customers, mail 
and then file the returned check lists as a backlog of post-war business 
for ready follow-up. Results from dealer mailings in twenty-three 
states already indicate that it will pay big dividends. 


LOOK AT THESE PRETESTED RESULTS AND THEN ACT TODAY! 








ere ! me ; ‘ : @ A Mid-West Furniture Dealer received 423 returns from a mailing of 4,000— 
J better than 10 per cent. 

of uses } © A Southern Hardware Dealer recently put nearly $10,000 worth of fyture 
— many i "4 business on his books at a cost of about $15. : 
over =< bij ; t @ A New England Radio and Appliance Dealer received check lists from a mail- 

ing of 1,700 listing nearly $23,000 worth of appliances for post-war purchase. 
d serve @ An Electrical Specialty Dealer in a North Central State secured 331 returns 
nues to 7 out of an initial mailing of 2,100. 

- 

oad j If you are already a “U” Plan Dealer, follow through with the “100 
pre-war ‘ 9 hs Letter Plan” — make it work for you right in your own sales area. 
lo with j Pak The “U” Plan with its many features is open to any 


dealer. If you are not already identified with it, send 
in the coupon at once for your 20-page Plan Book 
and extra information about the “100 Letter Plan”. 


ee ES | ET ene Seen ee 
LANDERS, FRARY & CLARK Dept. HA I 
New Britain, Conn. 

Gentlemen: } 
I wish to become a “U” Plan Dealer — please send 
free “U” Plan for “V” Day Plan Book to i 





Name. PRE EAI 


Address i 
: dy tee a City. State. | 


25 
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* YOU CAN’T BUY A BETTER RANGE THAN WHITE STAR x 
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Perry E. Faeth, President, Stowe 
Hardware & Supply Company, 
Kansas City, Mo. 





They know the key to dependable wholesaling 


. Above is pictured the Stowe Hardware & Supply Company of 
Kansas City, Missouri. This firm, under the guidance of Mr. 
Perry Faeth, has established an outstanding record for the type 
BUY BIGGER BONDS of sound merchandising on which successful wholesaling is built. 


BACK THE ATTACK— 


We were pleased and proud when the Stowe Hardware & Supply 
Company reported that for 15 years DVS Star ranges have been 
one of the best “business getters” of its major appliance lines. | 








Detroit Vapor Stove Division, Borg-Warner Corporation, Detroit 26, Michigan 


A BORG-WARNER INDUSTRY 
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Plan NOW to modernize your store and you'll 


avoid construction delays later. 


WO of the best ways yet discov- 
ered to give people the urge to 
buy at your store are these: Plenty of 
Pittsburgh Glass in your store in- 
terior... to make it attractive and 
inviting. And plenty of Pittsburgh 
Glass in your store front . . . to give 
it appeal and stopping power. 
That’s a combination that pays off 
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"PITTSBURGH stands fot Zualily Glass 


in bigger sales and better business. 
Plan now to put it to work for you at 
the earliest possible moment. By 
planning your new store interior 
and store front today, you'll avoid 
construction delays later. For when 
building restrictions are lifted, 
there’s pretty sure to be a rush for 
store alterations. 








DON’T WAIT to make your pe for mod- 
ernizing your store front and interior. Do it 
now ...and save delays later. This store in 
Cincinnati, Ohio is a good example of the 
eye-appeal you can give a store with Pitts- 
burgh Glass. Architect: John Gartner. 


See your architect to assure a well- 
planned, economical store design. 
Our staff will gladly cooperate with 
him. 

And send the coupon below for 
our free books‘of facts, figures and 
photographs of many actual store- 
remodeling jobs done with Pitts- 
burgh Glass and Store Front Metal. 


and aint 


J 
VEE Mee Ae. ea 
‘ Bp So ong ns ee = 


Pittsburgh Plate Glass Company 
2249-4 Grant Building, Pittsburgh 19, Pa. 


Please send 


me, without obligation, your 


illustrated booklets on store modernization. 








ench Stone Booster!! 


_ NORTON ABRASIVES 3) 


oer 





This yellow, red and black display will 
do wonders to increase sales of sharpen- 
ing stones; it has done so—by 35% in 
1943 over 1942! Nine out of ten men 
need good oilstones. In Assortment 598 
you get four each of three tried and true 
brands individually boxed. 


Individually Boxed Add lo Your Profits 

Q ES I seats A by getting this fine salesman up where 
25¢ sn Meddaadind ee eee everyone will see it. It has a dandy little 
stock bin in back to hold the nine stones 


$7 15 Washita, another natural stone favor- ; 
° not in the display slots. 


ite for many years for carpenters’ tools. 
tric furnace mineral, Silicon Carbide, See your Jobter about 
coarse and fine, virtually two stones in R g A 598 


one 


s 7 a 5 Crystolon Combination, the elec- 


Price $6.89 $6.99 Suggested retail 
Denver and east West of Denver $10.60 


BEHR-MANNING - TROY,N.Y. 


(DIVISION OF NORTON COMPANY) 
ALSO QUALITY SANDPAPERS SINCE 1872 
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POST-WAR SALES 


20 MANUFACTURERS DESIGNED THIS CP BUSINESS BUILDING KIT 


The big CP Business Building Plan Kit is packed full 
of helps to increase your floor traffic now and build 
profitable prospects for post-war sales of CP Gas 
Ranges. And that’s not all! This Kit shows you how 
to tie into the gas industry’s nation-wide $4,000,000 
promotional program! 

Gas Ranges bearing the famous CP Seal will be 
made by 20 leading manufacturers. Every CP Gas 
Range will be certified by the American Gas Associa- 
tion Laboratories to meet the highest performance 
specifications and labeled to provide a consumer buy- 
ing guide. That’s why the CP Seal on a Gas Range 
will help you build volume business in better grade 
Gas Ranges after the war. 


at 
=~ 
= 


The Flame That Will 
Brighten Your Future 
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These Leading Manufacturers Will Build 
Matchless CP Gas Ranges For You 

O’Keefe & Merritt Co. 

Roberts & Mander Stove Co. 

Geo. D. Roper Corp. 

Standard Gas Equipm’t Corp. 

The Tappan Stove Co. 


A-B Stoves, Inc. 

American Stove Co. 
Caloric Gas Stove Works 
Cribben & Sexton Co. 
Detroit-Michigan Stove Co. 
The Estate~Stove Co. Western Stove Co., Inc. 
Glenwood Range Co. IN CANADA 

James Graham Mfg. Co. Clare Bros. & Co., Ltd. 
Grand Home Appliance Co. Gurney Foundry Co,, Ltd. 
Hardwick Stove Co. Moffats, Ltd. 

A. J. Lindemann & Hoverson Co. 


MAIL COUPON FOR YOUR CP KIT NOW! 


Assn. of Gas Appliance and Equipment Manufacturers 
60 East 42nd Street, New York 17, N. Y. 


I'm interested. Please send me the CP Business Building Plan Kit. 


Name ELI Ab Bee 
Company_____ 
Address___ 


City. 


b——— — —-_ 





ORDER THIS COLD WEATHER ITEM NOW 


; NO. 29 PREMIER 
ELECTRIC FOUNTAIN 
HEATER 


 * 
yeh bod ofr) 
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This automatic electric fountain heater (one of 
many items in our | ultry farm equi t 
line) is made from hon Palivaibio’ ica, ge 
100 watt, mica innalennt etaie, Operates very eco- 
nomically and is automatically controlled. With 
egg prices on the increase, all poultrymen with 
ample feed supplies ahead will be looking for new 
equipment this fall and winter. This electric foun- 
tain heater will help increase egg production by 
keeping warm water before the flock. Write today 
for complete equipment catalog and dealers’ prices. 


Watch this space for timely announcements of special 
sale items of poultry supplies. 


THE NATIONAL IDEAL CO., TOLEDO, OHIO 


The F.E. Myers & Bro. Co., 1020 Church St., Ashland, Ohio 


for War 


» 


WINDMILL NEWS 


‘ 7} Atte 
. : J = ring actor, 
Lm Y Though war me oy = ha there will pes 
; , ea. . . ) {I Mesias mime wave of interest in windmi 
° ’ , f — / ne ’ 

y y po , @ | i by ino water under pressure 1s entirely oun® 
Si j 2 bh AY ; Roh ate automatically controlled pan saya to 
SSA 5. " ‘ill, Windmill water systems will be hope 

over 3,000,000 farms with no 
of electrification. be 
7A @ & 2 QR YE windmills erected now can 
/ ; f y Ip ’ ‘a Fur eed wich automatic controls at any — 

Y 4s ¢ : ri 7 rr ayer a pressure tank guyou a second 
| plete with pium ing, 

-and for Post-War, too! | NO a stale 
Monitor windmills time 

Today hundreds of different Hodell chain assemblies pace at top gee Bet arg “Every 

—some with attachments, some without—are play- keep farm we pscns is a potential 

ing a vital part in the production of America’s tools a ‘* ts ssure system when 

of war. If chains figure in your wartime production —— 

—or in your post-war plans—let Hodell engineers 

help you. Send blueprints for a prompt estimate. 


* BRANCHES - 
BAKER MFG. CO.; Minneapolis, Minn. 


WINDMILLS © PUMPJACKS 
PUMPS «© WELL SUPPLIES BAKER MFG. LTD., Winnipeg. Canada 


BAKER MANUFACTURING CO. [Epampeteeetac eee er peie ncaa 
EVAN VILLE Wis 
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THE OIL MUST GET THROUGH! 


@ We rarely think of the unglamor- 
ous oil tanker as a vessel likely to win 
fame and glory in war. Yet the Pan- 
Maryland, built by the Kearny Yard of 
the Federal Shipbuilding and Dry Dock 
Company, has won Navy and Maritime 
citations for rescuing 27 seamen from the 
Atlantic, and for her record in carrying 
oil to the United Kingdom. Her skipper 
was awarded the Merchant Marine Dis- 
tinguished Service Medal. 


Said Admiral Land to the ship- 

a builders: “You have reason to be proud 

factor, , . of these tributes to your handicraft.” 
tt eit Any ANS Said the shipbuilders to Columbian 
‘ Rope: “Your Company was among those which contributed ma- 

possible terially to the construction of the tanker Pan-Maryland. For that 
poesy nd reason, it is the desire of U. S. Steel’s Federal Shipyard to share 


te hope with you the commendation received by the vessel and her builder.” 


v can be That’s the way to win wars: teamwork. 
Ly future 
mn » com- 
ry 


COLUMBIAN ROPE COMPANY 
are being Auburn, “The Cordage City,” N. Y. 


wartime 

a Ev | < wie 
n f NX 

em when \E Aah 
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apolis, Minn.: 


=| COLUMBIANKize 


t AGE | avucusT 17, 1944 ” 








ATTENTION RETAILERS: 


We now have warehouse stocks of 1944 models of these famous heaters. 
Get your order in today to assure delivery before the supply is exhausted. 


Demand the Genuine 


Warm Mornine 
COAL HEATER 


Write, Phone or Wire 
Our Nearest Office 


MODEL 420 MODEL 520 


SOUTHERN COAL COMPANY, INC. 


WHOLESALE DISTRIBUTORS 


General Office: MEMPHIS, TENN. Branches: Birmingham, Ala.; Dallas, Tex.; St. Louis, Mo.; Kansas City, Mo.; Louis- 
ville, Ky.; New Orleans, La.; Chicago, Ill.; Ft. Smith, Ark.; Knoxville, Tenn.; Nashville, Tenn.; Omaha, Nebr. 

















USERS have found 
the DIFFERENCE! PAAeaeaca 
an MOLDED 


PLASTIC 


“INDESTRUCTO” 
PLUMBING SPECIALTIES! 


Molded Plastics are nof all alike. 
American has pioneered big improve- 
ments over ALL other kinds. Once more: 
We will not aMfiict the trade with 
makeshifts to be endured for the dura- 
tion. American units are PERMANENT. 


FOR IMMEDIATE SHIPMENT: 
Saran* Plastic Tubing and Fittings. 


: 
& 2» 2 Q Si I, * Trademark of The Dow Chemical Co. 
Branch Offices Located in Principal Cities 
; 4, ; - Co 2482 E. 


Charies H. picber. a“ | ney ue Bidg. 
J. M. Kane.......-.... > ee. “Box 1552 
Fi Worth, Texas 

1306 Stewart St. 
Mitchell Love...... 712-16 Ne. 16th St. 
Philadelphia, Pa. 


John 6G. — tne., 24-14 Bridge Plaza South 
Long Island City, New York 
- . : Canadian Distributors: 
WIRE OR WRITE FOR FOLDERS AND PRICES W._H. Cunningham & Hill, Lid, 260-271 W. Richmond 9, Toronto 2, Canade 


1758 NORTH HONORE STREET 


AMERICAN MOLDED PRODUCTS SALES COMPANY | cx xomrn—s0m west, 
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AFORMANGE SELLS 


¥& Holds 100 Ibs. of coal. 
* Semi-automatic, magazine feed. 


¥* Burns any kind of coal, coke or 
briquets. 


¥%& Start a fire but once a year. 


¥%& Heats all day and all night with- 
out refueling. 


¥%& Assures substantial fuel savings. 


Employs amazing, patented in- 
terior construction principles. 


¥ Equipped with automatic draft 
control. 


ZA 


1944 MODELS : == —S= , WH 




















fro” LOOK INSIDE : 
See the Difference Day in and day out, year after year, WARM MORNING’S 
! 
ee oiTeet Sh. remarkable record of performance is further ptoved by sales 
all alike. 
B Moreve and more sales...plus enthusiastic customer acceptance and 
Bete, pee approval throughout the Nation. It is the only heater of its 
_ kind in the world ...the heater with amazing, patented, interior 
iy construction principles...the heater that gives superior perform- 
o—_ ance at surprisingly low cost. Order from your distributor today 
| Saghaphad while supplies are available. 
3 Market St. 
7 Stuart St 
000 York St. 





LOCKE STOVE COMPANY, 114 West 11th St., KANSAS CITY 6, MO. 
(TJ-9) 


$$ LLL 
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No. X877—Assortment of 24 Fast 
Selling, Unbreakable Amber Han- 
dle Screw Drivers. Hardened, 
Tempered Tool Steel Blades. 














No. 839—Large, Solid, Unbreak- 
able Amber Handle Wood Chisels. 
Finest chisel tool steel; Tested to 
cut ebony wood; precision ground; 
extra sharp edges. 








rea. 


No. 249—Mar-Proof Amber Head 
Mallets. Genuine Hickory Han- 
Sass 6toa a: Sell- 
on- Displa rd for 2 
Mallets. : 














New York 1,N.Y. 


NEW YORK REPRESENTATIVES: A. E. Fuller, 16 Hudson St., New York 13, N. Y. 
MIDWEST REPRESENTATIVES: L: 219 No. Jefferson St., Chicago, Hil. 
IN CANADA: Fuller Tool Co., Lid., 645 Wellington St., Montreal 








with 
or against 


the grain— 


Always a clean cut! 


Right now, hardware store deliveries are a trifle 
Jennings Auger Bits—due to special selection of behind schedule because of the heavy volume 


Keen cutting edges are outstanding in Russell 


the steel, careful heat treating, and experienced _ needed by the war; but, when the smoke of battle 
hand finishing. As a result, clean boring isacer- clears away, full scale deliveries will again be a 
tainty, and ease of operation a "plus" ad- Jennings feature. 


vantage. 
THE RUSSELL JENNINGS MFG. CO., CHESTER, CONN., U. S. A. 


1840] Hussell Gennings, AUGER BITS i944 
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As exclusive manufacturers of | 


low-cost quality tools WE H 
SOMETHING FOR YOU ‘ 


Dealers who are seeking a connection with an alert, 
progressive manufacturer of low-cost quality ma- 
chine tools will find an exceedingly attractive propo- 
sition here at DURO. 








Our business is, and always has been, that of design- 
ing and producing outstanding tools. The Duro line, 
machine for machine, embodies many advantages in 
design and construction that are found in no similar 
line. The Duro policy toward dealers has been uni- 
form and fair. Duro postwar plans in both engineer- 
ing and advertising envision aggressive expansion 
and development. 











Without the slightest obligation, you can get the full 
details of the Duro proposition by writing us today. 











INE TOOL 


CTS Co... 


ALSO MAKERS © 


DURO METAL PRoDU 
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No. 101 
Triple -Tread Stee! Wheels 


Youth of foueraey Sari 


“CHICAGOS” pack speed, health and 
smooth sailing. They enjoy these 
famous Roller Skates today in many 
lands. They like their smooth running, 
speedy action and long life. Their 
children, too, will know this high 
regard for“CHICAGO” Roller Skates. 


SryING eee 


When skates are again available you 
can recommend “CHICAGO” Roller 
Skates, knowing their performance 
will back up a champion’s choice. 


CHICAGO ROLLER SKATE CO. 


4456 WEST LAKE STREET CHICAGO, ILLINOIS 


Steel-Fashioned | 


Production 
"in the Service” 
until 
Victory is won 


But planning is 
in progress for a 


newer and further | 





improved line of 
Walters Steel- 
Fashioned Kitchen 











Quick Sellers : GOOD PROFITS 
QUALITY THAT MAKE AND HOLD CUSTOMERS 





Pinte—Quarts—Gallons 
The Old Reliable 








CONSUMERS 
CRACK 
FILLER 


OR WOOD PUTTY 


Mixes smooth, 
dries hard and 
stays put — will 
not chip, crack, 
shrink or peel. 
Fills holes, cracks or breaks 
in wood, stone, etc. 
S-oz. and 1-lb. cartons. 





Best of Big-v-wba:).it) 
(olcteaner 
FAY tlle 
DAISY 


will do that job. 


Packed 1 gross to the case. 





CONSUMERS GLUE COMPANY 
SINCE 1906 . 


ST. LOUIS [18] MISSOURI 











BEATERS 





Equipment. 


Buying War 
Bonds will hasten 


Victory and bring | 
nearer the day | 


when we will be 


working for you | 


So buy | 


again. 
BONDS, BONDS 
and MORE 
BONDS. 


Val eck, Canty h. 


* * 
uae 





While stepped-up production 
waits on war developments 
current supplies stay 
“rationed” through your job- 
bers — proportionate to pre- 
war sales. 

Watch month-to-month for 
production news of the 
Edlund line. 


CAN 
OPENERS 
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gout rdener. 
This is a Victory Ga 
Shouldn't she be proud ? 


tou tet we are grove 10 Mier 
tow geteen, (ey CURT ony 
Tor only $198.) Wen’ they 19 
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Victory Gardener doing herself proud 





This is a 


with PYREX WARE. Isn't it grand ¢ : 








This specially-designed 
full-color Fall display (also 
in the Kit) holds actual 
Pyrex dishes for added 
sales appeal. And don’t 
forget! The best drawing- 
card you have is the famil- 
iar orange Pyrex ware label 
and the Pyrex trade-mark. 
It’s the name your cus- 
tomers know and look for. 








ERE’S a chance to draw the huge 

Victory Garden trade in your city 
right to your Pyrex ware counter. Between 
September 10th and October 4th, 75,000,000 
full-color Pyrex ware messages will reach 
the public in 31 national magazines and 110 
Sunday newspapers. Tie your promotion 
to this program and reap extra sales! 
Your Fall Pyrex ware Display Kit will arrive before 
September Ist. It contains a full-color reprint of the 
national advertisement (left). ‘Plant’ it on your 
counter or in your window. You'll also find a free 


Newspaper Mat (below). Notice it features the same 
itemsas the national ad. Use it in your own advertising. 





PRESSED 
IN GLASS 





Plan your Pyrex Ware Fall Promotion with your Distributor’s Salesman now 


CONSUMER PRODUCTS DIVISION, CORNING GLASS WORKS...CORNING, NEW YORK 


AUGUST 17, 1944 


37 








Bp onnrer MAYNA py 


pag 


= Da ws 
heer equiew™ 


Military needs must have the right-of-way. 
The demand by the Armed Forces for Athletic 
Equipment, together with an acute shortage 
of essential raw materials, have created pro- 
duction difficulties. 


it is our hope that with the release of vital 
raw materials increased production will again, 
in the near future, provide a surplus for our 


distributors’ needs. 


Remember that the Athletic Equipment at 
present not available to you is doing double 
duty with the Armed Forces on the home front 
and in every far-flung outpost of the world. 


THE DRAPER-MAYNARD CO. 


400 VORK STREET CINCINNATI, OHIO 

















RIEGEL 


WORK GLOVES 


strong, protective work gloves are the product of 

en te ee, coane ntee They are Riegel- 

controlled—in one plant—from raw cotton to finished 

+e This single close a of every detail re- 
sults in unexcelled quality—durability—economy. 


“The Right Glove PM RaYyy For Every Job” 


RIEGEL TEXTILE CORPORATION 


342 Madison Avenue, New York 17, N. Y. 











FURNACE TOOLS| 
o——— 4) 


| CLINKER TONGS SLICE BARS 

| ASH HOES CLINKER HOOKS 

| CLINKER RAKES BACK-UP WRENCHES | 
1 Good Quality, Practical Design, and Convenient | 


Use Has Made The FIRE-FIXER Line The 
“LEADER”™ in Furnace Tools. 


ASK YOUR JOBBER FOR CATALOG, 
OR WRITE DIRECT TO: 


| FARRELL-CHEEK STEEL CO. “suc” | 














CLEANS 
WITHOUT WILTING 
BRISTLES! 


* IMPERIAL « 
RAPID BRUSH CLEANER 


Here’s a brush cleaner your customers will 
appreciate. It’s ready for instant use—no over- 
night soaking. Cleans quickly and thoroughly— 
and leaves the bristles with the natural spring 
and vitality a brush must have to do a good 
painting job. A good profit-maker and a sure 
repeater. 
Order from your jobber 


WILSON-IMPERIAL + a ae 
Dept. H-84, 115 Chestnut Street, 


HARDWARE AGE 





ge a ee ee ee ee ee ee 


. 


A chance to do the “ground- 
work,” against the day when 
Delta Power Tools are available 


Here’s a timely promotion you can tie up 
with now, to “cash in” on the active, 
growing interest in homecraft as a hobby 
— and on the continuous Delta national 
advertising (reaching over 26,500,000 
readers) that is shaping this interest into 
actual decisions to buy home power tools 
from Delta-Milwaukee dealers! 

The main reason we're holding this big 
contest is so that we can find out what 
people expect in power tools for their 
post-war homecraft shops — and so that 
we can provide power tools that are easier 
to sell and assure real customer satisfaction. 


200 valuable prizes are being given away 
free — with a first prize of $1,000.00 (re- 
tail value) in Delta equipment (post-war 
delivery) — enough to completely equip 
a homecraft shop! 


ak 


Certainly with prizes like that, there’s 
plenty of incentive for people in your 
neighborhood to enter this contest. And, 
win or lose, all entrants will have taken 
the first step towards actually having a 
homecraft shop, by drawing detailed plans. 
When famous Delta Homecraft Power 
Tools are again available, they'll see to it. 
that these plans take shape. 


It’s up to you to get your share of the 
gold-mine of savings, that present home 
workshop “fans” and countless new pros- 
pects are planning to spend after the was 
—. by identifying your store as a center of 
homecraft interest now. 


All you have to do is put in a promi- 
nent place on one of your counters—dur- 
ing September and October — the color- 
ful display piece illustrated at the left. It 
contains complete instructions in sheet- 
form which your store traffic can tear off 
and take home. Do that — and talk up 
interest among your customers. 


Do something about this today! Fill in 
coupon below now and mail today! 


Tear out coupon and mail today! 


THE DELTA MANUFACTURING CO. 
753H E. Vienna Ave., Milwaukee 1, Wis. 


Send me the Delta contest display, 
so that | can identify my store now 
as a center of bomecraft interest, 


POSitiO1...secrccocscscseseses i 


City ..eacceocssecerencoresescensgssceresstes Cecscscee) StRCB.cccepeseqrveseee 
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‘CHICAGO LOCKS 


ee ses but ees 
We Look Forward to the Day When We 
Can Again Fully Supply All Our Customers 


In the meanwhile, please remem- 
ber—All CHICAGO Locks—lock 
BOTH SIDES of Shackle. . . 

This ‘“‘Double-Locking — Double 
Security’’ promotes quicker, easior 
sales—with every sale winning 
o] Customer Good Will — fur 


There's a "CHICAGO" 
Lock for Many Needs 
Padlocks, ‘‘Ace’’ Locks, Cylinder 


Locks, Single. Double Bitted. 
for Burglar Alarms and 
es. 


Drawer Lock No. 1970 
= Shown Half Size 
Out Open View, Actual Stee Zone 14 


CHICAGO LOCK. COn 2805" 





W ar Work Limits Supplying All Demands for 

















With the dawn 
of the new day, 
Wright Wire Prod- 
ucts, improved by 
lessons learned in | 
the war, will meet 
every requirement 
of quality and ser- 
vice. 


GE WRIGHT wie: <o 


WORE Ge R * MASS. 


JACKSON 


‘Se 


WHEELBARROWS—LAWN ROLLERS 

CONCRETE CARTS—SALAMANDERS 

DRAG SCRAPERS—MORTAR PANS 
MORTAR MIXING BOXES 


A Good Line for 68 Years 


You can depend on the JACKSON 
LINE and on one source of supply for 
products that will fully meet the 
needs of your customers. Long ex- 
perience proves that in design, con- 
a and long life, Jackson prod- 
ucts fulfill the most exciting require- 
ments. 

Ask for the name of the nearest 
Jackson Hardware Wholesaler. 


JACKSON MANUFACTURING COMPANY 
Harrisburg, Pennc. 
Est. 1876 


Se. aE 

















* Champion Bolts * 


for ready sales 


== Wrought steel chain bolt 
No. 344 J-6” is of round 
pattern and Japanned. 
Sturdy, ‘well-made and 


serviceable. 


Wrought steel foot bolt 
No. 346 J-6”, accurately 
and durably made, has 
long been a_ popular 


item. - < - 


Order now. Reasonably prompt 
deliveries are made on this item. 


THE CHAMPION HARDWARE COMPANY 





HARDWARE AGE 























































Sure, the answer is easy! This farm 

does not have a Fairbanks-Morse .. 
fears Automatic Coal Burner... 
N a 
or 
1e 
x- 
n- 
d- ’ 
: And That’ j 
- n ars ere This Is Your 

ET 
Opportunity... 
ANY You Come In... 
i eaiiieendiieiimaaal 
.. to add an exclusive, valuable, and profit- 
—__—_—__ able franchise to your business. To sell 
a . Mr. Hardware Dealer Fairbanks-Morse Stokers immediately —be- 
— cause 65 lb. capacities and up are available 
ee for immediate shipment. 
Here is a big... highly profitable ... stoker .. to clinch a territory while some are still 









market ready for you mow... right in your 
own community! 


available — before it’s too late! 






Do it now. Write for full particulars. 
There is no obligation. Simply drop a line 
to the Stoker Division, Fairbanks, Morse & 
Co., Fairbanks-Morse om Hig Chicago 5, 
Illinois. 


It’s a market of farm people who have 
known and used Fairbanks-Morse products 
for many years. 







It’s a market of farm people who want modern 
heating conveniences now... people who are 
ready and eager to buy the best that you can offer! 








It’s a ready-made market with high acceptance 
because— these people know Fairbanks-Morse 


and Fairbanks-Morse knows them. 
C. “ prerita's Breet 

A. Gulomatie Coad Berner” 
=Z 


FAIRBANKS -MORSE 













orm A 
(a utomatic 
mm Coal B 
Coal urners 
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ES the METAL! 





This ideal rust remover 
belongs on every hard- 
ware counter. RUST-I- 
CIDE is a rapid seller, 
attractively packaged, 
with a good profit, and 
helps other sales. It re- 
moves rust in a matter of 
minutes, is an excellent 
chromium cleaner. Those 
hard-to-remove stains on 
vitreous enamel rapidly 
disappear with RUST-I- 
CIDE. 


If you are not stocking 

RUST-I-CIDE, do so now 
... it is inexpensive: 4 
oz. bottles—25c, 8 oz. 
—45c, 16 0z.—75c, 
quart—$1.20 (and 
gallon—$3.60), with a 
better-than-average 
profit for you. 


EXCELLENT 


FEDERAL 
HOUSEWARES 


Under present conditions ... 
and because of the increased 
demand for these Federal items 
that protect and conserve food 
e+e Our service is necessarily 
limited both as to available 
merchandise and to deliveries. 
However, ‘we will continue to 
do our best to meet your re- 
quirements as fully as possible, 
We regret that we cannot accept 


new accounts. 


No. 430 
DRIPLESS SERVER 


Holds economy-size 46-oz. can 
of juices. Fits in refrigerator; 
keeps juice better, longer .. . 
no contamination . . . no refrig- 
erator odor . . . no drip, spill, 
waste. Always ready to serve. 
Easy to clean. Has Tenite plas- 
tic top and slide in colors; clear- 
glass container. Retails at 75c. 


No. 453 
CONDIMENT SET 


Popular for jellies, 


tard, catsup, chili sauce, ets 
Sanitary 2-piece hinged tops, 


dlass, 6-oz. capacity, 4” hig. 
Set retails complete at St. 
Individual condiment ja 
(No. 455) retails at 20°. 


° No. 459 


SALT 'N PEPPERS 


Smart and handy for stove ani 
table; easy to carry. Note sani 
tary “‘side-flow” pouring 

in shaker tops to keep dust and 
grease from settling down and 
into contents. Tops and trey 





CHROMIUM 
CLEANER , 


Call your distributor; if he 
cannot supply you 
WRITE US TODAY! 


SEE YOUR JOBBER ... 
NEW YORK OFFICE—200 FIFTH AVENUE 
WESTERN OFFICE—TERMINAL SALES BLDG, SEATTLE, WASHINGTOX 


ee ee ee eo 


LINOIS 


RUSTICIDE PRODUCTS CO. 


3125 PERKINS AVE ‘ 
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ig INGRAHAM 


Oe Fa ido shackled isdat'ot iat tear Caitventoes hawe'boun edtieahd 


—— # if = ' the Army-Navy “E”. We are grateful for this recognition which has just 
jails at 20+, “ been accorded us. 

Since shorily after war was declared, we have produced only war 
materials for the Army, the Navy and the Air Corps. Several hundred 
million critical and exceedingly accurate parts and units have poured 
out of our factory. We can’t say much about them, but the enemy has 
said plenty. 

Up goes the new flag, with the minute man flag that says over 30% 
of our people are buying war bonds on the Payroll Deduction Plan. 


Thanks, Uncle Sam! 
7" THE E. INGRAHAM CO., Bristol, Conn. 


Remember this beautiful, rugged watch, 
the Ingraham Wrist Fit? It was a lot of 
right time at a mighty low price. We'll 
be making them again better than ever, 
come Victory! 


be . ‘s 
THE RIGHT TIME 
/ASHINGTON A T T H £ 
RIGHT PRICE 
ESTABLISHED 18313 
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W facturing 
piwewivee | CLEAN-EASY 
) t\ : 
veal in ° } 
..- Dut only a fraction 


of what is needed 
at home 


re ee 


You can put your finger just about 
anywhere on the globe—land or 
sea—and chances are you will have 
marked a spot where chain, in one 
form or another, is doing a fight- 
ing job. 

Though the C-M plants are working 
*round the clock, our armed forces 
and essential wartime industries 


have first call on C-M production. 


We realize this imposes some hard- 
ship on hardware trade dealers and 
our distributors, but the BIG JOB 
comes first and you would have it 
no other way. 


As materials and production of va- 
rious types and sizes of chain may 
be released, we will equitably dis- 
tribute such production to the best 
of our ability. 


COLUMBUS*McKINNON 
CHAIN CORPORATION 


(Affiliated with Chisholm-Moore Hoist Corporation) 


GENERAL OFFICES AND FACTORIES: 126 Fremont Ave., Tonawanda, N. Y. 


SALES OFFICES: New York, Chicago, Cleveland, San Francisco, Los Angeles. 


7~ 
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BUY MORE 
WAR BONDS 


- first essentials 


FOR THE FINEST POSTWAR VACUUM BOTTLE 


THERMOS naturally is planning for the and developed by Thermos —will be 
future. New case designs, improved prod- maintained in its highest temperature- 
ucts, additional uses are being developed. _retaining efficiency. * And éleo: The 
Details naturally cannot be announced _finest of vacuum-insulated products will 
now. %* One thing is certain: The prin- continue to’ bear the famous trade-mark 
ciple of vacuum insulation — pioneered “Thermos.” 


THE AMERICAN THERMOS BOTTLE COMPANY, NORWICH, CONN. 
Thermos Bottle Co., Ltd., Toronto Thermos Limited, London 


TRADE-MARK REG, U. S. PAT, OFF. 


Brand Vacuum Products 
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FROM THE WORLD'S LARGEST 
SAN 


RS 


Pa el: ie Ware. * A” 


sen 


| oe 


TONE QUARRY 


How to Spend a Hot 
Summer Afternoon 20fccatl, 


You know the kind. The heat waves make everything look wiggly, out- 


ae Cc oO A £ TH E. F I N & 3 T side. The clerks are lackadaisical. You can't blame them, either. Busi- 
. = . & 


ness is at a standstill. That old Spanish custom, the siesta, seems like 


NATUR‘’A'L ABRASIVES a grand idea. 


: i Well, one of those hot afternoons, don’t take a siesta. But DO 
Largest sandstone ; quarry in the world indulge in some dreams with us. About postwar, we mean. For that's 


is the celebrated Gray “Canyon” a subject we're working on very hard, here at Judd. We have a post 
” a : war planning committee with a single purpose - - - 
Quarry at Amherst,” Ohio. ¢It is from 
there that the finest abrasive sandstone 
tti tnishi er We know only one way of doing that. We've got to find out what our 
is selected for cu g and finis g into customers expect. What they want and think about: 
Berea highest quality natural grindstones. Trsies dad séttethis ot ed tenaen? 


Price ranges and price policies? 


..- AND THE FAST-CUTTING, FAST-SELLING Packaging and its importance? 
Shipping service, and its desired speed ? 


MONARCH BENCH GRINDER Promotion and advertising help? 


The Judd Postwar Planning Committee is your committee. It was 
established to help you earn more profit on drapery fixtures, after Vic 
tory. So spend a hot quiet afternoon sometime soon, dreaming with us, 
on paper. Your ideas will be profitable to both of us, some day soon. 


To Serve Our Customers Better 


7 


ime 
a 


Home workshops, farms and factories need 
this popular, low priced Grinder for fast, 
accurate sharpening. Stone is 10”x 11/2”. 
With or without motor. Feature the Monarch 
for quick sales at a good mark-up. 


BEREA ABRASIVES GAN 


Division of The Cleveland Quarries Co. + Cleveland, O 
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Hardware that has always proved 
* »* Consistently Good + « « 


ai Ct HE fact that National 
| Hardware has always been 
built with care and precision 
from the finest materials avail- 
able accounts in part for the 
way it is still serving today. 


Mies » ©| National 


HARDWARI 





Fortunately this built-in extra 
stamina is playing an impor- 
tant role now when new mer- 
chandise is temporarily not 
available. We know your 
trade is looking forward to the 
fast-approaching day when we 
shall again supply every re- 


quest for any product in the 





extensive National line. 


National’s prewar record and 


g the 


present emergency should go 


its performance durin 





far toward its wholehearted 
endorsement for all future 
building requirements. 


Your order carrying govern- 
ment priorities may still be 
filled from limited present 
stocks. Write us today; per- 
haps we can be of service. 














STERLING 


National Manufacturing Co. titinors 
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MORE BABIES | 
AOL ML Le 
MORE SALES for | 
VT MLL MAA 
Plastle Dimer Seis 


OO 


\ An Ash or Garbage Can must be ex- 
ceptionally strong and rugged to take 
= ew daily poundings, year after year, from 


janitors, waste collectors, factory hands 

oer and others. That’s why the ordinary 
DINNER DISH CEREAL BOWL flimsy Can quickly buckles and breaks 
apart. The Witt label on a Can as- 
sures your customers of a heavy-gauge, 
solidly constructed Can—built to out- 
last 3 to 5 of the ordinary kind. 


« 


Here's a “break™ for new parents! It’s the new | WITT Cons an 


Eclipse San DURO Baby’s Dinner Set. Designed by 9 are at Pails Nos ] 
U. S Preseny , 
- Ar ‘ Wvailab 


child specialists, made of durable all-plastic, the my, Nay én 
new set offers many features that aid greatly in 4 ji 
child training and feeding. 


The plastic tumbler, for instance, is just the right 
size for tiny chubby fingers, and is shaped to pre- 
vent slipping. The dish and cereal bowl have wide 
bases to prevent tipping, and high rounded sides 
that make eating easier, without spilling: Made in 
bright children’s colors, lustrous finish, they are 
strong, and can be washed in hot water without dis- 
coloring or marring, and will withstand hard use. 


s* Ge. 


YOUR SCRAP 


Advertised in PARENTS’ Magazine | ! bie 2 3 4 WILL 
National advertising in PARENTS’ MAGAZINE will mean pies SPEED VICTORY 


ready acceptance and demand for new San DURO Baby’s 
Dinner Sets! Tie in with this promotion with colorful 


DISPLAY CARTONS available. 
@ Ask your jobber for details and prices, or write direct. THE WITT CORNICE C0 
- 


Eclipse mMouLDED PRODUCTS CO. | Winchell Ave., CINCINNATI 14, OHIO 


5151 North 32nd Street, Milwaukee 9, Wisconsin Originators of the Corrugated Can 


Manufacturers of Eclipse and San DURO Plastic Trays, Bathroom | 
Accessories, Toilet Seats and other Plastic Products. 


SOS FWA A ent 


. ise * 
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This SIMONDS BOOK 
tells how to: 
* Take Care of the Mill 


» Choose the Right IP Saw for 
Each Type of Mill 


» Take Care of the Saw in Service 
... 10 Important Things to Do 
and How to Do Them 











PRODUCTION 
TOOLS FOR CUTTING 
METAL, WOOD, 
PAPER, PLASTICS 
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shows your Sawmill 


Customers how fo get 
the most from their 


SIMONOS 


Inserted-Point 


SAWS 


Even experienced mill operators 


ee 


—— 


————— 


have found helpful suggestions in this easy-read- 
ing, illustrated 20-page book... proved suggestions designed 
to help any small sawmill to get better results, to avoid 


common troubles, and to cut more and better lumber. 


In brief, it tells your customers how to get out of 

their Simonds Inserted-Point Saws... and out of each set of 
Simonds “Blue Tip” Bits and “Red Circle” Shanks... 

all the service that’s built into them. Write for a supply of 
these books today ... your customers will thank you for them. 


BRANCH OFFICES: 1350 Columbia Rd., Boston 27, Mass.; 127 S. Green St., 
Chicago 7, Ill.: 228 First Ave., San Francisco 5, Calif.; 
311 S.W. First Ave., Portland 4, Ore.; 520 First 
Ave. So., Seattle 4, Wash.: 31 W. Trent Ave., 
Spokane 8, Wash. 








WATER BUFFALO AMPHIBIOUS TANKS CARRY DIAMOND WRENCHES Photo Cowteey Pood Moshinery Corporation, Desteners 
On Sea and Land, Diamond Tools Are Doing Their War Time Part 


ox 


DIAMOND CALK HORSESHOE CO., 4622 Grand Avenue, Duluth 7, Minn. 


WATCH SNELL! After V-Day we 
will supply auger bits of the same 
high quality as always, in a modern 
package produced on new modern 
equipment in our recently enlarged 


Until R/M Woven Glass and woven asbestos wicking can be had 
egain, R/M Tri-Ply Wicking will do...and de very weil. Here’s why: 

1. Hard outer ply resists wear and tear. 

2. Middle layer of crimped asbestos felt sends fuel 

racing-to-the-rim. 

3. Inner layer of soft asbestos paper keeps fuel-supply 

uniform. 

4. Rippled construction permits wick to be rolled without 

buckling. 

5. Tri-Ply construction effects complete fuel-vaperization. 
R/M Tri-Ply Wicking comes %", 1", 1%", and 1%" wide— 
SIX FEET TO THE BOX, 12 boxes to the carton. Also in cartons 
of 100 feet. Ask your jobber. 


my _RAYBESTOS-MANHASTAN, INC. 
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Victor 1 VG 
(Stop Loss)— 
with delayed 
action guard. 
Twe Tripper Trap — prevents all 
Oneida Jump 1 JG (Stop Loss) — leg movement from foot to shoulder. 
choice of trappers who prefer jump style. 


You Can Depend on Them for Sales! 


NOWN dependability makes Oneida Victor Traps profitable 
merchandise in the hardware store. The three models shown 
here are the favorites of professional muskrat trappers— because 
the living of these men depends upon catching and holding fur 
bearers. : 
Farm boys and “side line” trappers also know—and trust— 
these traps. When you sell them, you needn’t start from scratch! 
Your customer knows their worth—either through use or through 
reputation. That’s one big reason they belong in the hardware 


store—today and tomorrow! 


LITITZ 
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THAT MEANS SAL 


TOMORROW 


Collier's 
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WINTER FORECAST: 


All together now... let's can, brine, dry or freeze every extra speck of 
food from our \ ictory Gardens and farms. It wi assure good eating 
next winter, in spite of any food shortages. Save the surplus... make 
Food Fight for Freedom. 

Then pause and dream of the tomorrow when you can eat what you 
want regardless of harvest dates or seasons. When you'll take fruits 
and vegetables at the height of their sun-ripened goodness, pop them 
into your Westinghouse Home Freezer... and serve them when you 
will. When rare game and out-of-season foods can be the high Spot 
of your dinner any time of year. When you'll serve today’s leftover 
roast in a heart-warming dish, a month, even 2 months, from now. 

Drearn of the day when exotic foods from all co 
+++ famous couked dishes from resi 


m your freezer 
whim to eat them, 
Th 


serve them days, perhaps we 


later, 
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We at Westinghouse know now that they'll all come true, 

For when the war is over, we will again build a proud line of electric 

home appliances, And @ new shining star for both city and farm will 
be the Home Freezer. 

Meantime... Jet's all get busy and save the surplus! To help you we 

have a complete 43-page “Home Canning Guide”, Fer your free copy, 

write the Westinghouse Home nomics Institute, Mansfield, Ohio. 


WESTINGHOUSE ELECTRIC @ MANUFACTURING co, MANSFIELD, 0, 
PLANTS IV 25 CiTms . , , OFFICES EVERYWHERE 


30 MILLION PRE-WAR 


Westinghouse 


e¢craic HOME ap ANCES 
ARE Your POSTWAR PROMISE 
OF STILL FINER ONES TO COME 


Tune in: John Charles Thomay + Sunday 2:30 EFT, NEC. 
“Top of the Evening « Mon, # ed. Fri 1015 EW T., Blue Netwock 





‘ 
j 


Manufacturers of ELECTRIC RANGES + ELECTRIC 


34 


* 


_ complete postwar line of 
L&H Gas and Electric 
Ranges, Oil Stoves, Electric 
Water Heaters and other prod- 
ucts will win the enthusiastic 
applause of housewives! 


L&H PRODUCTION Is NOW DEvoTED 
TO MAKING THESE WAR GOODS: 

Pins for tank tracks; anti-aircraft shells; cases 
for electrical control apparatus; containers for 
bomb utes; cartridge belt webbing; 


assembly of air compressors on U. S. army 
trucks; steel cases for truck tools and parts. 








a 


pier. 


ed By 70 
’ Manufactyi 


Streamlined designs — new fea- 
tures for convenience, greater 
cooking efficiency and econom- 
ical operation — new precision 
in manufacture! They are on the 
planning boards at L&H, await- 
ing the dawn of peace! L& H, 
working for Victory, is planning 
postwar leadership! . .. Today, 
and until Victory is won, the 
Lindemann & Hoverson 


plant is, and will be, producing 
precision-built war materials. 
The precision, so imperative in 
the manufacture of war goods, 
will be apparent in postwar L&H 
products. Why not start now to 
plan with L&H for your peace- 
time prosperity —with the com- 
plete L&H line that is backed by 
70 years of business success? 

It will be a good line to sell! 


ae 


A. 5. 


LINDEMANN & HOVERSON CO. 


Since 1875 
MILWAUKEE, WISCONSIN 


gous ALCALAS 


WATER HEATERS © GAS RANGES + OIL STOVES + PORTASLE OVENS + GIL HEATERS + WICKS 


HARDWARE 
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Puenry of post-war plans for Old Fashioned 
Cast Iron Chrome Cookware are being ‘“‘cooked 
up” right now! 


We here at the factory are planning a greatly 
increased production, new manufacturing tech- 
niques, new machines, new shop layouts, new 
distribution and sales programs .. . everything 
that will enable us to manufacture and dis- 
tribute O10 Fashioned in even greater quan- 
tities than before the war. 


Dealers, the country over, are planning to 
feature @10 Fashioned on their most active 


FASMIEONED 


CAST IRON CHROME COOKWARE 


“Che Krightest Spot in the Kitchen” 


HOUSEWARES DIVISION 
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‘ ON THE FIRE! 


/ 
tie / 


display counters—for O10 H#ashianed is a 
proved profit maker . . . a fast selling item that 
appeals to housewives at first glance. 


And housewives are planning too. . . plan- 
ning their post-war kitchens with such modern, 
attractive equipment as Ol Fashionen—the 
cookware that cooks better, is easier to clean, 
is durable, full size and provides even heat dis- 
tribution and long heat retention. 


Better make your plans now to cash if on this 
sure profit winner. Write TODAY for complete 
details. 


JR DOLLARS 


ON THE 


FIRING LINE! 


BUY AN EXTRA 


WAR BOND 
TODAY! 








ARE PROUD 
OF OUR 


WAR PRODUCTION 


RECORD 


and equally proud of the sustained 
flow of Porter Cutters to our distrib- 
utors, restricted and limited as the 
flow may have been at certain periods. 
Actually, however, we have supplied 
our distributors with more Porter 
Cutters than ever before, during each 
of the war years 


PORTER CUTTERS 


Made right to sustain a good name through 
64 years of integrity in product. 
complete line of metal cutting hand 
wer tools. Special tools for special op- 
erations. 





PORTER 





aK 











E AWARD JAN. 1943 
and 


¥% AWARD MAR. 1944 


H. K. PORTER, INC. 





Everett 49, Mass. 








OR SEVENTY-FIVE YEARS, Planet Jr. has _ 


been making specialized Planting, Fertil- 
izing, and Tillage Tools that reflect a real 
knowledge of the farmer's and gardener's 
needs. Full use of this knowledge, combined 
with high standards of workmanship and 
excellence of materials, accounts for Planet 
Jr. quality and prestige. 


The wide-awake dealer knows the impor- 
tance of Planet Jr. quality and prestige! 
That's why he'll include Planet Jr. Garden 
Tractors and Farm Implements in his plans 
for the time when present restrictions on 
farm equipment are lifted. That’s why he'll 
take the first step in the right direction now, 
and send for the Planet Jr. Catalogs ! 


S. L. ALLEN & CO., INC. 


3425 North 5th Street 
Philadelphia 40, Pa. 


75 years 


making growers’ work easier 


et Jr. 


FARM ‘AND GARDEN TOOLS 


NARDWARE 
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When the Blackout 


of Roi BY/ (se 
‘S$ over 


se Spotlight 
wil! 


radios will be released for sale to civilians. 


Radio dealers will then find CLARION in 
the spotlight, because we have been developing 


One of these days war work will give 
way to peacetime production—business 


will resume its flow in normal channels—and 


good consumer markets for you during the long 
months of preparation—invasion—and today’s 
march to victory. 
We'll be glad to give you facts that will help you 
get your full share of the CLARION harvest that is 


coming after the war. 


WARWICK MANUFACTURING CORPORATION 
4640 West Harrison Street * °* © Chicago 44, Illinois 


RADIO 


J mani scanane ag , 
Te Feith od is 
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Allen lo 
FOOD and FUEL SAVING 
Stoves are in Demand! 


It’s everybody’s business to “Help Save Fuel” by 
every possible means. One vf the most satisfac. 
tory ways of accomplishing this purpose is to sell 
your eligible customers new Allen Cooking and 
Heating Appliances. These Ranges and Parlor 
Furnaces are built for economical operation. 
They will make both friends and profits. Write 
for Catalog and Prices today. Address Dept. HA. 











ALLEN'S PRINCESS RANGE 
For Coal or Wood 
No. 44-18 BRE-6 
Prompt Shipments 





ALLEN'S CAST RANGE 
For Coal or Wood 
Model 42-16 BR-3 
Prompt Shipments 


ALLEN'S PARLOR FURNACE 
with Oldtime Fireside Cheer 
Models 690-6 and 500-6 


ALLEN MANUFACTURING CO., INC. 


NASHVILLE, TENN. 
feneeeeeeme=s-Quality Stove Builders Since 1867----------- 
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EDWARD KATZINGER COMPANY 
‘5 now named 
EKCO products Company 


ally adopted as part of our 


demark by which the 
ade. 


We have offici 
corpora miliar tra 
any has beco 


same—carryin 

and price that has alway 

5 founding in 1888 by the late Edward Katz- 
new name, we'll serve you again 

e relaxed, in the same spirit 


iendship- 


since it 
inger- 
when wat restr 


of close cooperati 
EKCO products Company 
NDED IN 1888 KATZINGER COMPANY 
1949 NORTH CHICAGO 39 
. STA-BRITE pivision 
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suBsiDIARIES: GENEVA FORGE, INC GENEVA, N. ¥. 
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* If you could drop down from the sky... anywhere in 


the world where American forces fight... you would find 
CRESCENT TOOLS in their tool kits. Considering the scope 
of our world-wide battle fronts, and the size of our armed 
‘ele that’s quite a large order. Yet that is the order that 
CRESCENT TOOLS have been filling for three years or 
more. When that job is finished, we can again deliver to you in 


abundanee, the tools we are now sending your sons and ours. 


CRESCENT TOOL COMPANY, JAMESTOWN, N.Y. 
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WMOLTITE. 


SCREWS & BOLTS 


HOLTITE-Philips 


Recessed Head 


SCREWS & BOLTS * 


Seeing the improvements these modern 
recessed head screws and bolts have 
made in their automobiles, radios, re- 
frigerators, washing machines and other } 
home appliances, your | 
customers want them for - 
home workshop use. They 
know the driver or bit 
cannot slip from the re- © 
cessed head tomar finished: “| 
work or injure the hands. 


Stock the profitable, na- 
tionally advertised line of 
HOLITITE improved screws 
and bolts for every in- 
dustrial and home use. 


: Wartime conservation mokes it im- 
_ EF, possible te send catalogs unless re- 
Pa PBs, LEAP Pe 
q on pony / 








HOLTITE fastenings are attractively packaged. Color scheme and de- 
sign of label are time-saving aids to users of shelf stock when taking’ 
inventory and selecting stock. Colors act as automatic indicators. oe 


CONTINENTAL SCREW C0. 


seTinTHE ScRAP New Bedford.Mass.U.$.A. Buy MoRE BONDS 


| UY) ~~ 
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A timely message 
from one of America’s 
Hardware Leaders . 


 JOBBER: 


DEALER 


DISTRIBUTION 


as American as 
and coffee” 


ad 


wee 


— F. F. THOMSON, President, NATIONAL WHQLESALE HARDWARE ASSOCIATION 


BE Biss pouens, jobber-dealer system of 
hardware distribution stands as firm 
as a rock... and it’s as typically American 
as doughnuts and coffee! Built on Amer- 
ican teamwork, this method of merchan- 
dising has thrived and prospered be- 
cause of the innumerable benefits it has 
extended to all members of the team. 

“Hats off to the manufacturer who 
makes worthy products bearing his own 
name as a pledge of quality and depend- 
able values, and to the wholesaler who 
insists on handling reputable goods on 
terms fair to all. Hats off to the retailer, 
too, who guards his neighborhood pres- 


tige and builds his future security with 
branded merchandise wisely bought 
from friendly distributors. 

“Currently thi. system is measuring 
up to the severe test of war. And look- 
ing ahead to the postwar era, all of us 
— manufacturers, jobbers and dealers 
— can face the future with confidence 
and optimism. The teamwork which has 
been the basis of our progress in the 
past will remain a sure key to our contin- 
ued progress and security in the future.” 


Ae 


WE OMEUIEd Ss 


BLE 





master LOCK COMPANY, sathastiliees 10, Wis., Worlds Leading Padlock Manufacturers 
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CHENEY 
NAIL HOLDING 
HAMMERS __- 


r contin- 
future.” 
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Safety Filling Can 


Oily Waste Can 


A CAN OF 


FIRE PREVENTION 
FOR YOUR 
CUSTOMERS 


THE JUSTRITE SAFETY CAN is one product you and your 
customers can rely upon for actual fire prevention 
because . . . it works constantly day and night. The 
Justrite Safety Can holds, stores, and pours flam- 
mable liquids safely . . . with no chance of stray 
sparks or matches igniting its contents. 

The Justrite Safety Can pours easily, too. A special 
non-drip lip provides a steady, even flow. Strong 
springs assure quick and positive flow cut-off with 
no lost “‘dribblings.” Like most other Justrite Safety 
Products, the Safety Can is approved by Underwrit- 
ers’ Laboratories, Inc., and by the Associated Factory 
Mutual Fire Insurance Companies. 


Other Justrite HIGH PROFIT Safety Products 


THE SAFETY FILLING CAN 

. is similar to the Safety Can — 
carries similar approvals —'but has a 
special flexible metal pouring spout. 
Best for storing and pouring explo- 


sive or “touchy” liquids. 


THE OILY WASTE CAN 

. +. provides a safe, sane and sure way 
of safely storing dangerous, oily, 
gtimy waste materials. Sturdily 
made of heavy gauge steel. Carries 
same approvals as Safety Can. 


TWIN-BULB SAFETY LANTERN 


634 candlepower of 
the safest light. Twin 
bulb helps guard 
against hazards of 
bulb failure. Extra 
strong shell and safety 
construction make this 
a lantern that can be 
knocked and banged 
around, and will still 
give a top perform- 
ance. Approved by 
oo eerie Labora- Twin-Bulb Safety 
tories, Inc. Lantern 








Write or wire today for information on the complete line of Justrite Safety Products. 


JUSTRITE MANUFACTURING COMPANY 


2063 N. Southport Ave., Dept. A-3, Chicago 14, Ill. 
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ITH fewer men and overworked 
i caphinnant the farmers you 
serve are now producing more food 
than ever to satisfy wartime needs. 
It’s a tough job. And these farmer- 
customers can use and will appre- 
ciate every bit of aid you can give to 
make the going easier. 

Here’s one way you can help. 
Make your store a “‘service depot.” 
Help your customers take care of 
their equipment. Show them how to 
keep their buildings tight and dry. 
Stress the necessity of making minor 


Sowing 
FOR FUTURE 


repairs right away, before they grow 
into major headaches. And distrib- 
ute your limited supply of U-S-S 
Roofing and Siding where it is most 
needed. Although more is gradually 
becoming available, there is still not 
enough to satisfy the demand. 


In our advertising we tell farmers 
to see you when they need steel sheets 
for repairs . . . that you are doing 
everything ana to fill their 
orders quickly. And we advise them 
to start planning now for the money- 
saving steel buildings they want as 


CARNEGIE-ILLINOIS STEEL CORPORATION, Pittsburgh and Chicago 
COLUMBIA STEEL COMPANY, San Francisco 
TENNESSEE COAL, IRON & RAILROAD COMPANY, Birmingham 
AMERICAN STEEL & WIRE COMPANY, Cleveland, Chicago and New York 
United States Steel Export Company, New York 


U°S°S Steel Roofing and Siding 


A favonit wit Arerisan Farmers, OY, 


BUY MORE THAN BEFORE IN THE FIFTH WAR LOAN 
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seeds 
BUSINESS 


soon as materials are freed for 
civilian use. 
FREE BUILDING PLANS 

We offer farmers free a limited 
selection of farm building plans. We 
recommend that they order these 
plans through you. They include a 
cattle shelter, machinery shed, poul- 
try brooder house and range shelter. 
Send for the complete dealer’s copy 
of the Farm Plan Service Book. Use 
it to build future business. Write: 
Agricultural Extension Bureau, 621 
Carnegie Building, Pittsburgh 30, 
Pennsylvania. 








age—like helpful advice coming from 

his stuff.” Hardware-store salesman 61 

rate as an authority on files used ix the | 

Test yourself—make a list of files suitable for each of the groups 
above and check it with the answers below. 


(The following are by no means co: 
most commonly used in each group. 


. but represent the files 
} Sizes and cuts usually 


called fee in each type broaden the sanges sowie 
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“PILE FILOSOPHY,"’ the 48-page Nicholson book on kinds, use and care of files, 


Hs etgaeny quite an education in itself. Understandably written: profusely illustrated. 
aioe” copies do you need for circulating among your salespeople? They're FREE. 


ese FILE CO. « 
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25 Acorn Street, Providence 1, R. |., U. S. A. 


(Also Canadian Plant, Port Hope, Ont.) 
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, are two ways 
to look at these CAMPBELL HAMMER-LOCK COTTER PINS — 
both favorable. 

First, take the Hammer-Lock feature: Insert the 
pin, hit it on the head with a hammer—and it’s 
locked, positively and permanently without need 
for spreading the prongs. That means high speed 
on a production line. 

“But,”’ your customer may say, “I just want regular 
Cotter Pins — don’t need that Hammer-Lock feature.” 

In addition to and apart from the Hammer-Lock 
feature, you have in CAMPBELLS a cotter that is true to 
size, fits snug and doesn’t vibrate in the hole. The 
centered tip inserts easily as a nail; the hook-nosed 


prong is easy to spread. CAmpsetis are clean—free 


from burrs or loose grit. 
So, in CAMPBELLS, you have the kind of cotters your 
customers want, whether they buy for the Hammer- 
Lock feature or for over-all performance advantages. a word about Manila Rope 





Many are successfully substituting weld- 

less chains for small and medium size 

We also make acco (regular type) COTTER PINs. Manila rope. The American Chain Chart 
h d de f, A lists the correct chain to replace rope of 

Both acco and CAMPBELL CoTTERS are made from wire given sizes. If you do not have 2 copy of 

drawn to accurate size. They come in Monel, Stain- this chart, mail a postcard for your copy. 

: It’s free of charge. 
less Steel, Brass and Bronze; also Carbon Steel in 
the following finishes:—SRP electro galvanized, 


cadmium or coppered. 


AMERICAN CHAIN DIVISION 


York, Pa., Boston, Chicago, Denver, Detroit, Los Angeles, New York, Philadelphia, Pittsburgh, Portland, San Francisco 


AMERICAN CHAIN & CABLE COMPANY, Inc. 





; AN ‘Chain, WEED Tire Chains, ACCO Malleable Castings, CAMPBELL Cutting Machines, FORD Hoists, Trolleys. - 
HAZARD Wire Rope, MANLEY Auto Service Equipment, MARYLAND Bolts and Nuts, OWEN. Springs, PAGE Fence, Shaped Wire, - 
Welding Wire, READING-PRATT & CADY Vatves, aa WRIGHT Hoists, Cranes . « . cn» “aurea act P 2 
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Informal Editorial Comments 





Just Among Ourselves 


By Charles J. Heale, Editor of HARDWARE AGE 








The Co-ops 


A, RIEND of ours, 


a newspaper man who zealous- 
ly observes the traditional im- 
partiality of his calling when 
handling a news story, recent- 
ly interviewed executives of 
the Cooperative Grange 
League Federation Exchange, 
Inc., at Ithaca, N. Y. Some of 
these comments are based on 
what he told us of this visit. 
Better known as “GLF,”. this 
is the oldest farm Co-op. It 
operates throughout the states 
of New York, New Jersey and 
Pennsylvania and is said to 
have the largest purchasing 
power and greatest political 
and social prestige enjoyed 
among such groups. 

GLF’s 1943 volume on farm 
supplies alone (not including 
seeds and fertilizers) was $75,- 
000,000 representing more 
than 1,650,000 tons of goods. 
Total volume for the year was 
almost double that amount. 
This is big business. 

In what officers of this Co-op 
call a conservative estimate, 
they predict that in 1945 GLF 
will purchase for its farmer- 
members more than $4,000,- 
000 worth of farm supplies 
made wholly or partly from 
steel. Much of this merchan- 
dise obviously includes basic 
hardware lines and all of it 
will go to consumer members 
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Should pay a tax on their “margins” 
just as profit-system distributors do. 
More sweat and less discussion by 
wholesalers and retailers needed. 
Where do hardware manufacturers 


stand on this Co-op distribution? 


of GLF at no profit to anyone 
except the makers. And the 
producers will also be the only 
ones paying any taxes on 
“profits’—or as the Co-ops 
term it, “margins’—for this 
great volume of business. 

In marked contrast, prob- 
ably three, and certainly not 
more than four, hardware 
wholesalers located within 
New York, New Jersey and 
Pennsylvania will each pass 
the $4,000,000 mark in 1945 
sales of goods, all kinds and 
lines, sold to hardware stores 
for resale in those states. This 
opinion is based on past per- 
formances and further serves 
to emphasize the seriousness 
of Co-op competition, and 
GLF in particular. 

Independent wholesalers and 
retailers must pay taxes on 
their profits. In many lines, in 
many parts of the country, 
they are facing unfair Co-op 
competition, unfair because 
the Co-ops do not pay taxes 
on their profits which they call 
“margins.” Tax-paying dis- 
tributors have maintained, and 
properly, we believe, that such 
“margins are profits no mat- 
ter what final disposition is 
made of them. They should be 
taxed as such, especially un- 
der current conditions when the 
huge tax requirements of the 
Government seem almost un- 
limited. 








To date, sincere but futile 
efforts have been made to im- 
pose such proper taxes on 
Co-ops. New impetus for such 
a program comes from the re- 
cently formed National Tax 
Equality Association with head- 
quarters at 231 South La Salle 
St., Chicago 4, Ill. As yet, 
however, there are no hard- 
ware associations officially 
identified as being affiliated 
with this organization. The 
nearest affinity to the hardware 
business comes from the active 
participation of lumber and 
farm implement dealer groups, 
plus the affiliation of the Con- 
ference of Small Business Or- 


ganizations in which some 
hardware membership is re- 
ported. 


Upon investigation, we be- 
lieve the National Tax Equal- 
ity Association to be a reputa- 
ble body of good éitizens and 
business men, fighting not to 
eliminate or strangle any type 
of fair competition, but defi- 
nitely fighting to bring about 
the “tax equality” its name im- 
plies. This group has an am- 
bitious program of research, 
publicity, legal and field work 
which it hopes will stir various 
other groups and organizations 
into appreciating the full im- 
port of certain tax inequalities 
—stir them up to the point of 
insisting that such inequalities 
be adjusted through proper 
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legislative methods. Obviously, 
a major focal point in such a 
campaign is aimed at the un- 
fair and uneconomic tax ex- 
emption privileges accorded 
the Co-ops. 

GLF, and in fact the entire 
Co-op movement, is quite con- 
scious of the National Tax 
Equality Association and its 
possible potential success, pro- 
viding it gets the general sup- 
port of those who should be 
interested. One GLF executive 
told our newspaper friend that 
if “this taxing program gets 
too annoying” GLF will use 
its huge purchasing power to 
buy goods, as usual, for farm- 
ers and will sell at cost to 
members. If this Ithaca unit 
takes such a step it is quite 
likely that other Co-op units 
will follow suit. This they 
probably could do—but only 
with the support and knowl- 
edge of the same manufactur- 
ers who also sell tax-paying 
distributors (their major mar- 
ket) at the same price. 

It is clearly up to manufac- 
turers to decide whether or not 
to straddle the fence and play 
along with the Co-ops if these 
groups undertake such a “sell- 
ing at cost” reprisal program 
to avoid paying a just tax on 
their “margins.” Producers 
can refuse to sell them and/or 
place their goods under fair- 
trade contracts in the 45 states 
having Fair Trade Laws, thus 
forcing the continuance of Co- 
op wholesale and retail prices 
on an equal basis with tax-pay- 
ing distributors. If these manu- 
facturers fail to take either 
step they are aiding this par- 
ticular competitor and_ will 
provide a further unfair ad- 
vantage for Co-ops in addition 
to the tax-free privileges. This 
would penalize their majority 
market—their tax-paying cus- 
‘tomers. As business men and 


citizens, manufacturing execu- 
tives should realize that as tax- 
free distribution units prosper, 
the loss of tax monies involved 
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must add to the burden of 
themselves and others who pay 
taxes. 

Further, most manufactur- 
ers are assumed to be whole- 
heartedly in favor of the in- 


‘ centive or profit system, the 


American System of Free En- 
terprise. However, when they 
consort with Consumer Coop- 
erative distribution they are 
tearing down the profit system 
by which they themselves must 
live—a system for and of 
which they are collectively 
considered the torch-bearers 
and staunchest exponents. 

The Co-op movement owns 
and operates many producing 
units as well as wholesale and 
retail establishments and may 
continue to add to its scope of 
manufacturing. However, the 
fact remains that Co-ops obtain 
most of their hardware lines 
direct from leading manufac- 
turers in the hardware indus- 
try and, in most cases, will 
probably continue to do so. 
And Co-ops never could have 
made a start without the active 
help of such manufacturers. 

As we have remarked be- 
fore, a glimpse at any one of 
several “hard lines” catalogs 
of Co-op wholesale units could 
easily be mistaken for a typ- 
ical hardware wholesaler’s cat- 
alog. They both look so much 
alike that ‘one could readily 
imagine the same printer had 
produced both, almost at the 
same time, changing only the 
identifying names or trade- 
marks involved. As _ most 
wholesalers planning a catalog 
obtain the bulk of their illus- 
trations from manufacturers, 
or have their catalog printer 
do so for them, many hard- 
ware manufacturers must be 
giving the Co-ops the further 
support of furnishing electros, 
the same as they do for their 
tax-paying distributor-custom- 
ers, who represent their major 
market. 

Another unfair factor is the 
support given the Consumer 





Cooperative movement by our 
present Federal Administra- 
tion, by the governments of 
many states and counties and 
by many schools and colleges 
wholly supported by taxes col- 
lected from _profit-system-dis- 
tributors and other types of 
tax-paying businesses. ‘This 
means that tax-paying retail- 
ers and wholesalers are paying 
to support, in part, one of their 
most serious competitors. It is 
almost as bad as expecting in- 
dependent retailers to pay the 
rent for chain stores in their 
communities. 

The Consumer Cooperative 
movement as such cannot be 
attacked on legal or ethical 
grounds. Consumers, farm- 
ers and others, have just as 
much right to organize retail, 
wholesale and manufacturing 
businesses, as retail groups in 
hardware and other fields, 
have the right to enter the 
wholesale business, the freight 
auditing business, the insur- 
ance business, the store fixture 
business, the exhibition busi- 
ness, and the publishing busi- 
ness, all of which they have 
done. 

BUT, in our opinion, Con- 
sumer Cooperatives entering 
into retailing, wholesaling and 
manufacturing should pay on 
the same tax basis for their so- 
called “margins” as competing 
profit system businesses pay 
on what they call “profits.” 
And only on this one point is 
there a basis for legislative re- 
dress to remove an unfair and 
uneconomic competitive ad- 
vantage enjoyed by the Co- 


ops. 
From a tax revenue stand- 
point, rather _ substantial 


amounts of money would be 
raised through taxation of Co- 
op “margins.” Take GLF’s 
printed annual report for the 
fiscal year ending June 30, 
1943, and we find that “net 
margins after dividends” were 
$3,425,000 of which $1,965.- 


(Continued on page 99) 
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That’s a line you’ll be hearing — and using — pretty often 
one of these days. Out of the tremendous pressure of wartime « 
necessity arise truly remarkable technical advances. Everyone 

is familiar with the enormous strides made in aircraft design, * 
automotive performance and electronics — to mention only 
the more spectacular. 

Less publicized, but no less definite, is the steady technical 
progress that is being achieved throughout the metal trades. 
New designs, more efficient processing, stronger alloys—a_ | 
thousand and one improvements that were made because they 
had to be made. In fact, it is safe to say that new techniques | 
can be applied to even the smallest hardware items. 

These are lessons learned the hard way. Whether or not they 
will be used to their fullest postwar advantage depends upon 
the manufacturer. But Americans, progress-minded as always, 
know what’s going on, and one thing is certain: When they 
resume full-scale buying they won’t be satisfied with 
anything but the latest and best... . Nor will you. 

The war record of ILCO, geared to meet the most exacting 
military needs, is your guarantee of the quality and progress 
that peacetime buyers will expect. 


x kk 


You can still buy ILCO Security Hardware for war essential needs, 
under WPB-547. Such orders will receive our best attention, and we will 
gladly assist you toward interpreting priorities. 


Fitchburg, Massachusetts 
Branches in All Principal Cities 
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Start Post-War Planning Now— | ¥ 


Hardware Age 

Post-War Forum 
“Our best bet is to clean house of all excess stocks, 
all special items—especially war items, and place our- 
selves in position to meet competition by adding only 
small mark-ups, depending upon very rapid turnover 
to give us our legitimate profit on our aggregate sales 
volume ... Such a policy should also make our stocks 
more flexible ... And it should not be overlooked that 
very quick shifts in merchandise and prices will be 

the order of the day for a long time to come.” 

This article was written two months ago and, while 


perfectly good today. would have been more in the 
nature of a forecast had it been published then. 


“They shall beat their swords into plough- 
shares, and their spears inte pruning hooks” 


— should we 


start to plan for post-war? Thou- 
sands of business men are asking 
this question. 

The answer is that we should 
have been planning for at least six 
months. If we haven’t started, we 
should start at once—we have no 
time to lose. 

Few of us realize that cancella- 
tions of war orders have already 
been taking place at a constantly 
accelerated rate for the past six 
months, and the rate will increase 
much more rapidly during the 
next two or three months. 

As soon as our armies succeed 
in establishing themselves in force 
on the Western front — are sure 
they have men and materials 


T 
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enough to hold against anything 
Germany can do—then we may 
expect wholesale cancellations of 
contracts, even before Germany 
surrenders. 

What does all this mean? Mani- 
festly an enormous amount of 
labor will be released very sudden- 
ly. Huge plants will be out of pro- 
duction, for they will likely be 
placed on a stand-by basis. 


Plants Will Be Idle 


That is to say, the Government 
will likely not allow these plants 
to make any more war material, 
but they will not allow them to 
reconvert to peace-time products. 


They will be held idle on a stand- 
by basis—just in case. 

As soon as Germany surrenders, 
practically all remaining contracts 
will be cancelled, with the excep- 
tion of a few items, such as, possi- 
bly, airplanes, submarines, land- 
ing barges, etc., which would be 
required for our war against 
Japan. Thus, more millions of 
men will be out looking for work. 

When Germany is licked, recon- 
version of industry will be started 
in earnest, but it will take from 10 
months to a year and a half before 
we shall see any substantial quan- 
tities of peace-time durable goods 
on the market. 


American Business 
Courtesy of The Cleveland 


Above is shown the famous chart on “American Business Activity Since 1790,” prepared by Brigadier General 
ization. Each column of vertical squares represents a year from 1790 to 1943, inclusive. Horizontal squares 
wholesale commodity prices. This chart gives a complete picture of the peaks and valleys of American business 


“They shall beat their swords into ploughshares, 
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We Have No Time to Lose! 


By E. B. GALLAHER 
Treasurer, 
Clover Mfg. Co., 
Norwalk, Conn. 


During this period we should 
also see many of our troops de- 
mobilized—more men looking for 
jobs. 

In other words, from mid-1944 
to the middle or latter part of 1945 
we can expect a period of recon- 
version, very scant pickings in 
peace-time durable goods, and a 
real unemployment problem on 
our- hands, 

Those who have received enor- 
mously inflated pay in the war 
plants will likely keep it in their 
sock, as they will be afraid to 
spend it, all of which spells out de- 
pression. But this first depression 
should be short-lived, as the war- 
workers already have many bil- 
lions in their hands, which they 
will start to spend as soon as re- 
conversion is well under way and 
materials are made available. 

Judging from past experience, 
it would seem as if we could 
look for rapidly-declining business 
from June, 1944, to, possibly, De- 


Activity Since 1790 


Trust Company, Cleveland, Ohio 
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cember, 1945.. Then the hoarded 
money will come into the market 
and, when this occurs, there should 
be rapid expansion of business 
which will have all the appear- 
ances of a boom. 

But here, again, we should not 
be fooled, for when this accumula- 
tion of money is spent, which may 
take one and a half years, or possi- 
bly a little more, the boom will be 
‘over and a real decline should take 
place. 

This second recession is likely 
to develop into a severe depres- 
sion, which should liquidate the 
war boom. The length of this de- 
pression will be determined by its 
severity. If it is very severe, it 
will not last as long as it would if 
less severe. 


A Real Depression 


In any event, it will likely be a 
real depression, and, giving con- 
sideration to the major cycle, it 
would seem that it might last three 
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years, or from 1947 through 1950. 

The major 50-year business 
cycle, it will be recalled, is 25 
years down, five years horizontal, 
then 20 years up. This curve 
has been accurately charted since 
1780, and its movements have in- 
cluded the War of 1812, the Civil 
War, and World War I, which end- 
ed in 1920. 

If the cycle is to repeat itself a 
fourth time, which seems likely, we 
will have reached the bottom of 
the 25-year “down” period at the 
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Leonard P. Ayres, vice-president of The Cleveland Trust Company. Cleveland, Ohio, and copyrighted by that organ- 
show percentages above and below normal and changes in the price scale from 0 to 180. The dashed line represents 
for the entire period indicated. 


and their spears into pruning hooks.”..... i. 4; Michah, Iv, 3 
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The above chart of the 50-year business cycle was prepared by the 
author, E. B. Gallaher. It can be best described by the following words 


taken from this article: 


“The major 50-year business cycle, it will be recalled, is 25 years 


down, five years horizontal, then 
accurately charted since 


years up. curve has been 


1780, and its movements have included the 


War of 1812, the Civil War, and World War I, which ended in 1920. 
“If the cycle is to repeat itself for a fourth time, which seems likely. 


we will have r hed the bott 





of the 25-year ‘down’ period at the end 


of 1945: we then should expect our ‘horizontal’ period from 1945 to 1950; 
then from 1950 an ‘up’ period for 20 years.” 


end of 1945; we then should ex- 
pect our “horizontal” period from 
1945 to 1950; then from 1950 an 
“up” period for 20 years. 

Major cycles are like the rising 
and falling of the tide, which 
moves continuously down, then re- 
mains stationary for a short time, 
then steadily rises. But while the 
tide rises and falls, there are 
storms and calms on the surface 
of the water; but they do not af- 
fect the major movement of the 
tide except to accelerate it or re- 
tard it slightly, depending upon 
their intensity. 

Thus, during the normally 
“down” period of the 50-year 
cycle, which started in 1920 and 
should end in 1945, we have had 
many surface disturbances — ups 
and downs-—but the general trend 
has always been down. 


Future Prosperity 


The war boom of 1941, 1942 
and 1943, which has extended 
somewhat into 1944, can then be 
considered as a severe surface 
movement, and should not affect 
the major movement of the cycle; 
likewise, in this case the “horizon- 
tal” period from 1945 to 1950 will 
undoubtedly show violent fluctua- 
tions, both above and below the 
base line as described above, as 
we have excess cash accumulations 
to get rid of and we have the war 
boom which must be liquidated 
before we can arrive at a sound 
foundation on which to build our 
“20-year up” period, which will 


74 


probably develop into the most 
prosperous period our country has 
ever known, 

Now, what does all this mean to 
the merchant? Should he stock, 
up heavily during the anticipated 
depression, just because he will be 
able to get better prices than he 
has been paying during the war 
boom? 

Stick to First Principles 

My thought would be to stick to 
first principles. We are still on 
the down side of the cycle and will 
be for some time to come; a period 
when the things you buy today 
will be worth less tomorrow, and 
the only possible way to make 
money on such a market is to buy 
in small quantity and sell quickly 
—in other words, small inven- 
tories, rapid turnover, small mar- 
gins per turn. 

To further justify this conten- 
tion, we know that everything we 


sell has a certain “accepted” value 
in the mind of the consumer, and 
that while we can sell some goods 
at prices greater than their accept- 
ed values, consumers will not buy 
freely and in volume until they feel 
that “real” values are offered. 

Our markets after the war will 
still further be greatly disturbed 
by the flood of war materials, or 
“V Models,” which the Govern- 
ment will dispose of at extremely 
low prices; while, on the other 
hand, the cost of producing almost 
everything will be higher in the 
immediate post-war period than it 
was pre-war, because labor has 
been jacking-up its wage rate with 
the principal object in mind of 
putting up a fight to maintain 
these outrageous wages after the 
war, and at least to use an exor- 
bitant wage scale as an ace-in-the- 
hole in bargaining for post-war 
wages. All this spells higher cost 
of production for some time after 
the war ends. 

Another question which requires 
very serious consideration is obso- 
lescence — this will have a great 
influence on the value of present 
stocks. 

We hear from every direction 
statements from manufacturers that 
when the war ends many new and 
improved goods will replace pres- 
ent items—this is especially true 
with mechanical goods of all 
kinds. We certainly do not want 
to get stuck with out-of-date mer- 
chandise on our shelves. 


Our Best Bet 
Therefore, our best bet is to 
clean house of all excess stocks, all 
special items, especially war items, 
and place ourselves in position to 
(Continued on page 90) 








Join the Hardware Age Post-War Forum! 


Today there is competition upon the field of battle. When the war 
is over there will be a cessation of armed competition and the competi- 
tion of business will begin once more. This business competition will be 
more strenuous than it was in pre-war times and there will be many 
new factors entering into the field of distribution. Every branch of the 
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hardware busi 


wholesaling and retailing—should 


be busily engaged in making its plans for this post-war period of com- 
petition. If you have not as yet laid plans for the future, start making 
them now. The time is short. 

The Hardware Age Post-War Forum is devoted to an exchange of 
ideas on this vital subject of post-war thinking and planning. You are 
invited to take an active part in its deliberations and to contribute your 
ideas upon this vital subject. 
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Section of the harness room of the Abernathy Hardware Co. with Jack 
Abernathy, president of the firm, looking over some of the saddles. 


Saddles and Harness Build Profits 
For the Abernathy Hardware Co. 





S voor and harness 


headquarters for a large part of 
central Tennessee is the Abernathy 
Hardware Company, 53-year-old 
firm of Pulaski. This company 
maintains a separate room display 
of this merchandise and sells 
around 100 saddles per year, also 
a lot of harness, blankets, spurs 
and bits. 

“We feature this line of mer- 
chandise because we are in the 
center of a section which produces 
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Tennessee firm cashes in on faci - 
that it is in section where fine 
riding horses and mules are bred 


thoroughbred walking horses— 
that is, fine-gaited animals suitable 
for riding,” says Jack Abernathy, 
president. “Many buyers come 
here from all over the country and 
frequently they leave orders with 
us for saddles. We have shipped 


* saddles to every state in the Union 


and it is not unusual to ship a 
dozen of them in a month. Usually 
we maintain a window display of 
saddles. We have sold more sad- 
dles and bridles in the past five 
years than in the previous 25 
years.” 








Mr. Abernathy says that in ship- 
ping saddles to distant buyers they 
usually were not unpacked from 
the manufacturer’s shipping cases, 
but only were inspected as to grade 
and price. The average saddle 
sale runs from $40 to $60. He says 
saddles were so scarce now it was 
hard to keep any in stock. The 
biggest shortage with manufac- 
turers is saddle trees, that is the 
wood from which the saddle frame 
is hewn. 

Tennessee is also a big mule 


(Continued on page 91) 
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Sales increased 33-1/3 per cent 
for that period when the Turner 
Hardware Co., Stockton, Cal., pui 
this unusual idea into practice 























The calendar of store managers for the working month. The picture of 
J. D. Turner, owner, was pasted over that of every one who made the quota. 





Employees Take Over Store} | 


A, interesting cam- 


paign conducted by the Turner 
Hardware Co., Stockton, Cal., 
wherein the employees took turns 
acting as store manager, increased 
sales for the month approximately 
331/3 per cent. The plan, ex- 
plained in detail by the assistant 
manager, is as follows: 

“Desiring to honor J. D. Turner, 
founder of the organization and 
increase the general sales volume, 
we hit upon this ‘store manager’ 
idea. We totaled the sales made 
from Nov. 15 to Dec. 15 of the 
previous year, added 20 per cent, 
and then divided the amount by 
26—the number of working days 
in the month. This gave us the av- 
erage daily sales for the period, 
plus 20 per cent, the quota of sales 
we set for our recent contest. 


Appointed for Two Days 


“Each salesman and saleswoman 
in our organization was appointed 
store manager for two days; and 
each member of our non-selling 
force was made assistant manager 
for the same period. The idea was 
to equal or exceed the quota each 
day of the campaign. In order that 
no manager pro tem would feel 
that some other fellow had been 
given a better day, all the dates 
were placed in a hat, and each em- 
ployee drew two. Of course, some 
days were not as good as others 
(such as the day following Thanks- 
giving, for example) but that only 
made the people who drew such 
dates work the harder. They assid- 
uously talked up their ‘day’ to all 
their relatives and acquaintances 
and urged them to come down on 
that particular day to make any 
needed purchases. 

“During his two days, each em- 
ployee in actual charge of the 
store selected the merchandise he 
wished featured, made the layouts 
for the newspaper advertising and 
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window displays, and adopted any 
plans he wished for increasing 
sales. The campaign produced in- 
tense rivalry, each manager nat- 
urally endeavoring to exceed the 
record of his predecessors. 

“In the store office on the bal- 
cony, where it could be seen from 
all over the store floor, was hung 
a very large calendar, on which 
were printed the 26 days of the 
campaign. Over each working day 
figure was pasted the photograph 
of the employee in charge for that 
day. Then we had printed 26 
photos of Mr. Turner. Every man- 
ager whose sales equalled or ex- 
ceeded his quota had Mr. Turner’s 
photo pasted over his own; those 
who did not remained uncovered. 
Of course, everyone desired to have 
his picture covered with that of 
the firm’s founder. If, for any 
reason, an employee’s sales fell be- 
low the quota, he could borrow 
enough from some manager who 
had more than enough. In such a 
case, when his second day came, 
in order to have his own photo 
covered, the employee’s sales must 
not only come up to his quota, but 
include the amount he had bor- 
rowed. In case he failed again he 
had to pay the manager from 
whom he borrowed as many pen- 
nies as his sales fell short in dol- 
lars. Before we put the plan into 
operation we held a banquet for 
the entire force, at which time the 
plan was explained in detail. 


Daily Quota Recorded 


“Attached to the balcony was 
a big thermometer, which could 
be seen from all parts of the store. 
This thermometer, instead of 
registering degrees, gave the quota 
for each day. After each day’s 
sales had been tallied the results 
were shown by red liquid in the 
tube, so as the promotion pro- 
gressed everybody knew whether 
or not quotas were being made for 


the period passed. The idea was, 
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| EURNER 


Store Manager 


TULIP BULBS 


It’s Tulip-Bulb Time! Choice 
of mixed, Wm. Copeland, 
Clara Butt, Inglescombe, r 
Prof. Francis Darwin, Bronze 
Queen, Granadier, Hammer 


Hales, Madame Krelage. DOZEN 


Ranunculus Bulbs, dozen, 12',¢ Anemone Bulbs, dozen, 12!,¢ 
Rainbow Freesia Bulbs, dozen, 20¢ 


TUESDAY 
NOVEMBER 28 
VIC WILES 


Vie Wiles, who has been appoint- 
ed store manager for Tuesday of 
this week, came to Turner’s on 
July 15, 1934, as stock clerk. He 
was transferred to the hardware 
and then to the sports sales de- 
partment. See Vic for expert 
information on skiing, fishing, 
hunting and other sports. 


DORA HOPPER 
Assistant Manager 
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Weber at American 





Stockton 4-4651 








Type of advertisement used to announce the store manager and the 
specials for the following day. This is the exact size of the ad. 


as we expressed it at the banquet, 
to have the sales for the entire 
period exceed the quota by so 
much as to blow off the top of the 
bulb. 

“We gave the plan wide pub- 
licity in the newspapers. The in- 
itial layout showed the photos of 
all the daily managers and their 
assistants. In this way, personal 
friends of the different sales peo- 
ple knew when their cronies would 
be in charge, and made it a point 
to shop on that day in order to 


swell his sales. Then in our daily 
ads we ran the photo of the man 
or woman who was to serve as 
manager for the following day, to- 
gether with a half dozen items se- 
lected by the temporary head— 
these items usually being selected 
from his own department. The 
name of the assistant was also run 
in the daily ad in order to appeal 
to his special friends. 

“The windows were changed 
every day, each manager featuring 

(Continued on page 98) 
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Treasury Surplus Disposal Unit Lists | 1 


Requests for specific classifications of goods should 
be addressed to Treasury Dept. Regional Procurement 
Offices. Classifications in which hardwareman is in- 
terested should be indicated in communications. 
Data on surplus goods must be sought on goods “not 
foreign to regular business” of applicant. 


in Treasury De- 


partment’s Surplus Disposal Unit 
has issued the accompanying de- 
tailed break-down of hardware 
and kindred products which it will 
handle in the surplus disposal pro- 
gram. The list has been prepared 
for the information and guidance 
of eligible trade customers. 

It contains over 300 separate 
and distinct categories of items 
ranging from such designations as 
“cut nails, tacks and spikes” to 
“plumbing and heating equip- 
ment.” This is the first compre- 
hensive job of this type under- 
taken by the Treasury since it 
was designated as the agency to 
dispose of surplus consumer 
goods. 

According to a spokesman for 


Washington Bureau 
of Hardware Age 
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the Treasury, the list was devel- 
oped after several weeks of in- 
tensive study and now is “suffi- 
ciently complete so as to include 
any items normally handled by the 
hardware trade.” The spokesman 
also indicated that the release of 
the list should illustrate something 
of the enormous classification task 
now underway within the Divi- 
sion, since it must provide similar 
expanded and detailed lists on 
each of the various commodities 
assigned to it for disposal by Sur- 
plus War Property Administra- 
tion Regulation No. 1. 
Cautioning that release of the 
list “by no means indicates the im- 
mediate availability of any particu- 
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lar hardware item,” the spokes- 
man said it was the desire of the 
Division to circularize the list, “to 
the whole hardware field, so that 
in writing to our regional offices 
(addresses of which are indicated 
below) with request to be added 
to mailing lists, hardware men will 
not only know exactly what we 
will handle, but will also be able 
to request bids on specific types of 
goods by making use of the Clas- 
sification Numbers shown on the 
list.” 

The Division also re-emphasized 
its willingness to have all eligible 
customers on mailing lists, but 
pointed out again that firms 
should ask for bids only on the 
exact, specific types of goods 
which constitute their business, 
and which can be stated by using 
the classification symbols. 


List of Hardware and Kindred Products 
Treasury Procurement—Surplus War Property Division 


Wood Basic Materials 
13 9700 Handles, Wooden (Tool, etc.) 


Steel (Wire) 
22 56200 Barbed and Twisted Wire 


Fabricated Metal Basic Products 


25 5100 Builders Hardware 

26 56600 Casket Hardware 

25 6700 Furniture Hardware 

26 6800 Trunk and Luggage Hardware 

26 6900 Miscellaneous Basic Hardware 
Casters 


26 7500 Insect Screening 

26 7600 Woven Wire Fencing 

26 7700 Wire Nails, Tacks, and Staples 
25 7800 Wire Springs 


7900 Miscellaneous Wire Products 
26 7901 Wire Chain 
25 7903 Chain Link Fencing 


25 7906 Wire Hoops 

26 9100 Chain and Attachments, except 
Wire Chain 

25 9400 Bolts, Nuts, Screws, Washers, Ri- 
vets, and Related Products 





25 9800 Cut Nails, Tacks, and Spikes, ex- 


cept Railroad 
25 9900 — E Fabricated Metal 


ic Products 


25 9902 Metallic Packing 
25 9906 Steel Abrasives (shot, grit, 
wool) 


Glass Basic Products—Structural 


28 3100 Plate Glass 
26 3200 Window Glass, except Colored 


a) 
26 3320 Wire Glass 
26 3700 Glass, Bricks, and Blocks 


Glass Basic Products—Nonstructural 


27 1000 Glass Basic Products — Chiefly 
Nonstructural 

27 1200 Glass Tubes and Tubing 

27 1230 Gauge Glass Tubes 

27 2000 Abrasive Basic Products (for re- 
tail sale) 

27 2300 Sticks and Stone (for retail 


sale 
27 2700 Cloth and Paper (for retail 
sale) 








27 2800 Wheels (for retail sale) 
27 9200 Pottery Basic Products — Chiefly 
Nonstructural 


27 9210 , Chemical Stoneware 


Rubber Fabricated Materials 
29 1000 Rubber Fabricated Materials 


29 1500 Rubber Packing and Gaskets, 
except Hard Rubber 

29 1700 Rubber Tile, Matting, Wains- 
eoting, and Sheet Flooring 

29 1940 Rubber Tape, Industrial 


Lubrication Equipment 


31 9700 Lubrication Equipment 
31 9710 Barrel Pumps 


31 9712 Oil Pumps 
31 9720 Portable Pumps 
81 978 Hand Guns 


0 
31 9750 Unit Lubricators 


31 9751 High-Pressure Lubricant Fit- 
ngs 
31 9752 Grease Cups 
31 9753 Oil Cups 
97 Hand Oilers 


31 9754 
31 9755 Oil Sprays, etc. 


HARDWARE AGE 















ists Types of Surplus Items to Be Sold 


x * *® 


okes- 
f the 
, “to 
that 
fices 
ated 
ided 
will 

we 
able 
s of 
‘las- 


the 


ized 
ible 
but 


rms 


ods 
PSS, 
ing 





39 
39 


39 
39 


39 


39 
39 


49 
49 


Miscellaneous Machinery 


1000 Laundry and Dry Cleaning Ma- 
chinery and Equipment 
1100 Domestic (Home Type) Laun- 
dry Equipment 
1110 Washing Machines 
1120 W ringers, Extractors and 
Driers 
1130 Ironers and Ironing Attach- 


ments 
2000 Sewing Machines, Household 
4500 Spring Scales, Household 


Miscellaneous Transportation 
Equipment 
1000 Bicycles and Bicycle Parts 


2000 Pushcarts, Handcarts, and Wheel- 
barrows 


Plumbing and Heating Equipment 


51 
61 


51 


61 
51 


51 
51 
51 
51 


52 


52 
52 


53 
53 


5 


a 
a a 


59 
59 
59 
59 


59 


59 
59 
59 


59 
59 
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1000 Sanitary Ware 
2000 Plumbing Fixture Fittings and 
Trim, and Plumbing Specialties 
3000 Heating Equipment, Steam and 
Hot Water 
4000 Heating Equipment, Warm Air 
5000 Stoves and Ranges, Domestic, ex- 
cept Electric 
6000 Cooking and Warming Equip- 
ment, Commercial, except 
Electric 
7000 Fuel Burning Equipment 
8000 Domestic Water Heaters (except 
Electric) and Storage Tanks 
9000 Incinerators 


Refrigeration Equipment 


2000 Household Mechanical Refrigera- 
tion Units (16 cu. ft. or less, 
self-contained) 

8100 House Ice Refrigerators 

9300 Drinking Water Coolers 


Miscellaneous Lighting Fixtures 


9300 Carbide Lamp Units 
9600 Acetylene Lamps, Lanterns, 
and Floodlights 


Recording and Controlling 
Instruments 


1100 Thermometers and Accessories, 
except Aircraft 
1400 Heating and Ventilating Controls 
and Accessories 
3410 Household Refrigeration Con- 
trols 


Personal Safety Equipment 


1200 Protective Head and Face 
Equipment 

1300 Safety Clothing, except Rubber 

1400 Protective Occupational Footwear 

1600 Water Safety Equipment 

1700 Safety Belts, Harnesses, Straps 
_ Lines, except Aeronauti- 
ca 

1900 Miscellaneous Personal Safety 
Equipment 


Fire Extinguishers and Fire 
Equipment 


5100 Hand Fire Extinguishers 

5200 Wheeled Fire Extinguishers 

5300 Refills 

5400 Foam Generators 

5600 Couplings, Nozzles, and Similar 
Accessories 

5900 Miscellaneous Fire Fighting 
Equipment 


Recreation Equipment 


8100 Playground Equipment 

8200 Billiard and Pool Tables and Ac- 
cessories 

8300 Amusement Park and Carnival 


Equipmen 
8400 Shooting Gallery Equipment, ex- 
cept Firearms and Ammunition 





U. S. Treasury Department 
Procurement Division 


List of Regional Offices 


REGIONS 


REGION I 

Connecticut, Maine, Massa- 

chusetts, New Hampshire, 
Rhode Island, Vermont 


REGION II 


Pennsylvania, New Jersey. 
New York 


REGION Il 


District of Columbia, Dela- 
ware, Maryland, North 
Carolina, Virginia 


REGION IV 


Indiana, Kentucky, Ohio, 
West Virginia 


REGION V 

Illinois, Michigan, Minne- 

sota, North Dakota, South 
Dakota, Wisconsin 


REGION VI 

Alabama, Florida, Georgia, 

Mississippi, South Carolina, 
Tennessee 


REGION VII 


Arkansas, Louisiana, Okla- 
homa, Texas 


REGION VII 
Iowa. Kansas, Missouri, 
Ne 


REGION IX 
Colorado, New Mexico, 
Utah, Wyoming 


REGION X 
Arizona, California, Ne- 
vada 
REGION XI 
Idaho, Oregon, Montana, 
Washington 


REGIONAL OFFICE 


Donald A. Mackay, 
Regional Director, 
Procurement Division, 

U. S. Treasury Department, 
Park Square Building, 
Boston 16, Mass. 


F. S. Albrecht, Regional Director, 
Procurement Division, 

U. S. Treasury Department, 

76 Ninth Avenue, New York 11, N. Y. 


J. J. Connor, Regional Director, 
Procurement Division, 

U. S. Treasury Department, 
1229 — 20th Street, N.W.., 
Washington 25, D. C. 


J. H. Little, Regional Director, 
Procurement Division, 

U. S. Treasury Department, 

Faller Bldg., 8th and Walnut Streets, 
Cincinnati 14, Ohio. 


F. A. Mapes, Regional Director, 
Procurement Division, 

U. S. Treasury Department, 
Room 300, 209 S. LaSalle Street, 
Chicago 4, Il. 


John D. Tompkins, Regional Director, 
Procurement Division. 

U. S. Treasury Department, 

10 Forsyth Street Building, 

Atlanta 3, Ga. 


Hamilton Morton, Regional Director, 
Procurement Division, 

U. S. Treasury Department, 

609 Neil P. Anderson Building, 

Fort Worth 2, Tex. 


W. B. Edgar, Regional Director, 
Procurement Division, 

U. S. Treasury Department, 
2605 Walnut Street, 

Kansas City 2, Mo. 


Alden W. Pool, Regional Director, 
Procurement Division, 

U. S. Treasury Department, 

7th Floor, Exchange Building. 

1030 — 15th Street, Denver 2, Colo. 


Thomas C. Stephens, 
Regional Director, 
Procurement Division, 

U. S. Treasury Department, 
30 Van Ness Avenue, 
San Francisco 2, Calif. 


Orrin C. Bradeen, Regional Director, 
Procurement Division. 

U. S. Treasury Department, 

2005 Fifth Avenue, Seattle 1, Wash. 
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1000 
9000 


9200 
9400 


5000 
5100 
5200 
5700 
5990 
6100 


6900 


1000 
1100 


1300 
3000 


Anvils 

Blow Torches 
Forks 
Hammers 


Jucxs, Hand 
Picks and Mat- 


75 3200 Edge Tools, 
as: 


Recreation Equipment, not Else- 
where Classifi 


Leather End Products 


Leather Belting and Packing 

Saddlery, Harness, and Whips 

Miscellaneous Leather Products 
Dog Furnishings 

Leather Straps 


Rubber End Products 


Mechanical Rubber Goods 
Rubber Hose 
Rubber Belting (including Ba- 
lata) 
Industrial 


Cots 
Mechanical Rubber Goods, not 
Elsewhere Classified 
Rubber Tubing (include Tubes 


and Pipes) 
Miscellaneous Rubber 


Metal End Products 


Kitchen and Hospital 
and Kitchen Tools 
Cooking and Kitchen Utensils, 

Household and Commercial 
Kitchen Tools, except Cutlery 

Hand Tools, Non-powered, includ- 
ing such items as: 

Pliers 

Post Hole Dig- 
gers and 
Augers 


Aprons, Gloves and 


Sundries 


Utensils, 


es 
Screw Drivers 
Shovels 
tocks Soldering Irons 
and Coppers 
Vises and Ac- 
cessories, ex- 
cept Tool- 
makers’ 
Wrenches, etc. 


including such items 


Adzes Planes 
Augers Scythes and 
Axes Sickles 
Bits Taps, Hand 
Bolt Clippers Thread Cut- 
Knives, Draw ting Dies 
and Spoke Shears and 
Shavers Snips, Metal 
Knives, Shear Cutting, ete. 
(Metal Cut- 
ting) 
3300 Saws and Saw Blades, except 
Power Saw Blades 
3310 Hand Saws 
8320 Hand Saw Blades 
3330 Saw Frames 
3400 Piles and Rasps, Hand 
3500 Machine Knives and Blades 
3600 w Blades for Power Saws, 
except Metal Cutting 
4000 Cutlery, except Table Flatware 
4100 Table and Kitchen Cutlery, ex- 
cept Food Processing 
4200 Food Processing Cutlery 
4300 Industrial Cutlery, except Food 
Processing 
4400 Razors (except Electric) and 
Razor Blades 
4500 Pocket and Hunting Knives 
4600 Scissors, Shears, Trimmers (ex- 
cept Surgical, Gardening, Or- 
chard and Animal) and Mani- 
cure and Pedicure Imple- 
4700 Toilet d Barbers’ Cli 
‘oi an arbers’ ppers, 
except Electric 
5000 Silverware. Plated Ware and 
Similar Metal Ware 
5100 Table Flatware 
5700 Hollow Ware 
5300 Toiletware 
6000 Watches. Clocks, and Parts 
7000 Metal Containers and Closures 
7100 Metal Closures 
7200 Metal Cans 
74°90 Metal Shipping Containers 
7900 Miscellaneous Metal Containers 
8900 Mechanics’ Measuring Tools 
8010 Calipers, Production 
8020 Dividers and Scribers 
830 Gages 
8040 Levels and Plumbs, Adjust- 
able. Non-Adjustable 
R050 Micrometers 
RN60 Plumh Bobs 
Rn7 Precision Tapes, Metal 
RORO Protractors, Universal Level 
8110 Protractors, except Universal 
Level and Combination Sets 
8120 Pules, Metal 
8120 Squares, Metal 
8140 Strai~ht Edges 


nz (Templates) 

















Latest News on 


PRIORITIES 
and 


WAR-TIME ORDERS 


on page 128 
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32 
32 
82 
32 
32 
82 
33 
35 
36 


52 


9150 
9160 


9170 
9190 


9300 
9400 
9500 


9510 
9520 


3000 
4000 


6000 
7000 
7100 
7900 
8000 
8100 
8200 
8300 
8500 


8900 


1000 
1100 
2000 


Vernier Tools 

Mechanics’ Measuring Tools, 
not Elsewhere Classified 

General Line Hardware 

Padlocks 

Vacuum Bottles and Jugs 

Fireplace Fixtures and Equip- 
ment 

Sad Irons and Other Hand 
Pressing Irons, Except 
Electric 

Animal Mg = Fly Swatters 
and Fly Traps 

Horse and Mule Shoes (in- 
clude Shoe Calks) 

Car 

General Line Hardware, not 

Elsewhere Classified 


Sieves, except Kitchen and 
Household 

Bells, 7, and Gongs, ex- 
cept Electri 

Miscellaneous ‘Wire End Prod- 
ucts 

Garment Hangers 

Bird Cages 


Finished Wood Products 
Baskets, Wooden & Fiber 


Rattan & Willow Ware, except 
Baskets 

Frames: Mirror, Picture, and 
Photograp 

Finished Wooden Articles, Com- 
mercial & Househo 


1 
Kitchen & Household Wooden 


Ware 
Miscellaneous Finished Wooden 
Articles, Commercial an d 


Household 
Finished Wood Products 
Ladders 
meme Equipment 


agon, Wooden Parts 
Cabinets” & Chests, Tool & In- 79 
strument 
aenediinneces Finished Wood 
Products 
Flagpoles, Spars, Tent Poles & 
Pins 79 
End Products of Glass 
Glass Containers 
Food Product Containers 81 
Glass Tableware & Kitchen Ar- 81 

ticles 81 

Glass /Tumblers 

Glass Goblets 81 

Glass Barware 

Glass Plates 81 

Glass Dishes 81 

= oer & Saucers 81 
Glass wis 81 

Tenn dato Glassware (Special 81 
Heat-Resistant) 

Utility Glass & Glassware, ex- 83 
cept Tableware & Kitchen 
Articles 

-~ &. 








a.) 
a5) 


~a- 
aa 4 


77 


77 
77 


77 


77 


77 


7 


7 
79 
79 


79 
79 


3100 Glass Mirrors 

3200 Glass Deskware (include Paper 
Weights, Inkwell, and Simi- 
lar Articles) 

3300 Aquarium Glass Tanks & Glass- 

ware 

4000 Art and Decorative Glassware 

6100 China and Porcelain Pottery 

ucts 

6110 Table and Kitchen Articles 

(for Preparing, Serving or 
Storing Food or Drink) 
6120 Art and Decorative Ware 
End Products of Clay 

6200 Fine Earthenware (Whiteware) 
Pottery Products (Having 
Either an Artificially Colored 
Body, or a Compound, Nat- 
urally White or Nearly White 
Body 

6210 Table and Kitchen Articles (for 
Preparing, Serving, or Storing 
Food or Drink) 

6211 Household Articles 

6212 Commerical articles (hotel, res- 

taurant, soda fountain, club) 

6219 Table and Kitchen Articles (for 
Preparing, Serving, or Storing 
Food or Drink, not Elsewhere 
Classified) 

6300 Coarse Earthenware Pottery 
Products (Having a Body Not 
Artificially Colored, Either 
Wholly or Clay, or Com- 
pounded, Buss, Brown, Red, or 
Gray in Color) 

6400 Fine Stoneware — Cam 
Stoneware), Potte P 
(Having Either an "Artificially 
Colored Body, or Com- 
pounded, Naturally White, or 
Nearly White, Body) 

7000 Natural-Stone End Products 

Athletic Goods 

1100 Games 

1600 Sporting Goods 

1700 Athletic Goods, except Uniforms 

Miscellaneous Products 
6000 Musical Instruments & Phono- 


graphs 
8000 Plastic End Products, such as: 


Candlesticks Fruit Juicers 

Canteens Tableware 

Dust pans Trays 
Utility Boxes 


9000 Miscellaneous End Products of 
Manufacturing Industries 


Brooms & Brushes 
9100 Brooms and Brushes—All Types 


Small Arms & Components 
1000 Small Arms, Assembled 


1100 Rifles 

1200 Machine Guns & Submachine 
Guns 

1800 Pistols, Revolvers, and Auto- 
matics 


6000 Small Arms Accessories 

6200 Ammunition Belts 

6300 Bandolears 

6400 Bayonets, Knives, and Swords 


6900 Small Arms Accessories, not 
Elsewhere Classified 
0000 Small Arms Ammunition and 


Specifically Adapted Compo- 
nents 


Other Similar Products But Not Under The “Hardware” Classification 
Treasury Procurement—Surplus 


5140 
5300 
7000 


8000 





Plug Fuses (125 Volt Rating) 

Lamp Sockets and Holders 

Electric Lamps (Bulbs, Tubes and 
Related Light Sources) 

Electric Appliances, Household & 
Commercial 

Dry Cell Batteries 

Storage Batteries 

— Service Station Equip- 

Agricultural Machinery & Im- 
plements 

Construction, Mining, Excavat- 
ing and Related Machinery 

Air-Conditioning & Refrigeration 
Equipment, except Ice Making 
and Cold Storage Plant Sys- 
tems and Industrial Refrigera- 

tion Units 





53 
56 
58 
69 


69 
69 
69 
69 
69 
69 
69 
69 


69 


War Property Division 

0000 Lighting Fixtures (with Excep- 
tions) 

Optical Instruments & Appa- 
& Scientific Appa- 


0000 
ratus 
0000 Professional 


ratus 
0000 Fabricated Textile Products, 
as: 


such 


1000 Textile Floor Coverings 

4000 Textile Bags 

5000 Canvas Products 

5100 Awnings 

5200 Tents 

5300 Sails 

9400 Flags, Pennants, and Banners 

9500 Badges, Insignia, & Similar 
Emblems 

9600 Fish Nets 

2000 Boxes & Crates 
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[ ALWAYS GIVES US a pleasant 
glow of pride when someone 
takes the trouble to write us and 
say how well some of our products 
are performing. Such a letter came 
in just the other day from a man 
in Scranton, Pennsylvania. Here 
is part of it: 

“T’m an instructor for one of our 
rifle clubs and have been teaching 
rifle marksmanship two or three 
nights each week without let-up since 
Pearl Harbor. 

“Among the rifles I use is a 
Remington Model 510, and I would 
like you to know that the 510 single 
shot Remington is the nearest to per- 
fection of any rifle anywhere near 
its price. With its man-size, well- 
shaped stock, its speed action, its 
ease of loading, and its safety fea- 
tures for the boys, it is simply in a 
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“Tt’s something about a flint lock. Where do we keep ’em?”’ 


Remington “‘Model 500”’ series 


DEALER LETTER 





wins new laurel 





— 


Remington Model 510 Targetmaster single shot 22 rifle 


class by itself. I have shot perfect 
scores with it, not only at 50 feet, 
but at 100 yards with special target 
sights.” « * < 

We knew that we had something 
pretty special when we launched 
this moderate-priced “500” series 
shortly before the outbreak of the 
war. Dealers who stocked and sold 
it, and customers who bought, soon 


learned so too. 

Then the war came along, and 
we had to call quits on civilian 
production for awhile. 

But we hope that this fine “500” 
series will be back before long. Be 
sure you reserve space in your gun 
department for these fine rifles. 
Remington Arms Company, Inc., 
Bridgeport 2, Conn. 





such impact that it will penetrate 
seven 74” pine boards! 








SWS 
SSS 


idelines.. 


Uncle Henry says: ‘Folks have two 
ears to listen with and only one tongue 
to talk with. Yet seems like they get 
tired o’ listenin’ quicker ’n they get 
tired o’ talkin’.”’ 

* 7 * 


The Remington HI-SPEED 22 with 
Kleanbore priming is one of the 
biggest little cartridges ever made. 
A Remington HI-SPEED bullet trav- 
els faster than sound—and hits with 


SS@ 
KSSUSO 
XS 






Hi-Speed, Kleanbore and Targetmaster are Reg. 
U.S. Pat. Off. by Remington Arms Co., Inc. 























Hits the $2,500 Mark Annually 
With Sales of School Supplies 





A... eight years 


ago Richard Turner of Turner’s 
Hardware, Glenside, Pa., decided 
to heed the requests of many cus- 
tomers that he offer school sup- 
plies, stationery, pencils, pens, etc., 
by taking on a small stock. Gradu- 
ally this stock was greatly en- 
larged. The idea went over big— 
and the business in this depart- 


ment has now grown to a volume 
of about $2,500 a year. In addition 
to the profit enjoyed from the 
sales, it has been a worthwhile 
department as it is a traffic builder 
and good-will booster. Primarily 
of interest to youngsters and to 
those having small offices, it also 
provides a source of gift stationery 
for those of all ages and of varied 
income groups. 

Shown in a pine paneled al- 


Turner's Hardware, of Glenside, Pa. 


gives prominent space to the line 


and also stresses gift stationery 





This alcove at Turner's shows a wide variety of daily school needs and 
items for small business firms as well as an assortment of stationery. 


cove, measuring about 9 ft. sq., is 
a wide variety of notebooks, foun- 
tain pens, pencils, accounting sup- 
plies, erasers, crayons, color books, 
bridge talley cards and score pads, 
V-mail stationery, boxed station- 
ery priced to as high as $1.50 per 
box, etc. Fountain pens are offered 
(Continued on page 91) 
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TRUE TEMPER 






THE KNOWN VALUE EIGHT STAR LINE 


* HATCHETS * AXES 
* HEDGE AND PRUNING SHEARS 


* HAMMERS 


¥%& STAR No. 3—AXES 


O win and hold predominant user preference, a 

manufacturer must possess not only knowledge, 
skill and equipment, but, more important, the desire, 
will, and determination to produce a product of un- 
matched quality, utility, and value. 


‘That, in a few words, is the success story of True 
Temper Perfect and True Temper Flint Edge Axes. 
Each year more and more users demand this better, 
Known Value Product. Today more True Temper 
Made axes are produced and sold in the U. S. A. than 
all other makes combined. 


To maintain this leadership, True Temper has not 
only kept pace, but has pioneered production methods 
in steel, in forging and in tempering. 


Carbon-manganese steel forged in powerful steam 
hammers and correctly heat treated produces a hard, 
tough blade that takes and holds a keen edge. 


THE AMERICAN FORK AND HOE 


* SHOVELS 


* STEEL Goops * RODS AND BAITS 


* SCYTHES. WEED AND GRASS TOOLS 





Uniform, true, accurate and stiffer eyes and the 
elimination of cold shuts and welds permits harder 
driving and tighter wedging of handles. 


Hardening in automatically controlled lead bath 
furnaces, quenching in constant uniform temperature 
brine and then tempering in automatically controlled 
electric draw furnaces produces uniform hardness. 


These improved and controlled methods have 
resulted in True Temper quality approaching perfec- 
tion, for a five-year average for any kind of defect is 
now less than one in every 500 axes produced. 


Like all True Temper Products, these better axes 
are distributed by selected jobbers in every state in 
the U. S. A. Retailers who feature them in their store 
displays profit directly from National consumer adver- 
tising which directs millions of readers to their home 
town hardware store to see and buy. 


COMPANY «+ CLEVELAND, OHIO 


TRUE TEMPER PRODUCTS 
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American Merchants Must Train|8, 


By EDWARD H. GARDNER 
Formerly Professor of 
Economics, 
University of Wisconsin 


pm perilous shift 


from war to peace will call. for 
skill in selling across the whole re- 
tail front, as never before in this 
nation’s history. 

The invasion of Europe, on 
which hung the hopes and fears 
of the world, was a dangerous op- 
eration in the military sphere. 


Equally dangerous in an economic 
sense will be the movement of 
enormous new quantities of mer- 
chandise into ‘the ownership and 
use of our 137,000,000 people. 
This movement is essential to com- 
plete the cycle of factory produc- 
tion and high-level employment in 
all forms of occupation. The vast 
volume which will be manufac- 
tured must be sold, or it will pile 











This article stresses the need for mil- 
lions of trained salesmen in the post- 
war period and shows how they will 
be indespensable to both American 
enterprise and economy. Members of 
the Hardware Age Retail Sales Idea 
Club will do well to read this article 
tor it emphasizes the principles upon 
which that organization was founded. 
And having read it, they should do 
their utmost to prepare themselves 
for their coming great responsibilities. 








Get that handle in action! 


up in inventories . . . factories will 
slow down .. . dreaded unemploy- 
ment will become a terrible reality. 

Will the nation’s retail sales 
force, 8,000,000 strong, needed to 
move these goods, be trained for 
their jobs, as every last man in the 
invasion force was trained? This 
great army must be trained for 
our invasion upon the unknown 
beaches and cliffs of the peace. A 
wastage of the nation’s manpower 
in the nation’s distribution crisis 
is unthinkable. 


Pent Up Demand Can't Last 


Economists understand well that 
following the first eager rush to 
satisfy merchandise needs denied 
in war, there may come a lag, a 
hesitation, which, if prolonged, 
would beget general loss of confi- 
dence . . . breeding depression. 
This is where helpful, trained 
salespeople can stimulate and 
maintain normal demand. Right 
now, when we think it cannot be 
done, is the time when a begin- 
ning should be made. No store is 
too small or too large to play its 
part. 


HARDWARE AGE 













Some retail merchants are not 
afraid to face the issue. But in 
most retail stores of America, sales 
training is now dead. “A casualty 
of the depression and the war 
boom,” says a well-known retail 
authority. Questions asked of many 
retailers, including chains, depart- 
ment stores, and independents, 
show that in too many cases sales 
training is the last thing to which 
current thought and attention is 
being given. 

“People won’t stand still long 
enough to be trained,” says one 
retailer. “I hire them in the morn- 
ing and they’re gone in two days— 
or by noon.” “When I can sell 
anything I put on the shelves, and 
am worrying where to find goods 
to sell, why should I take time to 
train people to sell?” asks another. 


lions. This is 30 to 45 per cent 
over 1940. Manufacturers are fig- 
uring on producing this amount. 

2. Advertising should not be ex- 
pected to do more than its normal 
share in selling the nation’s goods. 
To count on more would be like 
relying on air power and forget- 
ting the infantry. 

3. The magnificent performance 
of advertising blinds many to the 
obvious fact that it affects only a 
portion of all merchandise. Even 
retail advertising is selective, 
aimed at bringing people into the 


ing. If it is logical to tune up ad- 
vertising for efliciency, it is three 
to four times as logical to tune up 
selling. 

5. Trained péople sell faster, in- 
crease the average sale, please cus- 
tomers better, and bring them 
back. Customers like fast selling, 
a brisk, happy tempo in the store. 


Meeting the Obstacles 


What are the hurdles to sales 
training? Why is it that so few 
stores, out of the 1,770,000 shown 
in the 1940 Census, have ever tried 


Manufacturers, wholesalers, bankers, 
farmers, labor and the public all 
have much at stake in the result 
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These conditions are changing 
swiftly. By October, some 6f the 
best estimates indicate, the present 
critical manpower shortage may 
have waned. An actual surplus of 
workers may appear by the end 
of the year. Civilian goods are 
likely to be produced in increas- 
ing quantities. This outlook, say 
some of the best retailers, justifies 
sales training now. Train sales- 
people today, say other retailers, 
to get tomorrow’s goodwill. “My 
salespeople are my best asset, be- 
cause they bring customers back,” 
says a man who is known in his 
trade for doing a good volume 
whether his competitors do or not. 
“You can bet I’m not quitting on 
my sales training even during the 
war.” 


Need for Retail Sales 
Training 


Several facts stand out in 
demonstrating the need for retail 
sales training: 

1. The peace-time business vol- 
ume needed to keep the nation 
going and provide highlevel em- 
ployment is estimated at 142 bil- 
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store. One of the largest adver- 
tisers using hundreds of full pages 
per year estimates that he features 
only one item in 40. He, like the 
great number of stores that do not 
advertise, must rely chiefly on 
salespeople. 

4. Prof. Neil Borden of Harvard 
estimates that, as a whole, stores 
spend three to four times as much 
on personal selling as on advertis- 


to get the most out of their people? 
Here are the answers most fre- 
quently given, as revealed in re- 
search currently conducted under 
this writer’s direction. 

First, the store proprietor thinks 
sales training is a big job. It is 
not—it is a little job, giving a few 
ideas to a few people at a time, 
and keepirig at it until those ideas 
become habits. 











The author of this article, Edward H. Gard- 
ner, formerly Professor of Economics at the 
University of Wisconsin, is well known as a 
researcher and consultant on brands and trade- 
marks; also as author of the book “The Econ- 
omics of Advertising’’ and his recent writing 
“What Do Brands Mean to Post-War Employ- 
ment?” 

Mr. Gardner has been most recently employ- 
ed as consultant to the Association of Consult- 
ing Management Engineers in preparing the 
“Handbook for Retailers,” especially produced 
‘by this organization for the Committee on Eco- 
nomic Development (CED), which is distribut- 
ing it without charge to business men. 

For many years, he has been conducting 
extensive research into the economics of our 
distribution system. This article is inspired by 
the disclosures growing out of current research 
on retailing which is now going forward under 


his direction. 


Edward H. Gardner 
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Deliverter 


SUN BRAND 


SLEEPING BAGS 


vy, dry waterproofed duck; 
poe te lined; 100% all an 
wool lined. Large head oP, 
Zippers down the side “ 
across bottom. Pocket - 
air mattress. Six sizes; populat 


prices. 


WATER BAGS 


¢ of imported flax 
er, mapecially made 
for water bags. Well 
sewed. Strong carrying 
strap of heavy webbing. 
Aluminum mouthpiece. 
Popular two gallon 
size. 


DUFFLE BAGS 


eavy olive drab Army 
po k. Waterproof ;dust- 
proof. Double seams 
throughout. Handles at 
bottom and side. Large 
inside flap with tie 
ps out dust. 
tal eyelets 
braided 


s. 
rope. Roun bottom 


Six sizes. 


FRUIT PICKING 
BAGS 


for aches, pears, 

cake Grade A heavy white 

duck. Flat steel frame at top- 

Heavy 2” webbing, adjust- 

t able shoulder straps. 

Empty by releasing 

braided cord from fasten- 
ers on sides of frame. 


SUN TENT-LUEBBERT CO. 


363 Sixth St. « San Francisco 3, Calif 
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Second, he thinks a training 

| course needs a big quantity of ma- 
terial — merchandise manuals, 
training manuals, and so on. True, 
such material can help, but might 
swamp him at the start. As a mat- 
ter of fact, quantity is not gen- 
erally the answer. Actually train- 
ing aids should be supplied in 
small installments. 

Third, he thinks he couldn’t take 
the time to teach about all the mer- 
chandise in the store. He needn’t. 
One of the most successful sales 
trainers, a woman, says: “I used 
to teach about merchandise—now 
I teach about people”—meaning, 
the right attitude toward people 
and how they use merchandise. 
Then merchandise facts are 
quickly picked up. In any teach- 
ing, poor teachers teach subjects, 
but good teachers teach students. 

Fourth, he thinks he cannot put 
himself in the position of a 
teacher. This is the real hurdle. 
He knows how to sell, but he 
doesn’t know how to teach selling, 
or so he believes. It makes him 
feel embarrassed. He thinks he has 
to hold a class, which seems to him 
formal and not natural. The truth 
is that the best training is done 
on the job, making suggestions to 
one person at a time. 


Wartime Training 
Could Not Be Bungled 


Good solutions to these difficul- 
ties can be found by adapting to 
retail sales training the amazingly 
successful methods of TWI, Train- 
ing Within Industry, worked out 
by a group of the nation’s leaders 
in industrial training for war man- 
power in the factories. 

Here was one place where get- 
ting people trained was a matter 
of life and death. Brand new types 
of munitions and supplies had to 
pour out of old and new factories 
in quantities for which there was 
no precedent in the world. This 
job could not be bungled. Green 
hands by hundreds of thousands 
had to be trained by men who 
never knew what training methods 
were, 

TWI’s first words to the instruc- 
tor are these: 

“Go back in your own memory. 
Remember how you felt the first 
day on a new job?—the time you 
were stumped by a new ‘wrinkle’ 





on the job? . . . the times when the 
boss corrected you and your 
work? Perhaps you liked the way 
he did it—or perhaps you didn’t. 
Any worker assigned to you feels 
the same way.” 

“Most of us,” it goes on, “just 
‘jump right in’ and start instruct- 
ing or correcting a workman with- 
out much thought or planning. 
Perhaps you do the same. 

—you know the job so well that 
you've forgotten the things that 
‘stump’ the learner 

—you know it so well, that you 
don’t plan how to ‘put it over’ 

—you know it so well that you 
don’t pick out the ‘key points’— 
the ‘knacks’—the things that make 
or break the operation. 

“Break down the job,” it ad- 
vises. “You know that there is one 
right way to do every job. You 
know that there are a few ‘key 
points’ in every operation .. . Fill 
out a ‘Breakdown Sheet’ for each 
of your operations. It only takes 
three to five minutes.” 

Under “How to Instruct”. Step 
I, the first instruction is “Prepare 
the worker to receive the instruc- 
tion. Put him at ease. Remember 
he can’t think straight if you make 
him embarrassed or scared. Find 
out what he already knows about 
this job . . . Get him interested. 
Relate his job or operation to the 
final objective, so he knows his 
work is important.” 

In four pages of simple outline, 
the nation’s best industrial teach- 
ers showed how to tackle the na- 
tion’s most desperately needed job 
of industrial training. It took great 
wisdom to make a great job 

simple. 

These TWI principles work out 
in a store! 

Sometimes a store owner says 
“The people I get now are no 
good. They’re not worth train- 
ing.” Still, they are the best he 
has. Training can make them bet- 
ter. It can definitely help make 
a salesperson like the job, see its 
value, and want to stay. 


How It Works in Stores 


Here is a procedure that will 
work in an average-sized store. 
Are there two salespeople that are 
better than the rest? Get hold of 


them—or even of one. Say “Be- 
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fore jong we are going to have 
more goods to sell, some of them 
new kinds of goods. We may have 
new people to break in. I want 
your help. Now let’s take this item, 
or this group of items, and figure 
out the best way to sell them. We'll 
break this selling job down into 
its parts, and get them on paper.” 

To follow the TWI methods one 
step further, put at the top of a 
sheet of paper “Sales Breakdown 
Sheet for—” (the merchandise 
item or group). Rule a line down 
the middle. At the top of the left- 
hand column write “Important 
Steps in the Sale” and under this 
list the important points connected 
with each such phase as (1) the 
approach, (2) the presentation 
and (3) the close. For example, 
under “approach” come such 
points as “Opening Remarks,” 
“Gestures,” “Friendly Overtures,” 
etc. At the top of the right hand 
column write “Key Points.” On 
this side give the actual words of 
the opening remarks, described in 
detail the physical gestures, tell 
exactly how to make friendly over- 
tures. In short, fill in the details 
needed to put the “Steps in the 
Sale” (listed on the left) into 
action. 

Get these one or two selected 
store people to help you fill out 
the sheet. Do it quickly, then think 
it over and revise it. 

In a good-size store, pick the 
other people who are to help in 
the training and get them together, 
not more than 12 at one time, to 
allow individual attention to each 
member of the group. Go over 
the Breakdown Sheet. Make sure 
that not more than six or eight 
new ideas are put over at one time, 
because nobody can really under- 
stand more than that at one clip. 


Stage a Demonstration 


Get the two best people to stage 
a “demonstration sale.” Ask for 
helpful suggestions when it is over. 

Make one trainer responsible 
fer not more than eight sales- 
people, and have him or her do 
the training on the job. Have them 
go through the step twice, and the 
second times have them explain 
why they did it that way. This 
again is the successful TWI meth- 








It’s about your business. 

And you know much more about that 
than anyone else. 

You’ve seen the experts’ forecasts of 
the 2% million vacuum cleaners and % 
million food mixers that are expected to 
go over the counter the first year follow- 
ing the war’s end. 

But— 

You know better than anyone else how 
many of those people will come through 
your front door. You have a pretty clear 
idea of the postwar employment picture 
in your vicinity. You saw a lot of the boys 
getting married before going away. You 
know that many of them will want food 
mixers and vacuum cleaners when they 
return to set up housekeeping. You know 
these people ...they’re your customers. 

You’ve heard hints about the fascinat- 
ing newness of the things of tomorrow. 

But— 

You know that some are more fiction 
than fact...that some strange, albeit 
honest, claims are made by those who 
may not be too familiar with all the joys 


You wrote 
this ad! 





and sorrows of this appliance business. 

New, mysterious distribution pro- 
grams? 

Gosh, no! You know that people are 
going to buy for the same reasons they 
always have. You have a hunch, too, that 
they’ll remember the man who did his 
best to help them keep their old equip- 
ment in good shape. 

We will, too. We'll be right back at the 
same old stand with even finer Hamilton 
Beach quality, symbolized by a name- 
plate that has been remembered for near- 
ly 25 years. We wouldn’t want that to 
change any more than we’d want you to 
be different . . . you who have been doing 
such a swell job of keeping things going 
when the going was toughest. 

On that score, perhaps one of the 28 
authorized Hamilton Beach Service Sta- 
tions listed below can give you a hand 
right now with parts or complete repairs. 

Meanwhile, the quickest way we can 
get our products on your shelves again 
is to stay with our war job now. 

You know that, too. 





Baltimore, Maryland 

Roland Electrical Co... +++ eoccce 418-424 E. Pratt St. 
Boston, Massachusetts 

Electric Motor Service Co..seeseeseeses 151 Pearl St. 
Buffalo, New York 

Dynamo & Motor Exchange, Inc........+41-45 Elm St. 
Cedar Rapids, lowa 

Stalker Electric. ..sseeeseeees 115 Second Ave., S. E. 
Chicago, Illinois 

Complete-Reading Electric Co.....123 S. Jefferson St. 
Cincinnati, Ohio 


Beresford Electric Co... sseeeseresee 334 E. Fifth St. 
Cleveland, Ohio 

Acme Electric Vac & Washer Service Co.......+++- 

Ce edecdecssncdsreceoddouyoces 2123 E. Second St. 
Denver, 

Midwest Electric Wiring Co......323 W. Colfax Ave. 


Detroit, Michigan 
Cooley-Van Howe Service Co.....-seeecereesees 
744 Michigan Theatre Bidg. 


eee eee eee eeeneeeeeeeee 


Indicnapolis, Indiana 





Apex Electric Service Co... .+e-+++ 419 Big-Four Bldg. 
Kansas City, Missouri 

Independent Elec. Mchy. Co.....++ 300 Southwest Bivd. 
Little Rock, Arkansas 

Treadway Electric Co., Inc... seseeeeees 206 Scott St. 
Los Angeles, California 

Electric Lighting Co...ssseeeseceees 216 W. Third St. 

Sterling Electric Co..ccseessseeeees 31-33 S. Fifth St. 


New York, New York 


Reading Electric Co., Inc...++++++++++200 William St. 
Omaha, Nebraska 

Vac. Cleaner Standord Service..... 2208 Farnam St. 
Philadelphia, Pennsylvania 

Hubbell Electric Co... ..-seeeeeees 220-22 S. 11th St. 
Pittsburgh, Pennsyivania 

Ferry Electric Service Co... seeeeeees 127 Fourth Ave. 
Portland, Oregon 


Morrison Electric Service... . Mocccccvccccsceese 

ov cvoeccetesesccoce 1236 S.W. Washington at 13th 
Solt Lake City, Utah 

Time & Instrument Co... .seeeeeeees 222 Dooly Bidg. 
Sean Antonio, Texas 

Martin Wright Electric Co... eeecccccccceecces 
Navarro St. at the Auditorium 


Cee neta ween eeeeenee 


San Diego, California 


J. F. Zwiener Electrical Co.. ssesesesececes 229 B St. 
San Francisco, California 

Will M, Aronson Co... -seeecesececes 955 Folsom Si. 
Seattle, Washington 

Electrical Engineering Co....+seseee+ 2012 Third Ave. 
Spokane, Washington 

Maxwell & Franks...+e+see0¢ eoccceece 619 First Ave. 
St. Levis, Missouri 

Brandt Electric Co... scccceccceesseees 904 Pine St. 
St. Paul, Minnesota 

Hoeft Electric Co., Inc...+-eecesceecees 54 E. Fifth St. 
Washington, D. C. 


Central Armature Works, Inc... .625-27 "D" St. N.W. 


HAMILTON BEACH COMPANY °« RACINE, WIS. 
Division of Scovill Manufacturing Company 





87 


,JTICA, 
"TOOLS 


for More Tool 
Mileage 


. For accurate petforman 





EA +e Saleh fal 


OIKD 


*U TIC A+ 


DROP FORGE & TOOL 
CORPGaeATION 
UTIECA,N.Y. 


















” 


od. Then put them “on their own 
and let them develop self-reliance. 

All training should be aimed at 
fast, low-cost selling. That also 
means friendly, helpful selling. It 
means getting to know people, not 
so as to waste time with them, but 
to save time by guessing right 
about what they want. You can 


“. 


well as to meet the national need. 
New competition, as every retailer 
knows, is being planned. One store 
owner says “let it come. I know 
my customers and they know me.” 
A wise addition to such a defense 
lies in training all salespeople to 
know customers and their wants. 

Many retailers are eager to get 





“General Montgomery went down among his men and saw to it that 
every single man in the army knew exactly the plan of battle.” 


do business fast with people you 
know. 

In all training, there is trouble 
with the suspicious, the silent, the 
scared, and the show-offs. But 
once the group understands that 
the “boss” himself is sincerely 
helpful, either in handling the 
training, or in backing up the one 
who does it, the cooperation of 
the group is won. This is also the 
best form of employee relations. 
Is that important ?—with 8,000,00 
people? and how! Incentive pay 
programs, too, can help build 
salesmen that are increasingly suc- 
cessful for themselves and their 
employers. 


Employers, Employees and 
the Nation Will Benefit 


Store proprietors should have 
little difficulty in convincing them- 
selves that this training job needs 
doing, for their own advantage as 


hold of returning service men. 
Why? Because they have been 
trained. Never in this country’s 
experience has there been training 
so thorough, so fast, so varied, and 
for such numbers of people. 

The results have shown it was 
well done. The men who hit the 
beaches in Normandy knew how to 
handle themselves, their weapons, 
the terrain, the French people, and 
the enemy. 

These returning service men, if 
they go to work in retail stores, 
will expect to find helpful train- 
ing methods. They will be dissatis- 
fied if they do not find them. 

Army methods apply to retail 
sales training. Nobody can train 
an army—it is too big. But a ser- 
geant can train a squad. Nobody 
can train 8,000,000 salespeople. 
But a store proprietor can train 
six or eight people at a time. 

With these great examples be- 
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fore us of the training done in war 
industries and in the armed forces, 
every one of us engaged in mer- 
chandising can lend a hand to the 
national job of retail sales train- 
ing. 

Manufacturers can help mer- 
chants in a big way, giving them 
new training material they couldn’t 
afford individually. So also can 
wholesalers, trade associations and 
business papers. A huge increase 
in informative labelling by manu- 
facturers could help all sales- 
people. Vocational schools and 
our whole educational system can 
contribute much to this undertak- 
ing. The crying need is for in- 
struction dealing with the human 
job of getting along with people. 


What Makes a Man 
Successful? 


What man has given the great- 
est example, in all our. present 
world, of getting along with 
people? The man on whom we 
pin our hopes of victory, General 
“Ike” Eisenhower. Why was Eisen- 
hower picked for supreme com- 
mand? True, he is a supreme 
strategist, but we can guess the 
over-all reason is because, down in 
Africa, he took British, French 
and Americans and made a “three- 
layer sandwich” out of them for 
every post, for every job. He made 
teams. 

Why does General Montgomery, 
“Monty,” lead the assault in 
France? Again, we can guess it 
is because before El] Alamein he 
went down among his men and 
saw to it that every man in the 
army knew exactly the plan of bat- 
tle, knew his own job and the 
army’s job. There, at El Alamein, 
the Nazis first turned and ran. 

What war correspondent has 
won great reading and affection? 
Ernie Pyle. How does he do it? 
By being human, modest, living 
with the fighting men and letting 
us see the war as they see it. 
What a difference, between his 
stories and a cold, official com- 
munique or a pompous proclama- 
tion. 

Distant, cold, officious, selfish 
management could not win the 
war, and it cannot win the peace. 

Recognition of the importance 
of this huge national job of retail 
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FOR HOT PLANES AND MEN \ 


Heat — 140 degrees, and more — . 
maintenance crews in plane interiors, oven h 
Portable ventilating units, powered by pe a 
bring relief—draw hot air out, or shoot cool air n— 
one more war job for dependable Briggs & Stratton 
4-cycle air-cooled gasoline engines. \ 
~~ 


~ 


“hee-Coolbed Fewer | BRIGGS &STRATTON 





During 25 years of continuous production Briggs & Stratton has built more than 
2,000,000 air-cooled 4-cycle gasoline engines. We are now well started on 
the 3rd million. Their trouble-free performance, easy starting and economy 
have made Briggs & Stratton leaders in the field—“preferred power” everywhere. 
BRIGGS & STRATTON CORPORATION, Milwaukee 1, Wisconsin, U. S. A 
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sales training has been shown by 
the Committee for Economic De- 
velopment, the nationwide non- 
profit, non-governmental organiza- 
tion headed by Paul Hoffman, 
president of Studebaker, which has 
already set up committees in 
nearly 1900 communities to work 
out methods of doing more busi- 
ness and providing more jobs 
after the war. 

C.E.D. turned to the Association 
of Consulting Management Engi- 
neers to prepare a “Handbook for 








Retailers,” which is now, obtain- 


able, without charge, through local 
C.E.D. committees. In his intro- 
duction to this Handbook, Marion 
Folsom, treasurer of Eastman 
Kodak says: 

“Getting the nation’s business 
under way, when war needs relax, 
will start with retailers and their 
customers .. . The spark that fires 
the engine is demand, and those 
who distribute goods have the job 
of stimulating demand and keep- 
ing it going.” 





in greater variety 


To the nationally known line 
of Parker Small Hand Tools 
such as Parker Hack Saws, Coping 
Saws and Screw Drivers will shortly 
be added new, post-war, quality tools 
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America can do this job, if 
America will. 


Start Post-War 
Planning Now! 
(Continued from page 74) 
meet price competition by adding 
only small mark-ups, depending 
upon very rapid turnover to give 
us our legitimate profit on our ag- 

gregate sales volume. 

Such a policy should also make 
our stocks much more flexible, as 
we would not be overstocked on 
any item and could quickly add 
new items or drop old ones as the 
current situation develops. And it 
should not be overlooked that very 
quick shifts in merchandise and in 
prices will be the order of the day 
for a long time to come. 

All the predictions I have made 
are based on the working of a nor- 
mal economy. I therefore must 
call attention to the fact that the 
Government is likely to step into 
the picture and do all it can to 
cushion the shocks as they occur. 

Government intervention, espe- 
cially where tax money is used to 
bolster our economy, may tend to 
ease some special situation, but the 
principle is unsound and its bad 
effects will be cumulative and, in 
the long run, will only tend to in- 
crease our difficulties. It’s the old 
story of getting something for 
nothing. 

It is realized that any forecast 
under present conditions is dan- 
gerous because we have a Social- 
istic government to deal with and 
no one knows what it will do if 
political expediency dictates. 

We all know that the only result 
of the “pump priming” policy of 
past years has been to advance the 
country in the direction of bank- 
ruptcy and we also know, that un- 
less sanity can succeed insanity, 
the chances are that more billions 
of tax money will be squandered. 

Should this occur, or should our 
masters decide to dictate what we 
can make during the post-war peri- 
od, the price at which we must sell, 
and the profit we are allowed to 
retain, as is now being done in 
some cases, then all our calcula- 
tions must be abandoned and our 
only alternative would be to throw 
ourselves “on the mercy of the 
Court.” 
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ON AVAILABLE GOODS 


Hits the $2,500 Mark 


With School Supplies 
(Continued from page 82) 


in a wide variety of grades priced 
as high as $5, although dollar 
sellers are the fastest movers. 

Two weeks prior to the opening 
of school, and usually for the first 
week of school, window display 
space is given to school supplies. 
Commenting on this department, 
the average stock of which has a 
cost price of about $700 to $800, 
Mr. Turner says, “Many sales are 
on impulse in this section but 
there is considerable repeat busi- 
ness. At Christmas time we put a 
large display of stationery in a 
window. Writing paper is a gift 
item the year "round. If you don’t 
sell your stock of writing paper at 
Christmas time you sell it other 
times during the year and we don’t 
make a practice of putting in lines 
for Christmas that we don’t sell in 
other seasons.” 


Saddles and Harness 
Build Profits 


(Continued from page 75) 


growing state, and this helps cre- 
ate the demand for harness which 
the store sells in quantity. In fact 
the concern started out more than 
a half century ago as a “horse 
collar and plow point store” and 
it has retained some of this flavor 
of mule flesh ever since, although 
being modernized in keeping with 
the times. The harness room is in 
the back and mule buyers and 
horse traders gather there and 
swap stories by the hour at times. 

Horse shows and mule sales are 
held in Pulaski several times a 
year and the Abernathy store, as 
well as other merchants, give 
prizes in order to encourage the 
showing of fine stock. Buyers and 
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others come from miles away to 
these shows and the United States 
Government has been a _ heavy 
buyer of mules in the past couple 
of years. Some of these buyers 
after they go home later send back 
orders to Abernathy for saddles 
and tourists coming through and 
seeing the saddles in the show win- 
dow sometimes buy. Normally the 
store carries a variety of styles 
and prices to suit most all types of 
customers. 

Although the tractor is replac- 
ing the mule somewhat, and thus 
hurting the harness business, Mr. 
Abernathy expects the saddle busi- 
ness to be good for a long time to 





come. Most of the buyers are those 
who have a love for horses and 
like to ride them for outdoor re- 
laxation and recreation. Some of 
the saddles bought are as fine look- 
ing as the horses themselves. In 
fact, “you never put a sorry saddle 
on a fine horse,” says Mr. Aber- 
nathy, who is quite an authority 
himself on both horses and har- 
ness. 





THERE ARE NOW nine federal 
agencies granting credit to farmers: 
four permanent and four temporary 
agencies under the Farm Credit Ad- 
ministration, plus the Farm Security 
Administration. 








HOMER G. SNOOPSHAW says: 


“We're showin’ folks that Burgess war bat- 
teries give Freedom of Speech to the boy 
with a ‘Walkie-Talkie.’ Ads like this show 
your customers why homefront batteries 


are scarcer ’n hensteeth.” 


His message must get through! Lack of a “Walkie-Talkie” battery 
might mean death. . . not for one man but for thousands! The very dry 
cells that normally go into farm radio batteries now supply the vital 
voltage for ‘“Walkie-Talkies.” That means limited 
supplies “over here,” so use your available Burgess 
Batteries sparingly ... handle them carefully as eggs. 


BURGESS BATTERIES 


IN THE NATION'S SERVICE 
On the Fighting Front — On the Home Front 


BURGESS BATTERY COMPANY, FREEPORT, ILLINOIS 











A‘ increase in the authorized 
capital stock from $500,000 
to $1,000,000 was approved through 
a resolution unanimously adopted 
by stockholder members at the 34th 
semi-annual convention of the Amer- 
ican Hardware Supply Co., dealer 


aan wholesale firm, during the The firm’s sales during the first half 
ae Sao held at the com- of the current year were more than 
pany’s headquarters, 41-43 Terminal $1,600,000, showing an increase 
Way, South Side, Pittsburgh, Pa., over the same period of last year of 


on July 24 and 25. The current sub- 23 per cent. 
stantially larger sales volume of the 
company made the authorized in- 


Attendance at the meeting was as 
large as for any convention in the 
crease in capital stock advisable. company’s history, more than 400 



















































ae 


Would you t ade places with Him? 


Between the living standards of the American Farmer and the old-world 

pecsnas lies six generations of progress ... . 150 years of American 
ree Enterprise. 

The desire for better living and working conditions on American farms 

was met by the tractor, the combine, the corn picker, the cotton gin . . . 

all products of American Free Enterprise. 

With 6% of the world’s population, 7% of its land area, America has 76% 

of the world’s automobiles, 58% of the telephones. We have more ma- 

chines, and use more mechanical power than all the rest of the world 

combined. 

American Free Enterprise has created successively higher standards of 

living for all Americans. The luxuries of the rich have me the neces- 

sities of the poor in each succeeding decade. It has made us the richest 

and most envied nation on earth. 

Yes, American Free Enterprise has grown this nation into long pants . . . 

-y created more jobs and more prosperity than any other system known 

man. 


Shall we preserve it? 


“We shall nobly save or meanly lose, 
the last best hope on earth.”’— Abraham Lincoln 


When we entered this great world war, the people of America turned over 
to their leaders unprecedented powers. The transaction was a loan... 
but there are those today who regard it as a deed. 

By their words . . . and their acts . . . they envision a government that 
will go right on controlling production, fixing prices and allocating man- 
power long after war’s emergency has ended. 

We in America have a Constitution and a Bill of Rights. Our Constitu- 
tional freedom was erected upon, and has been sustained for 150 years, 
by American Free Enterprise. 

But, the present possession of liberty and Free Enterprise is no guarantee 
of the continuance of either. It is our freedom .. . ours to neglect, to 
lose . . . or to preserve. 


KEYSTONE STEEL & WIRE CO. [| sis sdvertisomont is 
PEORIA 7, ILLINOIS A. ~ 1) 
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American Hardware Supply Co. 
at Mid-Year 















CHARLES W. SCARBOROUGH 
President 


members, exhibitors and guests 


being present. Nearly 70 manufac- 
turers displayed lines of available 
merchandise in the exhibition held 
in conjunction. 


The Opening Session 


At the opening business sessiun 
on Monday evening Charles W. Scar- 
borough, president of the company, 
welcomed members and guests and 
said that he was glad to report con- 
tinued improvement in the com- 
pany’s progress. He pointed out 
that the floor space occupied by the 
firm’s offices had just been enlarged 
one-third to facilitate the more ef- 
ficient handling of office matters, 
and that the organization had been 
very successful in adjusting its oper- 
ations to wartime conditions. 

William M. Stout, general man- 
ager, assisted by H. Leslie Gould, 
director of sales, conducted the tra- 
ditional “Platform Sale,” during 
which a large quantity of special 
merchandise offerings were quickly 
sold. Guests introduced by Mr. Stout 
were Frank F. Whittam, general 
sales manager, John Lucas & Co., 
Philadelphia; Russell J. Downs, pro- 
visional sales manager, John Lucas 
& Co., Philadelphia, and J. M. Wit- 
ten, Harpware Ace, New York 
City. 

E. A. Hastings, treasurer and as- 
sistant secretary, presented the com- 
pany’s financial report and urged 
member dealers to maintain sub- 
stantial cash reserves in order to 
be in a position to increase their 
inventory during the post-war peri- 
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Dealer Meeting 





WILLIAM M. STOUT 
General Manager 


od, thus enabling them to take full 
advantage of the sales opportuni- 
ties. 

Hugo Weyrauch, vice - president 
and general manager, National Mfg. 
Co., Sterling, Ill., emphasized the 
need for better salesmanship in his 
address. He pointed out that “The 
more effectively you can tell — the 
more effectively you can sell.” He 
also stressed the importance of pur- 
chasing quality merchandise, saying 
that it costs very little more to buy 
quality goods, having more salabil- 
ity, more merit and greater eye- 
appeal. 


Hardware Opportunities 


William M. Stout, general man- 
ager, outlined the wonderful op- 
portunity that hardware merchants 
will have in the post-war future and 
urged greater cooperation of dealer 
members so that they might more 
fully capitalize on the profit pos- 
sibilities. In urging members to 
participate more fully in the ad- 
vantages offered through their mem- 
bership, he said that we all must 
remember that “in unity there is 
strength.” Mr. Stout also declared 
that keen competition could be ex- 
pected in the post-war period and 
urged dealers to take the necessary 
steps now to place them in the best 
possible competitive position. 

The company now has 289 dealer 
members. Officers, directors and ex- 
ecutives of the company are: Presi- 
dent Cliarles W. Scarborough, Scar- 
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Authorizes Capitalization of Million 


borough & Klauss, Pittsburgh, Pa., 
who has served in this capacity 
since the company was organized 
in 1910; Vice-President, F. B. Post, 
Paul & Post, Washington, Pa.; 
Secretary, S. M. Wylie, Wylie Bros., 
Elizabeth, Pa. Directors are: W. R. 
Conaway, Perry Hardware Co., New 
Lexington, Ohio; Clarence New- 





comer, H. S. Newcomer & Son, Mt. 
Joy, Pa.; William R. Ritter, Ritters 
Hardware Store, Mechanicsburg, 
Pa.; J. M. Scott, W. M. Scott & 
Co., Carnegie, Pa.; Mr. Scar- 
borough; H. M. Kirk, Sr., Kirk, Hut- 
ton & Co., New Castle, Pa.; Mr. 
Post; H. D. Whieldon, Greenville, 
Pa.; Mr. Wylie. Wm. M. Stout is 
general. manager; E. A. Hastings, 
treasurer and assistant secretary; H. 
Leslie Gould, director of sales; Vir- 
gil Hall, merchandise manager; and 
Miss Beulah M. Rich, assistant 
treasurer. 











MIXES FAST... 





Glue Users like Weldwood Plastic Resin 
Glue because it’s quick-mixing, quick-spread- 
ing, quick-setting and tremendously strong. 
Glue Dealers are glad to have it on their 
shelves because customer preference makes 


it a fast-moving, high-profit item. 


Because it gives your customer results he 
wants, Weldwood Glue brings him back for 
repeat sales . . . a steady year round business 
that means a constant flow of cash into your 


register. 


Your jobber stocks Weldwood Glue, and 


can ship promptly. 


“Makes the 
glue line 
the SAFETY line’ 





55 West 44th Street 
New York 18, N. Y. 


plan. 


UNITED STATES PLYWOOD CORPORATION, Weldwood Glue Dept. 138 


Please send literature, prices, dis- 
counts, samples and information 
on WELDWOOD GLUE dealer 











10¢, 25¢ and 50¢ sizes are packed in attrac- 
tive display cartons for quick counter sale. 


Also in 1, 5, 10 and 25 Ib. cans. 


Powerful Sales Helps for Dealers 
Packages and display cartons, with a selling punch. 


¢ Counter or Window Displays, both powerful and 
practical, help make your customers stop and buy. 


Circulars in four colors packed in every carton. 


Additional quantities, imprinted with your name 


and address, available upon request. 


national magazines that glue users read. 


WELDWOOD 


PLASTIC RESIN 





Name 


Weldwood Glue is consistently advertised in the 





Address 





My jobber is 
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Your sales-service speeds up when you offer the Corbin line. Speeds up 
because back of each clear, easily-read Corbin label are screws-nuts-stove 


bolts that are full count and uniform in size and quality. 


Your turnover improves when you offer the Corbin line because cus- 
tomers like to use screws that drive straight and true — with saw-cut slots 


or Corbin-Phillips Recesses that can be depended upon. 


Corbin Screws can be one of your best money makers when you think in 


terms of store space. They pay high rent for a hole in the wall! 











Remember 
too, Corbin offers p/us 






SCREWS: Wood and Drive, Lag, Machine, 













values in screws, nuts 
make for better Hard- Tapping Machine. 







ware Business. For 
instance: 


NUTS: Machine Screw and Hex Semi- 
BOLTS: Stove and Sink. 
Also Escutcheon Pins and Chain. 


@® -CORBIN-PHALIPS aud REGULAR SLOTTED © 
















ST-9 
THE CORBIN SCREW CORPORATION 
The American Hardware Corporation, Successor 
NEW BRITAIN, CONN. Warehouses: New York, Chicago 












SCREWS - NUTS - CHAIN 












2300 Attend N. Y. 
Housewares Show 


HE Housewares Show, held July 

24-28, inclusive, in the Hotel 
Pennsylvania, New York City, under 
direction of Flo English, Hotel Penn- 
sylvania, attracted 2300 housewares 
buyers from wholesale and retail 
hardware concerns, syndicate stores, 
department stores, etc., from all 
parts of the country. More than 170 
manufacturers and their representa- 
tives displayed new items of non- 
critical materials. Delivery dates on 
even the non-critical materials items 
were for an indefinite time in most 
instances. Some manufacturers of 
appliances and other items not now 
available because of the war had 
goodwill exhibits, while others had 
sketches of post-war designs they 
are considering. One manufacturer 
of electrical table appliances showed 
several designs of items requesting 
visitors to express their preferences 
as to designs and their reasons for 
such choices, 

At a luncheon meeting of the 
New York Housewares Club, held 
during the exhibit, Leo Cherne, 
executive director, Research Insti- 
tute of America, spoke of the future 


| days before and after Germany’s de- 


feat and following the end of the 
war with Japan. Because the break 
even point will necessitate greater 
civilian production than early or 
partial reconversion would allow, 
big business organizations, which 
were first to enter war production 
and which will be the last to cease 
such production, will be opposed to 
early partial reconversion. 


Window Display 
Attracts Farmers 


FINE farm supplies window 

was shown last spring at Moon 
& Johnson’s, Austin, Minn. Promi- 
nent in the showing was a number of 
items appealing to the poultry raiser, 
such as water founts, chick feeders 
and the like. Other items shown in- 
cluded filter disks, repair kits 
sharpening wheels, etc., all of them 
fitting into the farm production 
scheme. One feature of the window 
was that all articles were named and 
prices were posted, thus inviting in- 
spection by farmers. 


ACCORDING to a recent study 
released by the Citizens National 
Committee, more than $24 billion of 
government funds has been put into 
approximately fifty government en- 
terprise. ' 
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The Kruse Hardware Co. is a present source of service and supplies to the 
people of McHenry County, Illinois, and has been for almost half a century. 
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Bottled Gas Brings Profits and 
Steady Customers to Kruse 


f the residents of 


upper McHenry and Lake coun- 
ties in Illinois, the Kruse Hard- 
ware Co. of Richmond, IIL. is the 
source of practically everything 
they buy except headache pills and 
groceries. It is the local, depend- 
able repair station for anything 
used in the home and when the 
home itself needs repairs one of 
the Kruse staff jumps into a truck 
and goes out and does the job. 

In addition to selling hardware, 
the store is the local plumber, tin- 
smith, oil burner installation cen- 
ter, electrical contractor and sup- 
plier of “bottled” gas. 

All of this is not of recent ori- 
gin. The late Charles Kruse set- 
tled in the community and opened 
the business in 1896 and soon his 
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Richmond, IIl., firm has over 400 
customers who use it and expects 
to double business in-line three 
years after the end of the war 


presence was being felt in thé 
growing community. By 1920 the 
firm was known far and wide and 
Mr. Kruse, who was getting a lit- 
tle tired of working so hard, re- 
tired, called his staff together and 
told them from then on it was go- 
ing to be a partnership. They were 
to be in as partners and he hoped 
they would do a good job as he 
was just going to sit back and 
watch. 

What he saw from 1920 to 1939 
when he died was well worth 
watching. Today if you ask resi- 
dents as far as 20 miles away 


where they think it might be pos- 
sible to buy such items as repair 
parts for milking machines, grass 
seed, toy wagons and paint re- 
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Most service calls on bottled gas accounts consist in removing empty 
cylinders and putting in full ones as Partner Frank Buchert is doing. 
The rubber-tired “dolly” helps in handling these 200-Ib. full cylinders. 


mover, the answer is always the 
same: 
° “Why don’t you try Kruse over 














“SQUARE BRAND“ 
Means a Square Deal 


Every item in the “Square Brand” line is sturdy, 
substantial, dependable . . . true to the 71-year-old 


Covert tradition . . . which takes more than a war 


to change. 





COVERT 


in Richmond? He’s got just about 
everything—if he hasn’t got it, 
he’ll tell you where to get it.” 


William Westmont, the partner 
who runs things from inside the 
shop, came off a farm 30 years ago 
to work in the store. He knows 
what farmers want. 

“The cream of this business,” 
Mr. Westmont says, “is the 400 or 
more accounts we have who use 
bottled gas. We’ve had our pres- 
ent franchise more than 10 years 
and before that we had a franchise 
with another company for several 
years. 

“In the first place, the account 
starts out with a profit. We'll sell 
either a range or a refrigerator or 
a hot water heater, maybe a milk 
can sterilizer or a gas brooder, 
too, and install the gas system to 
go with it. 

“From then on that customer is 
a business friend with whom we do 
business at regular intervals. They 
depend on us for their fuel and we 
try to deliver it in such a way that 
they never even think about it. 
They just turn on the gas and use 
it and it never runs out. It is logi- 
cal that when they want something 
else they come to us.” 

There are plenty of “something 








YOU CAN DEPEND ON IT! 


We could probably turn out much more Covert Harness Hard- 


TROY, NEW YORK 


MFG. 


ware if we’d skimp some on quality. But that has never been 
the Covert way ... and we’re sure you'd 
rather we wouldn’t start now. So, while pres- 


ent limitations exist, we’ll keep on making as 


much full standard hard- 
ware as we can, and share 
it fairly with all the trade. 
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, is market TODAY! 

: Sells well as a hardware item. It is not just an 
do aa, : ordinary cement. “Spee-Dee” Utility Cement is 
hey -00O—Half Pint waterproof, flexible, transparent. It is used for [ 

$1.50 — Full Pint patching grain sacks, binder canvases, tents, | 
we FOR IMMEDIATE DELIVERY awnings, tarpaulins, leather goods, splicing belt- 
hat Sat Aedes Kendo Discount 40% ing, and for repairing crockery, chinaware, cellu- 
it. 5.0.8. MYC. TERMS 2/10 loid, wooden articles and many other materials. 
Reb ak See If your jobber cannot supply you, write for near- 
use est distributor’s name. 
g1- 
ing JACKSON OF LONDON PRODUCTS OWOSSO PRODUCTS COMPANY 
Manufacturers of "Spee-Dee" Products 

| 15 WEST 5ist STREET, NEW YORK 19, N.Y. OWOSSO, MICHIGAN 
ing MADE IN U.S.A 

elses” to come to the Kruse Hard- 

ware Co. to get, as the writer saw 

in a glance around the store. Mr. 

Westmont and his daughter, who 

is one of the clerks, were selling 
" rubber heels, kitchen and bath fur- 

niture, milking machines, porch 
1 


swings, paints, auto supplies, elec- 
i tric fans and irons and farm and 
garden tools. 

It was explained that the other 
partners were out in the four 
’ trucks making deliveries and re- 
pairs and installations of new 
equipment. They are J. Wallace 
Kruse, son of the founder, R. G. 
(Dick) Richardson and Frank 
Buchert. Three other drivers assist 
in this work. Dick Richardson’s 
daughter is also employed in the 
store as a clerk. 

The 400 of McHenry County 


(business, not social grouping) 








: Service calls are not many and usually consist of nothing so serious 
use about 120,000 lb. of cylinder that a two-minute adjustment won't remedy. Partner J. Wallace Kruse is 
gas per year. On the list there are shown explaining that a clean range operates much more efficiently. 


customers who use only a few cyl- 
inders a year and some who use 


many more. M. E. Fox, of the and that of Norman Scott, the vis- In the main, however, the gas 
Fox Brewing Company, raises tur- _itor finds six cylinders of gas business is done with farmers and 
keys for the market on his Lake hooked up to the gas poultry “fringe-of-the-town” residents who 
County farm home. At this farm _ brooders. have a range, refrigerator or hot 
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Less fatigue 
easier work 


a angen 


24 ality 


Peak war production — man- 
power shortages—today make 
it more important than ever to 
produce more work with less 
help and less fatigue. Vaughan’s 
scientifically designed, quality © 
built tools are found in every 
branch of industry today. In 

the production of each tool ra 
there is over seventy-five years 
of tool making experience — | 
your assurance of top quality | 


at no premium in cost. 





t| 
Aj 
It Always Pays to 
Buy A Good Tool 
ynell 
. Buel | 
RING o | 
gact % 
Chicago, illinois | 
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water heater, or perhaps all three. 

On post-war business Mr. West- 
mont is a pessimist, He doesn’t 
expect his gas business to be dou- 
bled the first year after peace. He 
thinks it will take three years for 
it to double and then it will keep 
on multiplying. 

“There are about 2,000,000 
homes in the United States using 
liquefied petroleum (bottled) gas,” 
he explains. “Prior to the war 
there was a growth of about 300,- 
000 homes a year, which means 
that if peace came on Jan. 1, 1946, 
we gas dealers would have a back- 
log of about 1,500,000 potential 
new customers who have been 
wanting gas installations since the 
limitation erders were issued, plus 
a lot of replacements to be made 
on equipment we sold in the past. 


“All this business will probably 
be there and waiting, but I don’t 
believe it is going to be possible 
to do it all at once and I don’t 
think it would be healthy for the 
economy of this country to do so. 
It would be better to spread it 
out over a longer period, so we 
don’t have a big slump when the 
backlog is taken up. 

“Then, too, we think that a 
sellers’ market is not healthy for 
our business. For too long a time 
we've been moving goods out of 
stock before we’ve had time to 
open the packages and crates. It 
might be better for our whole fu- 
ture if we had to do a little hard 
selling for a while, instead of just 
being a place where people come 
to buy.” 





Employees Take Over Store Management 
For a Month 


(Continued from page 77) 





A typical window display of the Turner Hardware Co. 


his own lines as attractively as pos- 
sible. In this way, many items of 
merchandise not usually shown in 
the windows were placed in the 
limelight, and the public had a 
chance to see the wide variety of 
lines we carried. The plan aroused 
great interest, both in the store and 
among customers. The result was 
that sales were brisk during the 
entire period of the campaign, the 
quota for the month was met, and 
a net increase of 331/3 pér cent 
over the sales for the same period 
of the previous year was chalked 


up, and the top of the bulb was 
blown off in great shape.” 





The Income Tax 


HE income tax was first sug- 

gested in the United States dur- 
ing the War of 1812 as a means of 
raising revenue for that war but was 
not adopted at that time. The first 
income tax law was enacted on 
August 5, 1861 which provided a 
levy of three per cent on incomes 
between $800 and $5,000; the tax 
was then seven and one half per cent 
on incomes up to $10,000, and 10 per 
cent on incomes in excess of $10,000. 
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Just Among 
Ourselves 
(Continued from page 70) 

000 was paid out in patronage 
dividends. That is a lot of 
profit money to go untaxed and 
this is only one Co-op unit’s 

record. 

Whole and retail hardware 
associations have often dis- 
cussed the competitive threat 
of the Consumer Cooperative 
movement, have passed reso- 
lutions on the tax phase and 
have in a few cases, attempted 
to stimulate legislation impos- 
ing proper taxes on Co-op 
profits or margins. But—the 
action has not been sufficiently 
militant or widespread. And 
militant action is required, 
through individual and organ- 
ized effort and support from 
and to all others interested- 
and quickly. Each year the 
political potency of the Co-op 
movement increases. These or- 
ganizations are fully aware of 
the tax threat and will fight it. 
and they will not be “push- 
overs” in the fight to levy any 
tax on their operations. 

Members of Congress and 
state legislatures, plus candi- 
dates for such offices should be 
contacted immediately by 
hardware wholesalers and re- 
tailers. as individuals and 
through their organized local. 
state and national groups. In 
cooperation with individuals 
and organizations in other af- 
fected fields of distribution. 
and with the National Tax 
Equality Association (subject 
to any investigation hardware 
groups may wish to make of 
this new unit) a coordinated 
fight could force action by 
federal and state legislators 
because. to date, tax-paying 
profit system distributors are 
still in the numerical majority 

-but they must be more artic- 
ulate and more aggressive. 

At the present serious stage 
the situation requires less dis- 
cussion and “resoluting” and 
more sweat and action! 
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from closely guarded technical 
war assignments...to peacetime 








adaptations 


ROYAL’s production of urgently needed 
war goods is engineered for military 
uses where there can be no compromise 
with either quality or precision. 


Out of such improved research and 
mechanical skills will come still better 
wire, better fuses, better Christmas 
lighting, better cord assemblies .. . 
a superior “ROYAL” line. 














Remember ROYAL — 
a good name to 
“go buy” 





ELECTRIC COMPANY, INC. 


95 GRAND AVENUE - PAWTUCKET, R. I. 


Post-War Wholesaling 


Shortage of manpower and merchandise, due 
to war, forced certain labor saving practices 
which should be continued. If retailers will co- 
operate in buying larger quantities of fewer 
items distribution costs can be lowered. 


By C. J. WHIPPLE* 
President, 
Hibbard, Spencer, Bartlett & Co., 
Chicago, IIl. 





C. J. WHIPPLE 


i every time 


one picks up a newspaper or maga- 
zine these days you have an oppor- 
tunity to read of some one’s post- 
war plan. What I am going to say 
about post-war wholesaling isn’t a 
post-war plan. It’s merely a recital 
of some things we have recently 
learned in our company and how 
we expect to fit them in to our own 
program. 

During the last year or more, like 
most wholesalers (to say nothing of 
retailers) we have been faced with 
two main problem . . . shortage of 
merchandise and shortage of man 
power. 

Because we didn’t have the goods 
and because we didn’t have the peo- 
ple, we have been forced to do 


things to save labor that I think . 


we should continue to do when the 
emergency is over. 
In the past, our method of opera- 


*An address prepared for the NRHA 
Chicago Congress which was canceled. 
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tion was strictly a /a carte. You 
picked out what you wanted and 
if we didn’t have it you secured it 
somewhere else. Our bill of fare 
contained over 60.000 items only a 
few years ago, and we catered to 
every whim and prejudice. There 
is nothing the matter with that kind 
of service if your competitors fol- 
low the same practice. I think I 
should make clear that by compe- 
titors I mean other stores of the 
syndicate or chain variety. But when 
some one comes along and concen- 
trates on the “Blue Plate Special” 
we begin to wonder about the rela- 
tive advantages of a /a carte and 
table dhote. 


Saving Manpower 

I can state positively from recent 
experience that much man power is 
saved if you will take it the way we 
dish it out. As an example of what 
1 have in mind, in one week recent- 
ly at one of our warehouses we re- 
ceived 13 carloads of merchandise. 
On 10 of these cars we had orders 


on hand for the entire carload and 
marked up the goods on our receiv- 
ing platform and never had to take 
it into stock at all. It is easy for 
anyone to figure the tremendous sav- 
ing in man power and also in time 
when we can handle merchandise in 
this way. It also makes us realize 
that in the future we should not 
lose this advantage and, with the co- 
operation of our dealers, these sav- 
ings should be continued. The same 
saving applies to office routine, bill- 
ing, pricing, extending, etc. 

Just why should there be 60,000 
items on the bill of fare? To find 
an answer to that was one of the 
main reasons for our starting stores 
of our own. The answer we found 
was that the consumer never need- 
ed and never wanted the variety. In 
our largest store we have in the 
neighborhood of 7500 items, but our 
average is less than 6000. The fig- 
ures mentioned are pre-war and do 
not refer to present stocks. And our 
managers do not complain of lost 
sales through lack of variety. 


Fewer Man Hours 


When I go through a wholesaler’s 
stock room, I know who his friends 
are. The same is true of a dealer. 
It’s pleasant to do business with 
your friends if they have the right 
merchandise in the right price lines 
but when they fail to keep abreast 
of the times and insist on doing 
things just as they have always done 
them, it is time to “stop, look and 
listen.” | think your problem and 
mine is to devise ways and means 
of getting merchandise from maker 
to user with fewer man hours. High 
wages will probably continue but 
our competitors have the same scales 
so have no advantage there, but if 
they have a method that takes less 
work it’s a handicap that must be 
met. From the wholesaler’s stand- 
point, the cost of doing business 
varies inversely with the size of the 
transaction ... the larger the quan- 
tity, the less the expense when ex- 
pressed in a percentage of value. 
Obviously, small quantities increase 
the cost of doing business but small 
quantities can be eliminated by the 
average sized dealer only if he re- 
duces his variety. This small quan- 
tity matter also applies to the whole- 
saler’s buying as well as the retail- 
er’s. If the wholesaler orders in 
small quantities, the manufacturer 
has to assume the additional ex- 
pense that is involved and, of course. 
has to reflect the added cost in his 
price. 

We have already put into prac- 

(Continued on page 159) 
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er WE ARE PROUD TO ANNOUNCE 
i THAT THE 

: ARMY-NAVY “E” 

= WAS AWARDED TO US ON 
: JULY 12, 1944 
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he , 
. PLASTIC & DIE CAST PRODUCTS CORP. 
<a ROY L. PEAT, President 
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Theo. Suennen New NRHA President 


—Succeeds Harry D. Kaiser 


Dan Billmans elected vice-president and R. H. Westbrook 
is new director. Elections held at Indianapolis, Ind., meet- 
ing of Board of Governors which took place of cancelled 


Chicago Congress. Board commends 


Donald Nelson's 


plans and policies for increasing the production of essential 
civilian supplies. 


Retiring President Harry D. 
Kaiser and Mrs. Kaiser and 
the silver service which 

was presented to them. 


c— SUENNEN of 


Hudson, Wis., was elevated from the 
vice-presidency of the National Re- 
tail Hardware Association to the 
presidency of that body on July 26, 
1944. He succeeds Harry D. Kaiser 
of Philadelphia. Dan Billmans of 
Minneapolis, Minn.. is the new vice- 
president and R. H. Westbrook of 
Riverside, Cal., is the newly elected 
member of the directorate. Other 
officers are listed elsewhere. These 
selections took place at the annual 
meeting of the NRHA Board of 
Governors at Indianapolis, Ind.. 
which took the place of the sched- 
uled Chicago Congress cancelled in 


deference to the urgent request of 
O.D.T. 

Retiring president Kaiser, newly 
elected President Suennen and Map- 


NRHA OFFICERS 


THEO. SUENNEN 
President 






DAN E. BILLMANS 
Vice-President 





RIVERS PETERSON 
Managing Director 








aging-director Rivers Peterson spoke 
on past and future programs of the 
organization. 

The board went on record com- 
mending the policies and plans of 
Donald M. Nelson, WPB chairman, 
for increasing the production of es- 
sential civilian supplies as materials, 
manpower and plant facilities be- 
come available and such production 
can be undertaken without interfer- 
ence with successful prosecution of 
the war. This commendation further 
stated: 

“We believe that the different 
procedure advocated by others 
will cause pools of unemploy- 
ment as needs for war production 
slacken and will unnecessarily de- 
prive our farmer customers and 
other consumers of supplies and 
equipment which they greatly 
need. 

“We suggest that the officials 
of the thirty-seven state and re- 
gional associations affiliated with 
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PLUMBERS ENEMY 


On Its Triumphal Coast-to-Coast March! 





R.S. JONES 


ELLING at the rate of 30,000 a year in 
just a few Western States after only a 
year on the market, the Plumbers Enemy 
is now available in quantity—available to 
you. 

That it is a highly practical device is 
indicated by its use in Army and Navy 
camps, hospitals and aboard ship. Hun- 
dreds of restaurants, hotels and thousands 
of households find it indispensable, a great 
money-saver. 

The Plumbers Enemy consists of a spe- 
cially designed heavy rubber “cup” molded 
to provide a tight seal to any drain open- 
ing from 34," to 4”, and a 3 ft. length of 
special heavy industrial rubber hose which 
withstands hot water and soap and pres- 
sure up to 150 Ibs. The “cup” may be 
reversed and used as a suction-pressure 






The Plumber is a good fellow; buf our 





godget's nome attracts the buying public! 


pump for dislodging lint and hair. The 
other end has a durable faucet adapter for 
attachment to unthreaded faucets. Provi- 
sion for hose extension or connection with 
threaded faucets is a standard 5%" brass 
hose coupling as shown in the illustration. 
Net shipping weight is 2 Ibs. 

Operation of the Plumbers Enemy is 
simple. Anyone can easily hold a tight seal 
against water pressure sufficient to clear 
out stubborn drain stoppage. And water 
pressure, as it may be applied with this 
device, certainly does a fast and thorough 
flushing job! 

Display of the Plumbers Enemy will pro- 
duce tremendous response from your cus- 
tomers. A Counter Card and supply of 
Folders is free. The price is $3.50, with 
very profitable jobber and dealer discounts. 


Drain Unstopper a “Hit” with the Public 
Lively Profit-upper for the Dealer! 






























Yu=-Re-Nv .. . self-Vulcanizing Rubber Synthetic Repair Material 













and aluminum wire. Several coats of Yu-Re- 
Nu form a thick, homogeneous, durable 
patch. Yu-Re-Nu resists water, oil, grease, 


HERE’S another very popular product of 
R. S. Jones and Son. Yu-Re-Nu permanently 
repairs leaks and fills cracks in all rubber 





ry articles. It also rubberizes fabrics, cements gasoline, battery acid, heat and cold—keeps BATTERY 
5 soors rubber to metal or wood ; rejuvenates electric wot water rubber articles serviceable, saves money. In T 
wire insulation and preserves insulation on BOTTLES Display Cartons of twelve 2-oz. bottles, 
new wire; prevents battery cables and termi- priced 50 cents per bottle, packed 2 cartons 
nals from corroding; insulates bare copper SS to a shipping case; net shipping weight, 8 lbs. 
Profitable discounts to dealers and jobbers. 
PHEUMATIC (CE BAGS Cloves 
MATTRESSES 


Manufactured by 


R. S. JONES AND SON, San Gabriel, California 
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double protection 
for fighting hands! 


A special BOSS Insect 
Glove for disease prevention 





Our fighters in insect-infested lands throughout the 
world must have work gloves that will give hand 
protection from insect bites and also stand rough 
wear. Boss always meets the Services’ great demand 
for work gloves first. But we assure you a fair share 
of the remaining supply through carefully established 
allotments to our distributors at regular intervals. 


The Boss Manufacturing Company, Kewanee, Illinois. 


WORK GLOVES ARE WAR GLOVES! 





Paper Packs a War Punch 
Help Increase the Supply Through Salvage and Conservation 





our national organization transmit 
copies of this statement to their 
respective representatives in Wash- 
ington and urge such representa- 
tives to support the announced 
plan of Chairman Nelson for re- 


NRHA BOARD 





EARL DEAN 
Director 





LOUIS E. HILL 
Director 





W. C. JUDSON 
Director 
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conversion to production of ci- 

vilian supplies.” 

The board also passed two ap- 
propiate memorial resolutions honor- 
ing the memory of Charles F. Free- 
man, secretary of the Connecticut 


OF GOVERNORS 





CARL A. MILLER 


Director 
O 0 





J. D. REYNOLDS 


Director 





JOHN T. SKOLFIELD 
Director 
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ADMAT.....0 CHICK FEEDER 


There are added sales for you in this 
new, practical idea. Tt is sturdy, long- 
lasting wood fibreboard, waxed to repel 


a better * job, in 


Write 


moisture and does 


many ways. than a metal feeder. 


for samples today! 


e NO CLEANING. . . 
e NO METAL... priority-free. Less weight, low freight rates. 


e NO WASTE. . 


you just replace them they're inex pensive, 


. ,. . 
. conserves nation’s metal, saves customer's feed. 


ATi 


FEEDER 


MANUFACTURED BY ADMAT, LTD. vt. 
DONHART SALES, LTD. 
(MOBILE) ALABAMA 









= . 
CHICK 








Sales Agents: 
CRICHTON 


AFTER THE WAR 


_ Fier 
MHARTLINED 


\, alae. 
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Gleaming finish gives 
strong sales appeal to 
Johnson XLO Music 
Wire which comes 
to you attractively 
packaged in units 
of '/, Ib., '/p Ib., | Ib., 
and 5 lb. packages, 
also in catchweight 
coils. Wire sizes .003" 
to .200" diameter. 


Stocks in Worcester, 
Akron, Atlanta, 
Chicago, Los Angeles 


S 


@] 
aah rit 


ON 


XLO 


JOHNSON STEEL & WIRE CO. INC. 


WORCESTER 1, MASSACHUSETTS 





ANGE 





View Desigus Ufltr bidloty/ 


Whenever pressure re- 
laxes on urgent war 


é 


designers and engineers are develop- 


assignments, Amerock 
ing new features and new patterns 
that will lift your post-war cabinet 
hardware sales to new heights. The 
design leadership established by 
Streamlux (shown above) and other 


Amerock patterns is 


finer quality and appearance to come. 
Hundreds of your customers al- 
ready have the urge to build or 
remodel. This desire for something 
new and better will enable you to 
cash in fully with Amerock hardware 
as soon as materials are available. 
Your jobber’s specialized knowledge of buying 


is at your service. By making full use of it, 
you can devote more of your 





your assurance of even 


valuable time to planning for 
increased sales. 


AMERICAN CABINET HARDWARE 


ROCKFORD, 
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ILLINOIS 








| Hardware 


NRHA BOARD 





R. H. WESTBROOK 
New Director 


oo. @ 





CHESTER E. YOUNG 
Director 


Association and Joseph 
V. Guilfoyle, managing-director of 
the Southern California Association. 
both of whom died within the past 
vear. 


The Board of Governors 


The full membership of the 
NRHA Board of Governors elected 
on this occasion is as follows: 

President, Theo. Suennen, Hud- 
son, Wis.; Vice-President, D. E. Bill- 
mans, Minneapolis, Minn.; Manag- 
ing Director, Rivers Peterson, Indian 
apolis, Ind. , Directors: Earl Dean. 


York, Nebr.; Louis L. Hill. Post- 
ville, Iowa; W. C. Judson, Big 
Rapids, Mich.; Carl A. Miller. 
Kendallville, Ind.; J. D. Reynolds. 
Carthage. Mo.: John  Skolfield. 
Gardiner, Me.: R. H. Westbrook. 
Riverside, Cal.; Chester Young. 
Fairview, Okla. 

Advisory Committee: Harry D 


HARDWARE AGE 











OF 


Kai: 
Her 


billi 
year 
947, 
to $ 
war 
fede 
$97 


has 
agri 
Far. 
193: 
ame 
the 


AU 





Joseph 
‘ctor of 
ciation, 
he past 


ors 


ot the 
elected 


. Hua- 
E. Bill- 
Manag- 
Indian- 
Dean. 
. Post- 
1, Big 
Miller. 
ynolds, 
olfield. 
brook, 


Young. 


ry D 











A. E. HERRNSTEIN 
Advisory Committee 





THOMAS K. RUFF 
Advisory Committee 


Kaiser, Philadelphia, Pa.; A. E. 
Herrnstein, Chillicothe, Ohio; Thos. 
K. Ruff, Columbia, S. C. 


Federal Expenditures 
OTAL Federal Government ex- 


penditures were less than $5 
billion yearly up until 1934, in that 
year federal expenditures were $5.,- 
947,000,000 and increased gradually 
to $9,445,000,000 in 1940. Since then 
war expenditures have increased 


federal expenses to an estimated 
$97 billion in 1944. 


THE FEDERAL GOVERNMENT 
has extended over $9 billion of 
agricultural credit to agencies of the 
Farm Credit Administration since 
1933. More than one-fourth of this 
amount remained outstanding at 
the end of 1943. 
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TARPAULINS 


OL, Covers, 
Machinery Cover 


ry 


‘ Covers for Crops 


in ¢ he 7 teld 
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It will be a long time before farmers can replace barns and stor- 
age buildings. In the meantime they need to protect their crop» 
from weather and dirt. Harvested feed grasses, such as alfalfa, 
clover, hay, etc., deteriorate when left to the mercy of rain and 
snow. Farmers should protect their crops and farm machinery 
stored on the outside with Fultex Waterproofed Tarpaulins. 
Fulton Bag & Cotton Mills, established in 1870, also manufacture back 
bands, cotton twine, tarpaulins, truck covers, tents and other canvas items. 


WRITE ‘DEPT. H A‘' FOR INTERESTING DEALER PROPOSITION 


FULTON BAG & COTTON MILLS 


Manufacturers since 1870 


St. Louis 
New Orleans 


Dalias 
Kansas City, Kan. 


Atlanta 
Minneapolis New York 











Dazey Senior Can Opener, 
Model No. 60 


SOON .. We Hope.. 
THERE’LL BE MORE TO GO ’ROUND 


To help Wholesalers and Retailers meet the huge national 
demand for a “Dazey Can Opener”— and other Dazey 
Kitchen Helps — we are exerting every legitimate effort 
to get materials released for civilian use . . . Just how soon 
enough will be obtained is a question we cannot answer 
now. But, rest assured that we will keep you folks in the 
trade regularly informed of our progress. 


DAZEY CORPORATION 
WARNE AND CARTER AVES. « ST. LOUIS 7, MO. 
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MIAMI 


WOOD CABINETS 





Show. Bathrooms 
to. Advantage 


Miami Wood Bathroom Cabinets are 
smartly modern in every detail—of trim, 
streamlined beauty, with mirrors framed 
in steel (by permission of WPB). These 
attractive Wood Cabinets, now avail- 
able in quantity, are doing a real war- 
time job... “filling the gap” left by 
discontinued production of Miami Metal 
Cabinets for the duration. 
Write Dept. HA far details 


3 ATTRACTIVE 
CABINET MODELS 
The MIAMI Line 


consists of three 
smartly designed, 
completely 
equipped wood 
cabinet models, 
Cabinet bodies are 
made of kiln-dried 
hardwood, with 
joints double- 
locked, glued, and 
tenoned; door 
back of moisture- 
proof composition 
board; mirrors 
framed in STEEL, 
finished to match 
cabinets. 





No. 103W 


WOOD-FRAMED MIRRORS 


Available in six 
sizes. Mirrors are 
No. | plate glass 
with hardwood 
frame; mirror 
back of Carey 
Utilizit Board; 
finished in three 
coats of baked- 
on white eramel. 








MIAMI CABINET DIVISION 
The Philip Carey Mfg. Company 
MIDDLETOWN, OHIO 











By L. W. MOFFETT 


Washington Representative 
of Hardware Age 


* 


THE USE OF CHROMIUM- 
PLATED STEEL for heat reflectors 
in radiant reflectors is permitted by 
Order L-23-c, according to an interpre- 
tation of order L-23-c issued recently by 
WPB. The interpretation was made to 
eliminate confusion in the industry, 
WPB said. Some manufacturers did 
not know whether restrictions prohibit- 
ing the use of chromium-plated steel for 
trim and “bright work” also barred its 
use in heat reflectors. Since the use of 
any substitute material for heat reflec- 
tors would result in high floor tempera- 
tures and an increased fire hazard, it 
was decided that chromiumplated steel 
should be permitted for these reflectors, 
WPB said. 


~~ PF 


TO MEET DEMANDS OF PUB- 
LIC UTILITY COMPANIES and 
the REA for household meter boxes, the 
WPB Knife and Enclosed Electric 
Switch Industry Advisory Committee re- 
cently recommended that such boxes be 
removed from Order M-126, which pro- 
hibits their manufacture. The group 
urged that this action be taken as soon 
as feasible. At the same time it was sug- 
gested that WPB consider permitting 
the fabrication of combination electric 
meter enclosures and service entrance 
equipment; such manufacture is now 
prohibited by Order L-315. 

During the committee’s discussions, 
it was pointed out that WPB’s General 
Industry Equipment Division has re- 
ceived complaints about the inadequacy 
of the AA-4 preference rating assigned 
to distributers for obtaining knife and 
enclosed electric switches on Form 
WPB-547. WPB’s Wholesale and Retail 


* 


* 


Trade Division explained that it will 
allow distributors a 60-day inventory 
of safety switches on the AA-4 rating. 
However, committee members called at- 
tention to the fact that only part of the 
manufacturers are able to supply 
switches on this rating. While the com- 
mittee urged solution of this problem 
for distributors, members agreed that 
higher ratings should be reserved for 
more urgent requirements. 


=O -? 


THE TWO MOST IMPORTANT 
wartime civilian agencies, WPB and 
OPA, are rapidly trying to bring into 
operation a program to aid in the dis- 
posal of wartime consumer surpluses. 

Price problems must be worked out 
to protect producer, distributer, and 
consumer, if runaway inflation is to be 
stopped when the Nation’s industries 
begin turning out civilian products once 
again. OPA’s ability to continue work 
along these lines will be dependent 
upon Congressional willingness to ex- 
tend the agency in to the postwar 
period, for the recent extension added 
only another year to the life of OPA. 

OPA has issued several regulations 
applying to specific classes of govern- 
ment surplus commodities, but as yet 
has announced no general policy cover- 
ing prices on surplus materials. 

Of particular interest to retailers of 
consumers’ goods is Amendment 143 to 
RSR 14, which sets prices on surplus 
military dry batteries. This regulation 
does not permit the sale of batteries at 
prices which would be comparable to 
those for new articles, thereby striking 
a blow at speculators and other un- 
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scrupulous operators. Instead the bat- 
teries may be sold at prices up to 80 
per cent of the prevailing prices for 
comparable new batteries. This 80 per 
cent maximum applies to distributers, 
retail dealers and consumers. 

This, regulation takes on added im- 
portance in view of the fact that OPA 
officials told Harpware Ace that a 
formula of this sort will very likely be 
applied to all consumer surpluses. That 
is, full value will not be allowed on 
surpluses that have been used in any 
way, or merely stored for long periods 
of time. A twofold purpose would be 
accomplished by this method, accord- 
ing to these officials, legitimate busi- 
ness men would be encouraged to 
handle surplus goods and manufac- 
turers will not have to ask for an in- 
creased price when they begin to make 
new goods, on the grounds that in- 
ferior material has skyrocketed in price. 

In WPB, the Office of Civilian Re- 
quirements is most concerned with con- 
sumer surpluses. By agreement with 
the armed services any material, which 
is an essential civilian product, is 
claimed by OCR and if distribution 
controls are necessary the material is 
handled by the Wholesale and Retail 
Trade Division. If the material is new 


and has not been affected by storage | 


OCR would like to be able to sell it 
to jobbers at manufacturer’s selling 
prices, doing away with open bidding, 
and handle the distribution through 


ratings granted on Form WPB-547. This | 


system has already been applied in a 
few instances. 
e 2. 2 

THE RECENT WPB AN- 
NOUNCEMENT regarding lifting of 
restrictions on various metals in the 
manufacture of flashlight cases was 
slightly misleading in that the impres- 
sion was created that flashlight cases 
would be available in abundant quan- 
tities. 

This is far from the actual case, for 
the quantity available for distribution 
on WPB-547 orders in the third quar- 
ter is extremely limited. Not more 
than 300,000 will be distributed. All 
of these will go to farm areas and ap- 
plications must bear certificates stating 
that they will be sold to farmers, under 
a procedure similar to that required 
by M-330. 

SINCE JANUARY 1, 1944, the 
Federal Government has had $150 
million invested in capital stock of 
the Federal Deposit Insurance 
Corporation on which no interest has 
been paid. 








Latest News on 


PRIORITIES 
and 


WAR-TIME ORDERS 
on page 128 
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DISPLAY IT on the counter 














Weatherstrips, caulks and packs all cracks large and small. 
Seals against draughts, cold, dirt, dust, frost, moisture, 
fumes, vermin, light and evaporation ...can be painted 


over... absolutely waterproof. 


K 








SINGLE 
PACKAGE | 


THE TREMICO MANUFACTURING CO. 


8701 


NS AN ROAD, CLEVELAND 4, OHiO 





“FIRST AID’ FOR HOUSEHOLD REPAIRS 


These are days of repair and care to 
make the old things do/ That’s where 
Acme Corrugated Fasteners fit in per- 
fectly . . . used for all sorts of wooden 


household items. 

Self-Selling Display—here’s a pack- 
age all ready to start selling — dis- 
played on your counter... 


la 


it goes 


fash 


right to work. It contains 50 fasteners 
to a box—12 boxes to a carton. 

You can get Acme Corrugated 
Fasteners in standard cartons of 500 
and 1000 fasteners — 10 boxes to a 





carton — in varying sizes and quan- ' 


tities — also 100 Ib. kegs. Ask your 
jobber or write direct. 


| ACME STEEL COMPANY Eéhicaco s'ittunors 


Also manufacturers of Acme Steelstrap and Strap-applying Equipment 











News of Retailers, Jobbers 





READ IT IN HARDWARE 











and Manufacturers and 
Salesmen 
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Hardware Golf Assn. 
Party, Sept. 11-13 
At French Lick, Ind. 


The 19th annual Golf Tourna- 
ment of the Hardware Golf As- 
sociation will be held at the 
French Lick Springs Hotel, 
French Lick, Ind., Sept. 11 te 13, 
inclusive, with golf entries limit- 
ed to 224 players. Only rep- 
resentatives of firms which are 
members of hardware jobber, 
mill supply jobber or hardware 
manufacturer associations are 
eligible to enter the golf tourna- 
ment. 

Base hotel rates at the French 
Lick Springs Hotel, two in room 
with bath, including all meals 
will be $11.00 per day per per- 
son. Greens fees, $2.00 per day 
will be payable in advance at the 
Golf Club Office. Registration 
fees which should be paid not 
later than Aug. 26 should be sent 
to A. J. Eggleston, secretary, 
Hardware Golf Association, 311 
W. Lake St. Chicago, 6, IIl. 
Hotel reservations should be 
made directly through Dietz 
Lusk, 621 E. 70th Terrace, Kan- 
sas City, 5, Mo., who will make 
all room assignments. 

Money normally used for the 
purchase of awards will be do- 
nated to War Relief funds. Regu- 
lar golf trophies will be awarded 
and in addition new trophies 
have been obtained for all other 
flights. 

On Monday a qualifying round 
of 18 holes will be played. There 
will be a championship flight of 
16 low gross scores, all 18 hole 
matches being scratch with no 
handicap. The next 16 low gross 
players will be placed in the 
Richard A. Sundvahl Memorial 
Flight, for which a trophy is pro- 
vided. 

All flights will be at 18 holes, 
match play. However, the cham- 
pionship matches are played full 
36 holes both Tuesday and Wed- 
nesday (two matches of 18 holes 
each day.) The tournament com- 
mittee will arrange pairings with 
handicap and starting times for 
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all rounds in each flight for Tues- 
day morning. 

Wednesday night the annual 
banquet and meeting will be 
held at the French Lick Springs 
Hotel. The club’s board of di- 
rectors has requested that no 
formal invitations be issued for 
any private cocktail or open 
house parties. 

French Lick has direct railroad 
service from Chicago and Louis- 
ville, Ky., on the Monon Route. 
From the east and west service 
can be had on the Baltimore & 
Ohio to Mitchell, Ind., with bus 
connections to the hotel. Service 
is also available from Indiana- 
polis to French Lick by Grey- 
hound Bus Lines, leaving Indian- 
apolis at 7.45 a. m., 11.30 a. m. 
and 3.30 p. m. Those going via 
Indianapolis, who are unable to 
use the bus service are requested 
to communicate with C. E. White, 
1939 N. Meridian St., Indiana- 
polis 2, Ind., who will endeavor 
to arrange automobile transporta- 
tion although such transportation 
will be limited. 

STRAUSS NOW ARVEY 

MIDWEST SALES MGR. 


Simeon W. Strauss, formerly 
merchandising manager of the 
R-V-Lite division of the Ar- 
vey Corp., Chicago, [ll., has 
recently been placed in charge 
of the company’s midwest- 
ern sales. He is in charge of 
sales promotion for all products 
manufactured in the Chicago 
plant. Paul Godell remains as 
general sales manager in charge 
of national sales of the products 
manufactured in all of the 
Arvey plants. 


BARLOW & SEELIG 
NAMES THREE CAL. 
DISTRIBUTORS 

P. J. Daniels, general sales 
manager of Barlow & Seelig Mfg. 
Co., Ripon, Wis., washing machine 





and ironer makers, has recently 
announced the appointment of 
three distributors for Speed 
Queen washers and ironers in 
the state of California. They are: 
Coast Radio Supply, San Fran- 
cisco, Cal., for northern Califor- 
nia; Century Distributing Co., 
Los Angeles, for the southern 
part of the state, and Lester Dis- 
tributing Co., Sacramento, for 
the Sacramento Valley area. 





CLIPPINGER TO RESIGN 
FROM ADMIRAL CORP. 
AFTER WAR ENDS 


J. H. Clippinger, vice-presi- 
dent in charge of sales, for the 
Admiral Corp., 3800 Cortland 
St., Chicago 47, Ill., will resign 
from active participation in the 
company at the end of the war. 
Mr. Clippinger stated that he is 
resigning because the health of 
his family necessitates their mov- 
ing from their present locality. 
He also stated that he will re- 
main with Admiral until all war 
contracts are terminated. 





BLACK SECRETARY 
THE STANLEY WORKS 


John S. Black, Jr., has recently 
been elected secretary of The 
Stanley Works, New Britain, 
Conn. Mr. Black is a graduate 
of Dartmouth College and the 
University of Michigan. Formerly 
associated with Reid & Priest, 
New York City law firm, he 
joined The Stanley Works as 
counsel in 1943. 





JOHN 8S. BLACK, JR. 





STRADER ELECTED V.-P. 
REMINGTON ARMS CO. 


B. E. Strader, director of sales 
for Remington Arms Co., Inc., 
Bridgeport, Conn., has recently 
been elected a vice-president of 





B. E. STRADER 


the company by the board of 
directors. Mr. Strader has been 
director of sales for Remington 
and Peters products since 1935, 
and while retaining that position, 
his elevation to a vice-presidency 
will bring to him added _respon- 
sibility. In 1915 he joined the 
Peters Cartridge Co., as a sales- 
man. Nine years later he was 
appointed southern sales mana- 
ger of Peters products with head- 
quarters in New Orleans. In 1930 
he was advanced to the position 
of general sales manager with 
headquarters in Cincinnati. When 
Remington Arms Co. acquired the 
Peters Cartridge Co., in 1934, 
Mr. Strader joined the executive 
group at general headquarters in 
Bridgeport, and in 1935 was 
named director of sales for 
Remington and Peters products. 


ACME SLAT STOCK 
LICENSE TO THOMAS 


Acme Steel Co., Chicago, IIl., 
has licensed the Thomas Steel 
Co., Warren, Ohio, to produce 
flexible steel slat stock for vene- 
tian blinds under Acme patents. 
The granting of the license will 
make available, when steel is re- 
leased a second source of gal- 
vanized-bonderized slat stock. 
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AGE FOR AUGUST 17, 1944 
ED V.-P. American Hardware Supply Co. firm since 1922, was elected Van- 
MS CO. ¥ couver manager and member of 
ar Announces Executive Personnel Changes | the board. 
ae Fes Several changes in executive | Major Howard J. Beebe, U. S. CHAMPION OUTBOARD 
d y personnel have been announced | Army retired, who has just re- 
resident of : : MOTORS NAMES FIELD 
by the American Hardware Sup- | turned from two years active ser- REPRESENTATIVES 
ply Co., dealer-owned wholesale vice in the South Pacific area, 
| has been named buyer of house- The Champion Outboard Mo- 
| wares and sporting goods. Major | tors Co., Minneapolis, Minn., 
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VIRGIL O. HALL 


firm, 41-43 Terminal Way, South 
Side, Pittsburgh, Pa. 

Virgil O. Hall, who has served 
as a buyer for the company for 
several years, has been advanced 
to merchandise manager, and 
Miss Beulah M. Rich, who for 
the past eight years has been 
head of the company’s accounting 
department, has been appointed 
assistant treasurer, while E. A. 
Hastings, treasurer and assistant 
secretary, has also been named 
assistant manager. 





Beebe was brought up in the re- 
tail hardware business in the 
middle west and was formerly 
employed in executive capacities 
by Montgomery Ward & Co. and 





MAJOR HOWARD J. BEEBE 


Butler Bros., specializing in 
“hard lines,” major appliances, 
etc. Other executives remain in 
their previous capacities. 


SCHWENGERS PRES. 


recently announced the appoint- 
ments of C. K. Odekirk and Cal 
Johnson as special field repre- 
sentatives. Mr. Odekirk will 
travel throughout the country in 
the interests of the Champion 
Outboard Motors Co., and will 
assist in establishing Champion 
postwar dealer outlets. 

Mr. Johnson has served as 
editor-in-chief of several na- 
tional consumer and trade sports 
publications. He will aid in the 
field work, and will augment 
this occupation by helping in 
the organization of an effective 
program of advertising and pub- 
licity for the company. 





BROWN FENCE NOW 
ROBERTSON FENCE CO. 


The H. L. Brown Fence & 
Mfg. Co., 4426 Thirty-fourth 
Ave., Cincinnati 9, Ohio, manu- 
facturers of farm and ernamen- 
tal fence and gates, etc., has re- 
cently changed its name to The 
Robertson Fence Co. The change 
is in name only, as the company 
remains under the same owner- 
ship, and will continue to use 





W. B. BELL 


BELL MANAGES SOUTH- 
EASTERN SALES FOR 
SHERWIN-WILLIAMS 


The Sherwin-Williams Co., 
Cleveland, Ohio, recently an- 
nounced the appointment of W. 
B. Bell as manager of its south- 
eastern sales district. He will 
make his headquarters at At- 
lanta, Ga. Since joining the 
company, in 1922, he has occupied 
numerous sales positions, finally 
becoming Cincinnati division 
sales manager in 1933. In 1935 
Mr. Bell took over the manager- 
ship of the combined Atlanta 
and Nashville divisions. Later 
he became industrial sales man 
ager for the then south centra? 





the brand name, “Norwood.” 


division. 

















McLENNAN, McFEELY & 
PRIOR LIMITED 


C. P. Schwengers has recently 
been elected president of McLen- 
nan, McFeely & Prior Ltd., Van- 
couver, B. C., wholesale hard- 
ware distributors. Mr. Schwen- 
gers, who was formerly managing 
director of the company, succeeds 
the late Andrew Houston as 
president. Mr. Schwengers 
joined the company’s Victoria 
branch 56 years ago. In 1928, 
when the company was merged 
with E. P. Prior & Co., Victoria, 





BEULAH M. RICH 
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Mr. Schwengers became man- 
aging director at Vancouver. 
George Wray, industrial sales 





manager, who has been with the 


Rationing Restrictions 


Lifted From 


Certain Types of Coal-Wood Laundry 


Stoves and Gas 


Ranges on August 15 


(A flash from our Washington Bureau—at press time) 


Rationing restrictions will be 
removed from coal-wood laundry 
stoves and gas ranges with non- 
metallic outside back or side 
panels on Tuesday, August 15, 
OPA has announced. This step 
was taken with the concurrence 
of OCR, which has the respon- 
sibility of determining what 
stoves should be rationed. All 
stove dealers and distributors 
must report their inventories of 
each of these two kinds of stoves 
not later than August 25. They 





then may receive stove certifi- 
cates with which they can ob- 
tain rationed stoves of the same 
type. If the dealer currently 
owes certificates to his board, the 
amount of the debt will be sub- 
tracted before certificates are is- 
sued. Dealers must return cer- 
tificates to persons who have or- 
dered either of the two kinds of 
stoves if the stoves have not been 
shipped or transferred’ on or be- 
fore the last day such stoves are 
rationed. 


1l} 


MIZE, CONSULTANT 
WITH TREASURY DEPT. 
ON SURPLUS GOODS 
(Washington Bureau 
of HARDWARE AGB) 

John H. Mize, secretary, man- 
ager and a member of the board 
of directors of the Blish, Mize 





JOHN H. MIZE 


& Silliman Hardware Co., Atche- 
son, Kan., wholesalers, has been 
appointed as a consultant in the 
hardware department of the 


vision. Mr. Mize is also a mem- 
ber of the WPB Industry Ad- 
visory Committee, member of the 
executive committee of the 
Wholesale Hardware Association 
and has served on the War Ser- 
vice Committee of the latter. 

After his graduation from the 
University of Kansas in 1930, 
where he majored in business 
administration, Mr. Mize started 
his business career as a sales- 
man in the hardware field. Later 
he became assistant sales man- 
ager and subsequently was ad- 
vanced to the present position he 
holds in the firm with which he 
is associated. 

RYAN JOINS EFENGEE 

ELEC. SUPPLY AS 
VICE-PRES. OF SALES 


James F. Ryan recently re- 
signed as Chicago district man- 
ager of the Colt Patent Firearms 
Mfg. Co., to accept an appoint- 
ment as vice-president in charge 
of sales of The Efengee Electri- 
cal Supply Co., Chicago, Il. Mr. 
Ryan was connected with the 
Colt Co., for 12 years. He started 
in its Chicago office, and in 1942 
was appointed district manager 
of the Chicago district to suc- 
ceed the late George Saylor. Prior 





Treasury’s Surplus Property Di- 


to his affiliation with the Colt 








organization he spent several 
years in the electrical department 
of Johns-Manville Co. He has 
represented the second district in 
the Illinois legislature continu- 
ously since 1936, is a charter 
member of Electric Post, Ameri- 
can Legion, and active in base- 
ball. 

GITCHELL DIRECTS 

CONSUMER GOODS 

PRICE DIV., OPA 


Byres H. Gitchell, acting di- 
recting director of the OPA’S 
Consumer Goods Price Division, 
has recently been appointed di- 
rector of that division. Mr. 
Gitchell is chairman of the board 
of the Golden Rule Department 
Store, St. Paul, Minn., and a 


| former assistant to the president 


of Allied Department Stores, act- 
ing managing director, the Bon 
Marche, Seattle, Wash., and gen- 
eral manager, Stern Bros., New 
York City. In Oct., 1943, he 
joined the OPA to head the re- 
tail distribution branch of the 
Consumer Goods Price Division. 
He became acting director of the 
division in 1944. As director of 
the Consumer Goods Price Di- 
vision, Mr. Gitchell will be as- 
sisted by Merle D. Vincent, as- 
sociate director of the division. 





TURNER TO REPRESENT 
BUFFALO BOLT CO. 


Neal Turner has recently join- 
ed the sales department of the 
Buffalo Bolt Co., North Tona. 
wanda, N. Y., and will represent 
the company in Pennsylvania. 
His headquarters will be located 





NEAL TURNER 


in Philadelphia. Mr. Turner was 
formerly sales manager in the 
mid-western territory for the 
Atlas Tack Corp., Fairhaven, 
Mass. 
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Always a “battle royal” deciding what’s | 


to be shipped out first! 
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Every ordér is important to us. Our innate sense of loyalty to our clientele . . our sincere 
desire to serve all impartially ends inevitably in a clash of priorities. 
All through the war we have been shipping out the government orders as fast as they 
were inspected and have been making extreme efforts to promptly care for all civilian 
demands as well as possible. 


ATLAS TACK 


CORPORATION 


* | 
HENDERSON, 
KENTUCKY 
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PAPE DIRECTS STANLEY 
WORKS PURCHASES 
H. E. Pape has recently been 


appointed director of purchases 
for The Stanley Works, New 





H. E. PAPE 


Britain, Conn. Mr. Pape was 
formerly in charge of purchases 
for the American Tube & Stamp- 
ing Co., division of The Stanley 
Works, from 1919 to 1941. Three 
years ago he became permanently 
connected with the purchasing 
department at the New Britain 
plant. 


PRIOR MANAGES 
ST. LOUIS BRANCH 
CONGOLEUM-NAIRN 


C. P. Prior has recently been 


appointed manager of the St. | { 


Louis branch of Congoleum- 
Nairn, Inc., Kearny, N. J. 
C. L. Arendes was named man- 


ager of the Minneapolis, Minn., 


branch. W. H. Rolfes was named 


assistant manager of the Chi- 
cago branch, and C. J. Knese was 
advanced to the position of as- 
sistant manager of the New York 
branch. 

Mr. Prior joined the company 
in 1922 as a sales representative 
in the Chicago office. *He has 
been with the company 22 years, 
and has held the positions. of 
assistant branch manager in Chi- 
cago, and manager of the Minne- 
apolis branch. Mr. Arendes 
entered the employ of the com- 
pany in 1928 and served as a 
salesman in the Chicago branch 
until 1939 when he was trans- 
ferred to St. Louis. In 1941 he 
was named a special account 
representative, in which capacity 
he has served until the present 
time. Mr. Rolfes joined the 
company as a salesman in the 
Pittsburgh branch territory, and 
later served in the Chicago terri- 
tory. Mr. Knese has been with 
the company four years, and 
started as a salesman in the Chi- 
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cago territory. In 1939, he was 
transferred to the San Franciso 
district, and in 1941 he was pro- 
moted to the position of assistant 
contract manager with head- 
quarters in Kearny, N. J. 





HERNDON MANAGES 
COAL STOKER DIV. 
LINK-BELT CO. 


F. H. Herndon has recently 
been appointed manager of the 
Link-Belt Co.’s coal stoker divi- 
sion, Chicago, Ill. He will be in 
full charge of its activities and 
personnel, and his headquarters 
will be located at the Caldwell 
plant. Mr. Herndon has been 
serving the company as assistant 
manager for the past 10 years. 

K. C. Ellsworth, formerly 
eastern stoker division manager 
at New York City, has been 
named sales manager of the 
stoker division, with headquar- 
ters located at the Caldwell plant 
in Chicago. 

HUEBNER SALES MGR. 

APPLIANCE DIVISION 

HARRY ALTER CO. 


H. C. Huebner has recently 
joined the Harry Alter Co., Chi- 
cago, Ill., as sales manager of its 
appliance division. Beginning in 
1924 as the distributor for the 
Frigidaire Division of the Gen- 
eral Motors Co., Dayton, Ohio, 
in Chicago, Mr. Huebner di- 


rected operations there until 





1936, when he was sent to the 
Milwaukee territory as branch 
manager of Frigidaire to in- 
crease the selling activities in 
Wisconsin. In 1938, he joined 
the Easy Washing Machine Co., 
Minneapolis and St. Paul, Minn. 
He was district manager in Min- 
neapolis and St. Paul for the 
company until 1939, when he re- 
turned to Frigidaire in Chicago. 
He remained there until priori- 
ties compelled a cessation of ac- 
tivities. Since then he has been 
undertaking special sales con- 
sultant work in promoting prod- 
ucts which could be sold during 
the war period. 





KRESS MIDDLE 
WESTERN SALES MGR. 
FOR PHILCO 


William E. Kress has recently 
been appointed sales manager of 
the middle west for Philco Corp., 
Philadelphia, Pa., with headquar- 
ters in Chicago, Ill. Mr. Kress 
succeeds John M. Otter who was 
named sales manager for the 
Home Radio Division. After 
eight years of experience in the 
radio industry, Mr. Kress joined 
Philco in 1934. He spent two 
years in Chicago, and then went 
to Oklahoma in 1938, and to St. 
Louis in 1940, as district repre- 
sentative. For the past two years 
he has acted as southwestern di- 
visional manager for Philco with 
headquarters in Kansas City, Mo. 








FRAIM RECEIVES 
USNR COMMISSION 
Edward T. Fraim, II, general 


sales manager of the E. T. Fraim 
Lock Co., Lancaster, Pa., has re- 





EDWARD T. FRAIM 


cently been commissioned a lieu- 
tenant (jg) USNR, and will re- 
port to Princeton, N. J. He is a 
graduate of Franklin and Mar- 
shall Academy, 1930, and F. & M. 
College, 1934, where he is a 
member of the Phi Kappa Psi 
fraternity. Lt. Fraim has been con- 
nected with the Advisory Com- 
mittee for Hardware and Small 
Tools in the OPA program since 
the early part of this year. 











Also foe 





MANSFIELD TIRE & RUBBER WINS ARMY-NAVY “E”: At appropriate ceremonies held 


recently, The Mansfield Tire & Rubber Co., Mansfield, Ohio, was awarded 
Navy “E” pennant for excellence in the production of war materials. 


Hon. Girard E. Kalbfleisch, Judge of Common Pleas 


ceremonies on the occasion was 


the Army- 
The master of 


Court for Richland County. Col. W. A. Weaver, Executive Officer, Research & Develop- 
ment Service Ordnance Department, Army Service Forces, Washington, D. C., made the 
presentation address, and George W. Stephens, president of the company, made a speech 
of acceptance. Lt. Commdr. A. E. Heiser, U.S.N.R. Resident Inspector of Naval Material 


and Area Supervisor, Mansfield, delivered the address in presenting the “E” pins. 


Sgt. 


Henry Clark, wounded in action overseas, assisted Lt. Commdr. Heiser in presenting the 


pin to Herman 


J. Wetzel, who has served the company since 1913. 
of the “E” pins on behalf of 


president Local 17 URWA, made an address in acceptance 
the employees. After the ceremony a dinner and reception was held in the main ballroom 


of the Mansfield Leland Hotel. 


Shown above is George 


Demond Walker, 


W. Stephens, president of the 


company, delivering his address in acceptance of the Army-Navy production pennant. 
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Backed by 73 years of engineering and 
production “know-how”, Turner Tested Torches have won 
nation-wide acceptance because of their superior construction 
features. That’s why you can sell ... your customers can buy 
...this outstanding line with absolute confidence. Let us 
give you the facts about Turner—complete with proof of every 
claim we make. You will be more impressed than ever when 
you realize that every Turner Torch undergoes multiple check- 
point inspections and then is actually burn-tested in the “torture 
room” for a final OK before it comes off the production line! 
Reason a-plenty why Turner means greater safety and service 
for users... greater sales and profits for you. Send today 
for our new 16-page booklet: ‘The Story Behind The Turner 
Brass Works”. We believe you will find it interesting. 


Write for priority and delivery information... 
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Between Sept. 15 


| Overseas Xmas Gifts Should Be Mailed 


and Oct. 15, Says 


Balletin of American Retail Federation 


The American Retail Federa- 


tion, on behalf of the War Cam- 


paigns Committee of the Central 
Council of National Retail Asso- 
ciations is sponsoring a Septem- 
ber campaign for the mailing of 
overseas Christmas gift packages. 
A bulletin on this campaign has 
been issued by the Federation. 

















The bulletin points out that 
unlike previous years, regulations 
as to mailing dates are the same 
for all branches of the armed 
forces. 

The package should be mailed 
between Sept. 15 and Oct. 15, 
during which period it may be 
mailed without the usual written 
request. The package cannot 
weigh more than five pounds, nor 
can it measure more than 15 in. 
in length and girth combined. 
The address must be written 
clearly with some substance that 
will not mar, run, streak, or fade. 
A complete address and return 


address should be put inside the 
package, as well as on the out- 
side of the package. In wrapping, 
if the box contains small items, 
each one should be wrapped sep- 
arately with the entire shipment 
wrapped securely ‘in a strong box. 
Shoe boxes are not recommended 
for overseas gift shipments. 

Label the package, “Christmas 
package,” and pay the full post- 
age of the package from the post 
office where you mail it to the 
port of embarkation. Among 
those articles you are prohibited 
to send are: Perishable foods, 
intoxicants, weapons of any kind, 
poisons, and all inflammable ma- 
terials, including matches and 
lighter fluids. 

Christmas cards, which must 
be sent in sealed envelopes, may 
be mailed at any time during the 
30-day package mailing period, 
or at any time after that. 











YALE & TOWNE UNIT 
TRAINING SCHOOLS 
DIRECTED BY HANSON 


Victor J. Hanson has recently 
been appointed director of train- 
ing schools and safety engineer 
for the Stamford, Conn., divi- 
sion of The Yale & Towne Mfg. 
Co., by A. Douglas Dalton, gen- 
eral superintendent. Mr. Han- 
son succeeds the late John B. 
Chalmers. As director of training 
schools, Mr. Hanson will have 
charge of the Yale & Towne Ap- 
prentice School, and of the Yale 
Learner Training Program. Mr. 
Hanson joined the Stamford di- 
vision in 1916. He worked as a 
tool maker, tool designer, and as 
assistant to Harold E. Nagle, su- 
perintendent of manufacturing 
methods. He was transferred to 





the Philadelphia division and 
became its methods engineer. For 
three years he was connected 
with the Talon Mfg. Co., as 
manufacturing methods engineer. 
In 1940 he returned to the Stam- 
ford division of Yale & Towne, 
as assistant to the chief hydrau- 
lic engineer. In 1942, he was 
appointed supervisor in charge of 
machining airplane parts made 
by the Stamford division for air- 
craft manufacturers. 





YARDLEY ADVANCED 
BY REPUBLIC STEEL 


S. D. Yardley has recently 
been made assistant district sales 
manager of Republic Steel Corp., 
at Birmingham, Ala. Since 1939, 
he has been assistant manager 
of sales, for the sheet and strip 
division, Cleveland, Ohio. 





PHILLIPS DIRECTS 
UNIT OF SURPLUS 
PROPERTY DIVISION 


Ed. P. Phillips has recently 
been appointed Director of the 
Construction Machinery and 
Farm Equipment section of the 
Treasury’s Surplus Property Di- 
vision. Mr. Phillips is the senior 
partner of Phillips Machinery 
Co., Richmond, Va. He is very 
active in trade and engineering 
circles. In 1943 he was presi- 
dent of Associated Equipment 
Distributor, as well as vice-presi- 
dent of the American Road 





VICTOR J. HANSON 


Builders Association. 
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L. H. SIMMONDS 


SIMMONDS GENERAL 
MANAGER SCHICK 
SHAVER SERVICE 


L, H. Simmonds has recently 
been promoted to the position of 
general manager of Schick Ser- 
vice, Inc., Cleveland, Ohio, with 
the 37 key city service stations 
under his supervision. Mr. Sim- 
monds was formerly postwar 
planning coordinator for Schick, 
Inc. He joined the company in 
1940 as manager of Schick Ser- 
vice in Cleveland, Ohio, and su- 
pervisor of the Cleveland sales 
territory. From that post he en- 
tered the U. S. armed forces 
serving as captain in the Ord- 
nance Department until early this 
year when he was assigned to 
inactive duty. Since then he has 
been in the Stamford, Conn., 
headquarters of Schick, Inc. He 
was previously connected with 
General Electric where for 15 
years he contacted the hardware, 
jewelry, drug, electrical, depart- 
ment store and specialty trades. 


HORTON NAMES 
THREE DISTRIBUTORS 


The Horton Mfg. Co., Fort 
Wayne, Ind., recently announced 
the appointment of three west 
coast distributors to handle its 
lines of washing machines and 
ironers. The distributors are: 
The Seattle Radio Supply Co., 
2117 Second Ave., Seattle, Wash.; 
The Standard Sales Co., West 
1219 First Ave., Spokane, Wash., 
and Appliance Wholesalers, 406 
S. E. Grand Ave., Portland, Ore. 
G. A. Reeves is president of the 
Seattle Radio Supply Co., which 
will cover the Seattle territory 
and Alaska. The Standard Sales 
Co. will cover, in addition to the 
Spokane territory, eastern Ore- 
gon, Montana, and part of Idaho. 
This company is managed by H. 
M. Neighbor, and its president is 
H. D. Severson. Appliance 
Wholesalers will cover western 
Oregon and the river counties of 
southwestern Washington, 





REGINA CORP. WINS 
THIRD WHITE STAR 


The Regina Corp., Rahway, 
N. J., has recently been pre- 
sented with its third white star, 
signifying continued meritorious 
service on the production front. 
The original production award 
was made on Aug. 3, 1942, and 
the second and third awards were 
presented on May 8, 1943, and 
Nov. 15, 1943, respectively. Since 
Pearl Harbor this company has 
devoted its manufacturing facili- 
ties entirely to the production of 
war materiel, first for the Army 
alone, and for the past year, for 
both Army and Navy. In peace 
time the company manufactures 
a line of vacuum cleaners, elec- 
tric floor polishers, and can open- 





ers. 








Westinghouse Expects Large Volame 
In Automatic Washers, Home Freezers 


Vale E. Freeland, director of 
department and furniture store 
sales for the Westinghouse Elec- 
tric Appliance Division of the 
Westinghouse Electric & Mfg. 
Co., Mansfield, Ohio, stated at 
the summer Home Furnishings 
Market, that it will probably take 
approximately two years after 
peacetime production is resumed 
to fill the pentup demand for 
electric refrigerators and ranges. 
He also said that dollar volume 
from the sale of automatic-cycle 
washers and home freezers will 
perhaps exceed the sales figures 
of electric ranges and refrigera- 
tors within a few years after the 
war. He continued, saying that 
department stores particularly 





should give thought and thorough 
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study to frozen foods distribution. 
Mr. Freeland said that many of 
the large department stores are 
planning to open frozen food de- 
partments after the war, which 
will supply customers with frozen 
cooked foods from all parts of 
the world. 

Many orders have been re- 
ceived from retailers for the 
company’s new Home Laundering 
Guide, and over 6,000,000 Meal 
Planning Guides have been dis- 
tributed. Films produced by the 





Westinghouse Electric Appliance 
Division have, been shown to 
more than a million persons, and 
“V Men,” a motion picture on 
vitamized cooking is used widely 
by the armed forces in the train- 
ing of cooks and bakers. 





“LET ME HANDLE 


THIS SALE” 





“Stand aside and 
see how a super- 
salesman does it. 






I break down sales resistance by displaying my 
wares prominently. My line consists of only 35 
units, yet I can fill the bill for 887 applications. 
Your investment in me is only $21.01 and I bring 
a profit of $14.01. Don’t rush me, men!” “I’m 
the Gilmer ‘Eye-ful’ Tower Belt Assortment No. 
350.” Yes sir, lucky is the dealer who employs 
this silent partner. There are only 35 Gilmer f.h.p. 
V-Belts, but anyone of them can do a dozen jobs. 


MAKE YOUR STORE “BELT HEADQUARTERS” 


Just write your name in the coupon beléw and mail it to: 





L. H. GILMER CO., 
Tacony, Philadelphia 35, Pa. 


Assortment No. 350 as follows: 





NAME_ 
ADDRESS__ 








Gentlemen: Send me the complete Gilmer "Eye-ful" Tower Belt 


1—35 assorted V-Belts for h@vsehold appliances 

2—Gilmer Handimeter (patented) for quick measuring of belts 
3—Display Stand, Sign, Inventory Form 

4—Useful Gilmer Catalog—"America's Belt Bible” 

Bill me $21.01 through your nearest jobber. 














NAME TAY APPLIANCE 
DISTRIBUTORS HEAD 
Clatence S. Tay has recently 


been appointed manager of Ap- 
pliance Distributors, Inc., Chi- 


Industry Exhibit in 1928. His 
home address after July 6th, will 
be Highland Hall, Apt. A-22, 131 
Purchase St., Rye, N. Y. 





NAME ROTHACHER 
ASS’T TREASURER 
WESTERN CARTRIDGE 


| Paul J. Rothacher has recently 
been appointed assistant trea- 





CLARENCE 8. TAY 


cago branch of the Admiral 
Corp. Mr. Tay for the past 12 
years has served as Chicago 
branch manager of the Crosley 
Corp. Prior to this association, 
Mr. Tay owned and operated the 
Tay Sales Corp., radio distrib- 
utors in the Chicago area. He 
will be located at the Appliance 
Distributors’ sales and show 
rooms, 444 Lake Shore Drive, 
Chicago, Ill. 


UJLAKI RESIGNS 
FROM OPA UNIT 
FORMS OWN BUSINESS 


George S. Ujlaki recently an- 
nounced that he has resigned as 
supervisory price analyst in the 
Consumers Durable Goods 
Branch of OPA to open his own 
business in New York City as a 
distributor of housewares, china, 
glass and gifts products. While 
with the OPA Mr. Ujlaki super- 
vised the development of price 
actions affecting a considerable 
number of industries including 
housewares, china, glass, hard- 
ware, gifts, radios, sporting 
goods and furniture. He was 
with the OPA for 16 months, and 
prior to that was on the Board 
of Economic Warfare, where he 
functioned as Chief of the Sup- 
ply Section in the Natural Rub- 
ber Division. Before entering 
governmental service, Mr. Ujlaki 
was for several years buyer of 
china, glass, and some _house- 
ware lines for Sears Roebuck & 
Co., Chicago, Ill., for both mail 
order and retail stores. He was 
also affiliated with Gimbel Bros., 
New York City, for nine years, 
and with R. H. Macy & Co., New 
York City, as manager of its for- 
eign office, and later as assistant 
director of that store’s Art-in- 
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surer of the Western Cartridge 
Co., Alton, Ill. Mr. Rothacher, 
who has been with the account- 
ing department of the Western 
Cartridge Co., since 1911, has 
served as a bookkeeper, cashier 
and chief accountant. His new 
duties will include credits, and 
collections. 

CALL RETIRES FROM 

CONGOLEUM-NAIRN 


R. J. Call, manager of the 
Pittsburgh branch of Congoleum- 
Nairn, Inc., Kearny, N. J., has 
recently announced his intention 
to retire from active service. He 
joined the company in 1910 as a 
salesman in Philadelphia, and 
then in 1914 was transferred to 
Chicago, Ill. Later, after return- 
ing to Philadelphia, he was as- 
signed to the Pittsburgh branch 
in 1920. A year later he was ap- 
pointed Pittsburgh branch man- 
ager, in which capacity he has 
served during the past 23 years. 
He will be succeeded by D. C. 
Broomfield, and G. A. Cochrane, 
formerly assistant to the general 
branch manager in Kearny, will 
be assistant manager of the 
Pittsburgh branch. 

Mr. Broomfield joined Congo- 
leum-Nairn as a clerk in 1916. In 
1922 he was appointed a sales- 
man in the New York territory, 
and in 1924 was transferred to 
Pittsburgh where he remained 


until his appointment as assistant 
branch manager of Chicago five 
years ago. Mr. Cochrane, who 
joined the company in 1930, was 
made assistant manager of the 
New York branch in 1935. Since 
1940 he has been at the general 
office of Congoleum-Nairn as as- 
sistant to the general branch 
manager. 


GREENE PRESIDENT 
NORTH CAROLINA 
MERCHANTS ASS’N 


Clyde R. Greene, secretary- 
treasurer and general manager of 
Farmers Hdwe. & Supply Co., 
Inc., Boone, N. C., was recently 
elected president of the North 
Carolina Merchants Association 
by its board of directors at the 
conclusion of the 42nd annual 
convention of the association held 
in Raleigh, N. C. Mr. Greene 
aided in the organization of the 
Farmers Hdwe. & Supply Co., 
Inc., in 1925, and has been in 
active charge of the company 
since then, with the exception 
of a year when he was employed 
by the U. S. Post Office in 
Boone. He has served a number 
of years as a director of the 
North Carolina Merchants Asso- 
ciation, and also as vice-president 
for two years. 





LUFKIN RULE CO. 
EARNS SECOND STAR 


The Lufkin Rule Co., Saginaw, 
Mich., has recently been awarded 
the second white star for its 
Army-Navy “E” pennant. This 
star signifies meritorious produc- 
tion of war materiel. The origi- 
nal pennant award was made in 
April, 1943, and the first white 
star was presented in December, 





1943. 


TURNER ASS’T SALES 
MGR. OSBORN MFG. 
BRUSH DIVISION 


F. T. Turner has recently been 


ager of the brush division of the 





F. T. TURNER 


Osborn Mfg. Co., Cleveland, 
Ohio. Mr. Turner will organize 
sales planning for the division 
and assist M. C. Pecsok, sales 
manager, in the supervision of 
the sales force. Mr. Turner, a 
graduate of Cornell University, 
first joined Osborn in 1932, in 
the technical department work- 
ing on design and application of 
power driven brushes. For sev- 
eral years he represented the 
company in the Pittsburgh area 
as sales and service engineer. 





SOL-O-LITE MFG. 
MOVES OFFICE 


The Sol-O-Lite Mfg. Co., has 
recently moved to 4301 North 





Ave., Chicago, 39, Ill. 











FAIRMOUNT TOOL BASEBALL TEAM: The Fairmount Tool & Forging Co., Cleveland, 
Ohio, is sponsoring a comprehensive sports program for its employees. Baseball, bowling, 
and golf teams have entered in the industrial leagues of the city. The baseball team, un- 
der the managership of Jim Grinstead, stands near the top of the class B Softball League 
which is comprised of 30 industrial teams of Cleveland. The company manufactures a 
complete line of hand tools including wrenches, hammers, etc. 
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HUNT MANAGER 
DETROIT WAREHOUSE 
U. S. PLYWOOD CORP. 


William H. Hunt has recently 
been appointed manager of the 
Detroit branch warehouse of the 
United States Plywood Corp., 
616 West 46th St., New York 
City, 19. Mr. Hunt coached high 
school athletics for six years 
prior to his affiliation with Al- 
goma Plywood & Veneer Co., 
now a U. S. Plywood subsidiary. 
The following two years he spent 
in the Algoma factory, and then 
was transferred to Chicago as a 
salesman. In 1933 he came to 
the New York headquarters of 
the company and served as as- 
sistant to Clay Wilcox, vice-presi- 
dent, and two years later was 
appointed branch manager of the 
Cleveland office. In 1942 he was 
sent to the Algoma plant as as- 
sistant general manager and 
sales manager. 





OPA NAMES CLOCK 
INDUSTRY COMM. 


The clock making industry, 
which has been almost entirely 
out of civilian production during 
the war period, will be repre- 
sented by six men, whose ap- 
pointment to the Clock Manufac- 
turers’ Industry Advisory Com- 
mittee by the OPA was recently 
announced. The members are as 


follows: J. M. Ivory, U. S. Time 
Corp., Waterbury, Conn.; E. M. 
Greene, General Time Instru- 
ments Corp., New York City; 
John J. McClellan, The Wm. L. 
Gilbert Clock Corp., New York 
City; Edward Stevens, The New 
Haven Clock Co., New York 
City; William H. Hetznecker, 
Hammond Instrument Co., Chi- 
cago, Ill., and David Blair, War- 
ren Telechron Co., Ashland, 
Mass. 


C.E.D. MARKETING 
RESEARCH DIRECTED 
BY HARING 


Chester E. Haring, former vice- 
president and director of market- 
ing for Batten, Barton, Durstine 
& Osborn, and previously market 
research director for Fuller & 
Smith & Ross Advertising 
Agency, will assume active 


charge of the post-war marketing | 


research project of the Committee 
for Economic Development. J. L. 
Barrett will be assistant director 
of the project. Mr. Barrett was 
formerly administrative engineer 
with the business engineering 
firm of George’S. May, Chicago, 
and New York City. Ferdinand 
Wheeler, who was formerly direc- 
tor of the project until illness 
forced him to resign, remains as 
marketing consultant and mem- 





ber of the committee. 








Annoance Names of Members of 
Production Executive Committee 


Arthur H. Bunker, Metals and 
Minerals Vice-Chairman of WPB, 
has recently been appointed vice- 
chairman of the Production Ex- 
ecutive Committee, and director 
of the PEC Staff to handle read- 
justments that grow out of 
changes in military production 
programs. The members of the 
Production Executive Committee 
Staff are as follows: Deputy di- 
rectors; Stacy May, director 
Statistics Division, WPB; Wil- 
liam B. Murphy, deputy vice- 
chairman for production, WPB; 
Army Service Forces; Lt. Col. 
William H. Hutchinson, Produc- 
tion Division, ASF, War Depart- 
ment; Army Air Forces, Major 
William Hodgkinson, Jr., Mate- 
rial, Maintenance and Distribu- 
tion, Resources Division, War De- 
partment; Navy Dept—Lt. Cmdr. 
Sinclair Hatch, Industrial Read- 
justment Branch, Office of Pro- 
curement and Material, Navy 
Department; Bureau of Aeronau- 
tics, Capt. Donald Royce, direc- 
tor, Production Division, Bureau 
of Aeronautics, Navy — Depart- 
ment; Lt. Cmdr. Morris Duane, 
Material. and Resources Branch, 
Production Division, Bureau of 





Aeronautics, Navy Department; 
Maritime; J. N. Franklin, United 
States Maritime Commission rep- 
resentative; War Manpower 
Commission; William A. Haber, 
assistant executive director for 
Program Development, WMC, 
and program vice-chairman; 
Bertrand Fox, assistant director, 
Program Bureau, WPB. Also 
members are: Operations Vice- 
Chairman: Wade T. Childress, 
deputy vice-chairman for Opera- 
tions, WPB; Office of Civilian 
Requirements; Robert B. Brad- 
ford, controlled materials officer, 
Office of Civilian Requirements, 
WPB; Labor Production, Irving 
Brown, assistant to the vice- 
chairman for Labor Production, 
WPB; Manpower Requirements; 
Major Ralph G. Hetzel, deputy 
vice-chairman for Manpower Re- 
quirements, WPB; Smaller War 
Plants Corp.; John Blair, special 
assistant to the chairman, 
SWPC; vice-chairman; Donald 
D. Davis, vice-chairman, WPB, 
and Metals and Minerals vice- 
chairman; Albert Butler, execu- 
tive assistant to the vice-chair- 
man for Metal and Minerals, 
WPB. 











THE TRADEMARK 


THAT POINTS 
ll: Ae 





















































Ee Fcismount engineering and 
- Fairmount craftsmanship have 
developed a line of hand tools and 
special tools for servicing the needs 
of manufacturers and mechanics 
alike. The one sure way to get 
Fairmount quality is to SPECIFY 
Fairmount Tools when you buy. 





SINGLE ITEMS OR COMPLETE KITS 





The FAIRMOUNT 


TOOL & FORGING COMPANY 





Hand Tools « Special Tools * Forgings 
10611 QUINCY AVENUE * CLEVELAND, OHIO 
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ARNOLD, SCHWINN & CO. EARNS PRODUCTION “E”: 


The employees of Arnold, Schwinn & Co., Inc., Chicago, IIl., 
have recently been presented with the Army-Navy “E” pen- 
nant for outstanding production of war materials. Employees, 
executives, and guests numbering 1500 witnessed the cere- 
monies which were held in a large tent on the company’s 
grounds. Presentation of the pennant was made by Com- 
mander S. J. Singer, executive officer, industrial incentive 
division, U. S. Navy. Major J. A. Roesch, assistant chief, am- 
munition branch, Chicago ordnance district, U. S. Army, gave 
the “E”’ lapel pins to the employees. John Harrington, WBBM 
announcer, was master of ceremonies. Frank Swan accepted 
the pins for the employees and Frank W. Schwinn, vice-presi- 
dent of the company, accepted the pennant for the company. 
He stated that the award, which came on the eve of the 
Arnold, Schwinn & Co.'s 50th anniversary, was the crowning 
reward for the company's 50 years of operations. Left to 
right: William F. Stoeffhaas, general manager, Commander 
S. J. Singer, Ignaz Schwinn, Frank W. Schwinn, and Major 


A. C. McCLURG REACHES 
100 YEAR MARK 


A. C. McClurg & Co., wholesale 
distributors, 333 E. Ontario St., 
Chicago 11, Ill, recently cele- 
brated its 100th anniversary. 
The firm began with the opening 
of a book store in Chicago on 
Aug. 23, 1844. Since that day, 
the company has wholesaled a 
wide line of merchandise and 
through the greater part of that 
period has supplied the retail 
trade with domestic and imported 
china, glass, imported novelties, 
toys, gifts and similar goods. 

Today the company maintains 
two large warehouses in Chicago, 
which together with the sample 
room space, totals over a third of 
a million square feet. The house 
carries 25,000 different items of 
merchandise and 22,000 titles of 
books. Catalogs are issued 
monthly and the company’s sales- 
men travel throughout the coun- 
try covering most of the states in 
the Union. 

N. Y. HOUSEWARES 
ASS’N DISCUSSES 
POST-WAR: PLANS 


The board of directors of the 
New York Housewares Manufac- 
turers Association, Inc., met re- 
cently at the Pennsylvania Hotel, 
New York City, to formulate 
plans for the post-war era. At 
the same time the following new 


directors were elected: R. C. Neil- 
son, Landers, Frary & Clark; Dan 
E. Stratton, Aluminum Cooking 
Utensil Co.; and Knight Mirri- 
elees, Theo. Haviland & Co. 
Stanley T. Williams, Lisk Mfg. 
Co., was elected treasurer to fin- 
ish the unexpired term of the 
late Norman L. Myers. The 
complete board of directors now 
consists of the above mentioned 
and A. A. Bernardine, National 
Enameling & Stamping Co., 
president; J. B. Hardenbergh, 
Corning Glass Works, vice- 
president; Walter Beh, Beh & 
Co.; Wm. B. Flanagan, A. 
Kraemer, Inc.; Joseph A. Kap- 
lan, Comprehensive Fabrics, Inc., 
and Robert D. Price. 





SUPPLEMENT FOR 
AM. STANDARD ON 
SET & CAP SCREWS 


The American Standards Asso- 
ciation has recently approved a 
supplement to the American 
Standard, Socket Set Screws and 
Socket Head Cap Screws, B18.3- 
1936. The Supplement, B18.3a- 
1944, gives dimensions of stripper 
bolts (hexagonal and fluted type 
socket head shoulder screws) in 
eight nominal sizes, ranging from 
% to 1% in. Copy may be ob- 
tained by sending ten cents to 
the American Standards Associa- 
tion, 29 West 39th St., New 
York City 18. 


J. A. Roesch. 











A. G. BUDD ADVANCED 
BY BRISTOL COMPANY 


A. G. Budd has recently been 
appointed mill supply products 
salesman for the Cleveland, 
Ohio, and Pittsburgh, Pa., areas 
of The Bristol Co., Waterbury 
91, Conn. Mr. Budd joined The 
Bristol Co. in 1936. He spent 
five years in the main office sales 
department, and in 1941 was 
made production foreman of the 
screw department. 

He was formerly connected 
with the New York Telephone 
Co., New York City, and later 
the Automatic Signal Co., New 
Haven, Conn. He will make his 
headquarters at the company’s 
branch office in the Engineers’ 
Bldg., Cleveland 14, Ohio. He 
will handle the sales of Bristol 
multiple spline socket screws, 
hex socket screws and steel belt 
lacing. 


RAY THOMAS CO. TO 
REPRESENT MAJESTIC 
RADIO IN S. CAL. 

E. A. Tracey, president, Ma- 
jestic Radio & Television Corp., 
2600 West 50th St., Chicago 32, 


Ill., has announced the appoint- 
ment of Ray Thomas Co., 1601 
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South Hope St., Los Angeles, 
Cal., as Majestic radio distributor 
for southern California. 


STURDEVANT RESIGNS 
FROM ZENITH RADIO 


L. W. Sturdevant, west coast 
manager for Zenith Radio Corp., 
for the past 12 years, recently 
resigned to become associated 
with the Majestic Radio & Tele- 
vision Corp., 2600 West 50th St., 
Chicago, 32, Ill., in the capacity 
of western division manager. 


ESTATE STOVE WINS 
WHITE STAR 


The Estate Stove Co., Hamil- 
ton, Ohio, was recently awarded 
the white star which signifies 
continued excellence in the pro- 
duction of: war materials. This 
star will be added to the “E” 
pennant previously awarded. This 
company produces powder tanks 
and cartridge tanks for the 
Navy, anti-tank mines for the 
Army Ordnance, immersion wa- 
ter heaters, and under-wing as- 
semblies and doors for the C-46 
cargo plane. 

















TWO AMERICAN IRONING MACHINE CO. MEN HONOR- 
ED BY WPB: The WPB recently honored two executives of 
The American Ironing Machine Co., Algonquin, Ill., for pro- 
viding valuable technical improvements in the manufacture of 
vital war materiel. The honorable mention certificates were 
presented to C. C. Cammack, production engineer, and Frank 
Michaelis, assistant superintendent, by M. A. Toussaint, vice- 
president and general manager and Joseph Groshans, general 
sales manager. Messrs. Cammack and Michaelis perfected an 
unusual design of a one-piece finish form tool for the produc- 
tion of 37 mm. shot. This company, peacetime manufacturers 
of Simplex ironers and institutional laundering equipment, is 
now engaged 100 per cent in the production of war materiel 
including shot, booster adapters, bomb fuses, etc. Left to 
right; Joseph Groshans, C. C. Cammack, Frank Michaelis, and 
M 


A. Toussaint. 
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BRITT GEN. SALES 
MGR. CONTRACT DIV. 
MULLINS MFG. CORP. 
James E. Britt has recently 
been named general sales man- 
ager of the contract division of 





JAMES E. BRITT 


Mullins .Mfg. Corp., Warren, 
Ohio. Mr. Britt succeeds O. L. 
Earl, who completes an 18-year 
association with Mullins, to be- 
come vice-president and a mem- 
ber of the board of directors of 
the Acme Aluminum Foundries 
Co., Chicago, Ill. He will devote 
his efforts to the sales and sales 
development of new products, 
Mr. Britt has been sales manager 
of Mullins Automotive division. 
He joined the company in 1925 
from Westinghouse Electric & 
Mfg. Co., in East Pittsburgh, Pa., 
where he did pattern work and 
later development engineering. 
Since 1925 his work has included 
production planning and sched- 
uling, plus sales engineering. 


ADDAMS PRESIDENT 
STEEL HEATING 
BOILER INSTITUTE 


Homer Addams was recently 
elected president of the Steel 
Heating Boiler Institute at the 
annual meeting held at Hershey, 
Pa. Mr. Addams is president of 
the Fitzgibbons Boiler Co., Inc., 
New York City. Other officers 
elected were: R. B. Dickson, 
president of Kewanee Boiler 
Corp., Kewanee, IIl., vice-presi- 
dent; W. J. Parker, secretary- 
treasurer and Montie L. Hemin- 
way, executive secretary, re- 
elected; and J. E. Axeman, gen- 
eral sales manager, Spencer 
Heater Division, Williamsport, 
Pa., was made a member of the 
executive committee. The board 
of directors are as follows: 
Homer Addams, F. B. Hebard, 
president, The _ International 
Boiler Works Co., Philadelphia, 
Pa.; A. E. Jennings, Struthers 


P. Weiss, Burnham Boiler Corp., 
Irvington, N. Y.; J. F. Johnston, 
president, Johnston Bros., Inc., 
Ferrysburg, Mich.; John C. 
Trefts, Jr., Farrar & Trefts, Inc., 
Buffalo, N. Y.; J. E. Axeman, 
John R. Collette, vice-president, 
Pacific Steel Boiler Division, De- 
troit, Mich., and R. B. Dickson. 
Messrs. Hebard, Jennings and 
Weiss, retiring board members 
were re-elected to the board. 





RECOMMEND STANDARD 
REVISION FOR 
ENAMELED UTENSILS 


The U. S. Department of Com- 
merce, National Bureau of Stand- 
ards, Washington 25, D. C., re- 
cently announced that with the 
endorsement of the Standing 
Committee the Technical Com- 
mittee of the Enameled Utensil 
Manufacturers Council has rec- 
ommended a revision of Multiple 
Coated, Porcelain-Enameled Steel 
Utensils, Commercial Standard 
CS100-42, TS-3757, which has 
been submitted to producers, dis- 
tributors and users for written 
acceptance. The recommended 
revision broadens the scope to 
cover single-coated as well as 
multiple-coated utensils, and rec- 
ognizes improvements in quality 
by increasing the severity of re- 
quirements of boiling acid resis- 
tance and thermal shock. 





GOODYEAR DECATUR 
MILLS WINS “E” 


Major-General Harry F. Faz- 
lett, commanding general of the 
Replacement and School Com- 
mand, Army Ground Forces, 
Birmingham, Ala., presented the 
Army-Navy “E” award for ex- 
cellence in the production of 
war materiel to the men and 
women employees of the Good- 
year Decatur Mills, supplier of 
fabric for tires and other mili- 
tary purposes. This company is a 
subsidiary of the Goodyear Tire 
& Rubber Co., Akron, Ohio, 
which also operates mills in 
Cedartown, Rockmart, and Car- 
tersville, Ga. The last two 
named, received “E” awards in 
July. 

The token “E” pins were dis- 
tributed by Capt. L. T. Hundt, 
U. S. Navy, commandant of the 
Naval Air Training Center, Pen- 
sacola, Fla., to employees Wil- 
burn H. Fielding, and Mrs. 
Pauline L. Young. Others who 
took part in the ceremonies were: 
E. J. Thomas, president of The 
Goodyear Tire & Rubber Co.; 
Cliff Slusser, Goodyear vice- 
president in charge of produc- 
tion; S. A. Steere, general man- 
ager of Goodyear’s fabric divi- 
sion, and C. W. Young, superin- 








Wells Corp., Titusville, Pa.; A. 


tendent of the Decatur plant. 
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AArinplane ENGINEERING 
Juvades the Home 


Enchanting beauty, born of skilled streamlin- 
ing where each surface flows smoothly into the 
next...extra strength and longer useful life with 
far less weight, through scientific proportion- 
ing of the new and better alloys of the lighter 
metals...finishes that never dim or crack...these 
are new advantages which airplane engineer- 
ing will bring to the home when Victory is won! 


Mercury Aircrart NC. 
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PHILCO NAMES TWO 
SALES MANAGERS 


John M. Otter has recently 
been appointed sales manager for 
the home radio division of the 
Philco Corp., Philadelphia, Pa., 
and Walter H. Eichelberger has 
been named sales manager of the 
refrigerator division. Mr. Otter, 
who has been Philco sales man- 
ager for the middle west with 
headquarters in Chicago, for the 
past 4 years, joined the com- 
pany in 1926. He became dis- 
trict representative for the 
company in northeastern Penn- 
sylvania in 1927, and continued 
in that capacity until 1935 when 
he was named sales manager for 
the Philadelphia branch of 
Philco Distributors, Inc. In 1938 
he went to Chicago as branch 
manager, and since 1940 has been 
in charge of all Philco sales in 
the middle west. 

Mr. Eichelberger became con- 
nected with Philco in 1936 as 


branch of Philco Distributors, 
Inc. Prior to that he had been 
associated with the United Mo- 
tors Service, first as eastern re- 
gional manager and then as 
general sales manager, with 
headquarters in Detroit. Since 
1941, Mr. Eichelberger has been 
located in Philadelphia as man- 
ager of Philco’s Atlantic divi- 
sion. 


J. K. DYER’S NEPHEW 
JAP CAPTIVE—HAS 12 
RELATIVES IN WAR 


John K. Dyer, Doherty Hard- 
ware Co., Ltd., Baton Rouge, La., 
wholesalers, recently announced 
that his nephew, Robert Dyer 
and his wife, are Japanese cap- 
tives at Baguio in the Philip- 
pine Islands. Robert Dyer and 
his wife Mary, who are both 
missionaries, have spent two of 
their three wedding anniversaries 
in this camp. John K. Dyer has 
six of his relatives in the Navy, 
and seven in the Army. 

Mr. and Mrs. Robert Dyer 
sailed from the west coast for 
Japan in 1940, where they were 


to teach, after learning the 
Japanese language. When all 
United States nationals were 


warned to leave Japan, they went 
to Shanghai, and then to Manila, 
where they were when the Japs 
struck at Pearl Harbor. They 
had not been heard from until 
just recently when Rev. Dyers’ 
parents, Mr. and Mrs. W. S. 
Dyer of Baton Rouge, received a 
letter stating that they were safe. 
Rev. Dyer said in the letter that 
they were getting along very 
well. They had eaten bamboo 
sprouts, duck eggs, and 1800 


terned. Mary Dyer contributes 
to the camp life by teaching mu. 
sic and singing, and the Rey. 
erend is an attendant and mas 
seur, in the hospital. 

John K. Dyers’ son, Ensign 
John K. Dyer, Jr., is with the 
Navy Anti-Aircraft Division, over. ' 
seas, and another nephew, second 
class Petty Officer W. H. Dyer, 
Jr., was recently home on leave 
after seeing action in several bat- 
tles in the Pacific theater. Mr. 
Dyer’s two sons-in-law are in the 
Army, Lt. Jack Reuther, Army 
Air Base, Chemical Warfare, 
Lake Charles, La., and Sgt. Wil- 
liam J. Thornton, Jr., Selman 
Field, Monroe, La. He has one 
grand-nephew in the Army, Pfc. 
William Bryan Lyle, Jr., Still- 
water, Okla., and one in the Ma- 
rines, Pvt. Robert Patterson 
Lyle, San Diego, Cal. Of his 
six other nephews, half are in the 
Navy and half in the Army. In 
the Army are: Pfc. Louis E. 
Austin, Coast Artillery, Hawaii; 
Pvt. W. Tucker Austin, Medical 
Training Camp, Camp Grant, 
Rockford, Ill., and Pvt. J. Nel- 
son Dyer, Army Air Corps, 
Greensboro, N. C. Those in the 
Navy are: Lester V. Quine, Jr. 
Seabees, Fleet Post Office, San 
Francisco, Cal.; Pvt. Robert Pat- 
terson Lyle, Marines, San Diego, 
Cal., and Tom A. Singleton, Ma- 
rines, southwest Pacific. 





W. B. EVANS DIRECTOR 
NASHVILLE BRANCH 
FED. RESERVE BANK 


W. B. Evans, president of the 
Tennessee Enamel Mfg. Co., 
Nashville, Tenn., has recently 
been appointed director of the 
Nashville branch of the Federal 
Reserve Bank of Atlanta, Ga. 
This appointment expires Dec. 
31, 1946. Mr. Evans was one of 
the organizers of the company in 
1921, and he assumed the presi- 
dency in 1935. He is now devot- 
ing considerable attention to the 
post of chairman of the Middle 
Tennessee Committee for Eco- 
nomic Development. 





RAIL-AIR EXPRESS 
GAINS 14.3 PERCENT 
IN FIRST 5 MONTHS 


The air express division of the 
Railway Express Agency recently 
announced that shipments han- 
dled in nation-wide rail and air 
express service in the first five 
months of this year marked up 
an increase of 14.3 per cent over 
the similar 1943 period. A total 
of 180,464 shipments were carried 
in the combined service for the 
nation’s commercial airlines com- 


pared with 157,885 shipments, 





bananas since they had been in- 


January to May, 1943. 
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YOUR GOVERNMENT\WARNS . 
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on amount and kind of fuel 
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FUEL IS SCARCE...CONSERVE IT! 


SOLID FUELS ADMINISTRATION FOR WAR 


to buy and when to accept 
delivery. 


and repair equipment— 
install controls and other 
fuel-saving devices. 


obit Ment 


Insulate walls and ceilings, 
install storm sash, weather- 


Caulk cracks. 





WASHINGTON, D. C 





Government Fuel Conservation Poster 





Government Program Urges Conservation 
Of Fael Through Insulation of Homes, 
Installation of Heat Saving Devices 


Emphasizing that fuel is scarce 
and urging its conservation the 
United States Government, with 
the cooperation of various indus- 
tries and their representatives, is 
offering the illustrated poster for 
retail hardware dealers and other 
merchants handling insulation 
and heat control units. The 
poster has the slogan “Fuel is 
Scarce . . . Conserve It!”, and 
tells consumers the wisdom of 
taking fuel dealers’ advice on 
amount and kind of fuel needed 
and accepting delivery when ad- 
vised. From the hardware deal- 
er’s standpoint there is the advice 
that homeowners have their heat- 
ing plants cleaned and repaired 
and that they have heat con- 
trols and other fuel saving de- 
vices installed.. Then there is the 
advice that the homeowner 
“Winterize” his home by insu- 
lating walls and ceilings, install- 
ing storm sash and weatherstrips 
and having cracks  caulked. 
Copies of the poster for dealer 
use may be obtained from the 
Division of Public Inquiries, 
OWI, 1400 Pennsylvania Ave., 
N. W., Washington 25, D. C. 


AUGUST 17, 1944 





The August, 1944, Retailers 
War Program bulletin, issued 
for the War Campaigns Com- 
mittee of the Central Council of 
National Retail Associations by 
the American Retail Federation, 
1627 K St., N. W., Washington 
6, D. C., emphasizes the: serious- 


ness of the fuel shortage for the | 


coming winter and the ways of 
saving fuel and getting the most 
heat. 

Last May the War Production 
Board announced that controlled 
materials were being made avail- 
able for production of heating 
system controls for use in some 
950,000 residential, commercial, 
institutional and industrial heat- 
ing plants and that “installers of 
the equipment will be able to 
purchase the controls freely.” 

Control equipment for private 
dwellings under the program con- 
sists of thermostatic regulator sets 
for coal hand fired heating equip- 
ment, limit controls for installa- 
tion on coal, oil or gas fired 
equipment already provided with 
some thermostatic control, and 
barometric dampers for use with 
oil and stoker-fired units. 








| 
| 
| 
} 





FEATURE THIS CAKE PLATE 
ASSORTMENT OF LOVELY 





H. ERE is the fast-moving “FD” assortment, of Satintone footed 
cake plates . . . one of many tremendously popular groupings 
of Satintone hand-crafted glassware. These striking satiny- 
finish plates are delicately touched with pastel colors, come in 
smartly designed leaf and floral patterns, have an irresistible 
charm that appeals to customers at first sight. They are ideally 
suited for cakes, cookies, pastries, sandwiches, etc., so display 
and feature them as practical, decorative gifts and prizes. As- 
sortment includes 12 pieces of the five numbers shown above; 
totals $13.00 at suggested retail prices. (West coast slightly 
higher.) See your jobber about other profitable best-sellers 
in Satintone groupings . . . get details, too, on the rich ruby 
and silver line of Maestro art glassware. Available for im- 
mediate shipment. 











Mean Extra Volume And 
Profits for Hardware 
And Implement Dealers 


You really are in the oil and grease business when you 
take on either of these APEX brands through your job- 
ber. Apex products are nationally known for their lubri- 
cating efficiency and outstanding values. 


FIVE GALLON UTILITY CAN 


The five gallon utility can—kero- 
sene type, double-pour spout—is 
available for Protex and Film-X 
motor oils and other Apex Farm 
products. 





Packed with every can are 
these two display signs— 
one telling the farmer cus- 
tomer how to get our fa- 
mous tractor lubrication 
chart which will show him 
how to give his own trac- 
tor the best lubrication 
care; the other a handy, 
attractive price card for 
easy display. 





Take advantage of our promotion campaign—of unusual con- 
tainers that speed first sales, and of famous quality that brings 
repeats! 


Ask your jobber how you can get Free the Apex Lubrication 
Guide Book which gives complete information for recommend- 
ing just the right oils and greases for all models of tractors, 
trucks, cars, and farm implements—it’s a practical, pocket sized 
book. 
Jobbers in 40 States, Canada and Mexico 
sell Apex products. 


APEX Ol PRODUCTS CO. 





| 
| 


Trade-Marked Lines Face Post- 
War Price Cat Competition 


John W. Scott, president of the 
American Fair Trade Council, 
has advised the producers of 
trade-marked goods to prepare 
for protection of their lines 
against severe price-cut competi- 
tion immediately after the war. 
In his semi-annual report to the 
council, Mr. Scott, secretary of 
the Bissell Carpet Sweeper Co., 
Grand Rapids, Mich., said that 
when the 45 legislatures having 
Fair Trade laws convene in 1945, 
it will be known if there is a 
concerted effort to repeal or mod- 
ify the various state Fair Trade 
Laws. He believes that these 
laws will be the target of at- 
tacks in a general movement 


| against the institution of adver- 


tising. 

Mr. Scott declares that as soon 
as the war is over the predatory 
price cutters can be expected to 
again emerge. One of the early 
developments of postwar business 


will probably be battle over the 
state and federal laws permitting 
manufacturers to stabilize resale 
prices on their trade-marked 
goods. The war came too soon 
to enable all to realize fully the 
benefits of resale price main- 
tenance. 

He maintains that with prices 
bumping the ceilings, there is no 
temptation to use bargain bait or 
to advertise loss-leaders. The 
real test of the value of Fair 
Trade will come after the war. 
Since most of the laws were 
passed several years ago, many 
new legislators have eome into 
office, who may yield to anti-fair 
trade propaganda, unless it can 
be proved to them that Fair 
Trade contracts governing the re- 
sale of trade-marked merchandise 
benefit the consumer as much as 
they do the manufacturer and the 
distributor. 











MASTERS MANAGES 
STEWART-WARNER 
RADIO DIVISION 


Floyd Masters has recently 
been named manager of the radio 
division of the Stewart-Warner 
Corp., Chicago, Ill. Mr. Masters 
has been midwestern district 
manager for the company’s ap- 
pliances since 1939, and was 
formerly general sales manager 
for General Refrigeration Corp., 
Beloit, Wis. His experience in 
radio goes back to 1928, when 
he was sales manager of the 
radio division of Grigsby-Grunow 
Majestic Co. He succeeds L. L. 
Kelsey, who resigned to join Bel- 
mont Radio Corp. 

Also announced at the same 
time, by F. A. Hiter, the com- 
pany’s senior vice-president, was 
the corporation’s post-war pro- 
gram covering the production of 
radio products. He said that 
Stewart-Warner will remain in 
the radio business after the war, 
and will manufacture consumer 
sets to be merchandised through 
normal distribution channels. The 
production will include AM and 
FM sets for both the general and 
farm markets, and in a wide 
variety of table and console cabi- 
nets. He added that the post-war 
production will be concentrated 
at the Chicago plant. 





TAPPAN STOVE WINS 
SECOND STAR 
The Tappan Stove Co., Mans- 
field, Ohio, recently was pre- 
sented with its second white stat 





for continued meritorious service 


on the production front. The 
original pennant was awarded to 
the company and its employees 
on July 16, 1943, and the first 
star was added last December. 





MAYWOOD HDWE. 
PURCHASED BY 
WARD BULLOCK 


The Maywood Hardware Store, 
Maywood, Neb., formerly owned 
by Mr. Frische, was recently 
purchased by Ward Bullock, of 
Madrid, Neb. Mr. Bullock has 
taken possession of the store and 
will operate it in the same man- 
ner as the Madrid store. 





UNION PAPER CO. 
BUYS NEW BUILDING 


The Union Paper & Wooden- 
ware Co., now located at 431 
Palisade Ave., Jersey City, N. J., 
has recently purchased the build- 
ing at 421 Hoboken Ave., Jersey 
City. The company expects to 
occupy the new premises about 
June 15th. This purchase is part 
of the expansion plan now in 
progress for present and post 
war business. 





GREENHILL PRESIDENT 
PRESSED METAL INST. 


At a recent meeting of the 
Pressed Metal Institute, 329 
Union Commerce Bldg., Cleve- 
land 14, Ohio, at the Hotel Bar- 
clay, F. C. Greenhill, vice-presi- 
dent of the Acklin Stamping Co., 
Toledo, Ohio, was elected presi- 
dent, succeeding the retiring 
president, George E. Whitlock, 
Mullins Mfg. Co., Salem, Ohio. 


HARDWARE AGE 
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DIETZ AND GETTLE 
PURCHASE WOLF- 
PARKER COMPANY 

Len Dietz, who was formerly 
with the Plymouth Cordage Co. 
for 10 years, has recently pur- 





DIETZ 


LEN 


chased, with R. A. Gettle, the 
Wolf-Parker Co., wholesale hard- 
ware distributors, 62-64 South La 
Salle St., Aurora, Ill. Mr. Gettle 
was formerly connected with the 
Muntz & Lea Co., wholesale 
hardware distributors, Elgin, III., 
for 15 years as a buyer, prior to 
which time he was in the harness 
business in Stuttgart, Ark. 

Mr. Dietz spent three years in 
the cordage business, with Scher- 
merhorn Bros. Co., who at that 
time represented the Plymouth 
Cordage Co. He has also had 
over five years’ experience in the 
rubber business. He has been 
representing the hardware and 
mill supply trade in an area from 
Indiana west to Colorado and 
Wyoming, and from Kentucky on 
the south to the upper peninsula 
and Wisconsin on the north for 


will have not less than two men 
representing the company at any 
time. The company, which was 
established in 1895, was at one 
time a corporation, but that was 
eventually dissolved. Mr. Dietz 
and Mr. Gettle now intend to 
operate the business as a part- 
nership. 


RITCHOTTE HEADS 





INDEPENDENT TOOL CO. 


Henry H. Ritchotte has re- 
cently been named manager of 
the contractors’ tools division of 
the Independent Pneumatic Tool 
Co., 600 West Jackson Blvd., Chi- 


pointments through district man- 
agers. He will assist distributors 
in the sale and service of Thor 
rock drills, paving breakers, clay 
diggers, and related contractors’ 
air tools. Mr. Ritchotte was for- 


Independent Tool, Mr. Ritchotte 
was a district manager of Johns- 


previously had experience as a 


projects. He also was a sales 
manager for H. O. Penn Co., con- 
struction equipment distributors, 
New York City. 





ROBERT P. SMITH 
HEADS WPB UNIT 


Robert P. Smith, formerly sales 


trict for the supply and appliance 


cently been appointed Chief of 
the Electrical Supplies & House- 
hold Appliance Section of the 











18 years. They will cover an area 
of about a 45-mile radius, and 


Wholesale & Retail Trade Divi- 
sion, WPB. 








Westinghouse Forms Separate Dept. for 
Post-War Dishwashers, Water Heater 


The Westinghouse Electric & | 
Mfg. Co., Appliance Division, 
has recently formed a separate 
department to plan now for an- 
ticipated heavy postwar demand | 
for electric water heaters and | 
dishwashers. M. M. Feaman 
has been appointed manager of 
this new department. Formerly 
these appliances were assigned 
to the range department. Mr. 
Feaman has been with Westing- 
house since 1931, spending the 
first seven years as merchandis- 
ing supervisor in the northwest- 
ern district, with headquarters in 
Chicago. From 1938 until the 
start of the war, he served as 





sales promotion manager of the 
range and water heater depart- 
ment, Mansfield, Ohio. Since 
the war he has coordinated such 
wartime activities as the West- 
inghouse Health for Victory nu- 
trition program used by many 
war plants, and the company’s 
conservice schools for training 
service men and women in the 
repair of electric appliances. He 
predicts that electric water heat- 
er sales in the first five post- 
war years will more than double 
the previous high, and that dish- 
washer sales will be at least 
eight times greater than the 194] 
level, in that same period. 





CONTRACTORS TOOL DIV. | 


cago 6, Ill. He will be in charge | 
of distributor policies and ap- | 


merly manager of Thor’s con- | 
tractor tool sales in Philadelphia, | 
Pa. Prior to his association with | 


Manville Sales Corp., and had 


design engineer on municipal | 


manager in the southeastern dis- | 


department of the Westinghouse | 
Electric Supply Co., with head- | 
quarters in Atlanta, Ga., has re- | 











































Big JUMBO 
SIZE 39¢ 


Retails 


pines of dirty dust cloths 


y cleaning rags . . . elim- 






takes the 
and scratc 
inates their use. 


NUTEX 
MUTEX opts ee. 


NUTEX is a new all-purpose textile yarn comprised of 
long, soft, absorbent, white cotton threads that EAT 
dirt. NUTEX makes a quick, pleasant duty of house- 
hold cleaning, polishing, waxing and dusting. Best 
of all, NUTEX is disposable. Simply discard it after 


using. 

























: ANNOUNCEMENT! 
We are pleased to announce 
appointment of 
MR. PAUL CRISSEY 
of the ROBERT B. PAYSEE 

ORGANIZATION 


As Sales and Merchandising Manager 
for Nutex 


KAUDERS - STEUBER CO. 
NUTEX, 


DIVISION 221 N. LA SALLE ST., CHICAGO 1, ILL. 















GILLESPIE ASS’T MGR. 
SALES HDWE DEPT. 
DISSTON & SONS 
William P. Gillespie was re- 
cently made assistant manager of 
sales, hardware department, of 
Henry Disston & Sons, Inc., 





WILLIAM P. GILLESPIE 


Philadelphia 35, Pa. He succeeds 
S. D. Allen, who has been given 
a new assignment with the com- 
pany. Mr. Gillespie after grad- 
uating from the University of 
Pennsylvania, where he majored 
in merchandising, joined the 
Disston firm as a junior salesman 
in 1936. After three years, he 
was transferred to the main office 


at Philadelphia, to handle. spe- 
cial duties in the hardware sales | 
department, among which was 


the assistance in expediting gov- 
ernment orders for the company’s 
products. In his spare time he 
serves the State Guard pf Penn- 
sylvania., where for the past two 
years he has been a lieutenant 
of an infantry company. 
U.S.-MENGEL PLYWOODS 
OPENS WAREHOUSE 
DISTRIBUTING UNITS 


U.S.-Mengel Plywoods, Inc.. 
Louisville, Ky., jointly owned 
with the United States Plywood | 
Corp., has opened warehouse | 
distributing units in Atlanta, 
Georgia, and Jacksonville, Flor- 
ida. The company now has three 
warehouses in operation. 


Pontiac Varnish Co.; Alfred L. 





who was re-elected; E. H. Dunn, 
| treasurer, treasurer of Berry 
Bros., Inc. 
| Mr. Weed has spent much time 
in Washington, D. C., serving on 
several technical committees. 
During the past 25 years he has 


| worked in a research capacity 


and the Ford | 


with Dodge Bros., 
Motor Car Co., as well as the 
Rinshed Mason Co., where he is 
now employed as vice-president 
and director of research. 
KINDIG ASS’T GEN. 
MGR. INDUSTRIAL DIV. 
SHERWIN-WILLIAMS 


Gordon H. Robertson, general 
manager of the industrial divi- 
sion, of The Sherwin-Williams 
Co., recently announced the ap- 
pointment of M. A. Kindig as 
assistant general manager. Mr. 
Kindig, whose headquarters will 
be located in Cleveland, Ohio, 
will play an important part in 
forthcoming plans to reconvert 
the company’s activities to peace- 
time products. 

GASTON DEPUTY 
DIRECTOR TOOL 
DIVISION, WPB 


Paul S. Gaston has recently 
been appointed deputy director 
of the Tools Division of the 
WPB. Mr. Gaston succeeds 
Franz T. Stone, who resigned to 
accept an assignment with the 
Office of Strategic Services. Mr. 
Gaston has been associated with 
| the Tools Division since Jan., 
1942, and was made chief of the 


| 


Distribution and Priorities | 


Branch in March, 1943. Prior to 
| his connection with the WPB, he 
| was affiliated with the Cleveland 

Tractor Co., Cleveland, Ohio. 


H. G. BOON RETURNS 
TO KIMBERLY-CLARK 


Henry G. Boon has recently 
| resigned his position as assis- 
tant director of the WPB’s Paper 
Division in order to resume his 
duties with the Kimberly-Clark 
Corp., Neenah, Wis. Mr. Boon, 
who will serve as a consultant 
when his services are needed, 
was appointed deputy director in 





DETROIT PAINT CLUB 
ELECTS OFFICERS 


Frederick G. Weed, vice-presi- | 
dent of the Rinshed-Mason Co.., 
Detroit, Mich., was elected presi- 
dent of the Detroit Chapter of 
the National Paint, Varnish & 
Lacquer Association at the recent | 
annual meeting held at the | 
Whittier Hotel, Detroit. Other | 
newly elected officers of the as- | 
sociation are: C. H. Hutchins, | 
vice-president, president of the 
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| charge of fine paper on Nov. 10, 


1943. He was advanced to the 
position of assistant director of 
the division on Jan. 18, 1944. 





E. N. BIDWELL HEADS 
NEW SUPPLY DIVISION 
OF BIDWELL HARDWARE 


Eliot N.. Bidwell has recently 
been appointed vice-president in 


| charge of a newly organized in- 


dustrial supply division of the 


| Hartung, secretary, Detroit man- | ford, Conn., 
ager of the American Can Co., | tributors. 


| 











| Bidwell Hardware Co., Inc., Hart- 
mill supplies dis- 
The headquarters for 
this department, which will spe- 
cialize im power transmission 
equipment and mill supplies, will 
| be at 1279 Main St. Prior to his 
new appointment Mr. Bidwell 
was associated with Whitney 
Chain & Mfg. Co. for 14 years 
as an executive in the advertis- 
ing and sales departments. 





HABBERSETT RESIGNS 
AS CHIEF HARDWARE, 
TOOLS SECTION, WPB 


W. C. Habbersett, chief of the 
WPB Hardware and Small Tools 
Section, has announced that he 
will leave his government post, 
effective Oct. 1. At that time, 
Mr. Habbersett will have com- 
pleted 19 months in government 
service He joined WPB as a 
dollar-a-year consultant in Janu- 
ary, 1943, and took over his 
present full-time position on May 
1 of the same year. Mr. Habber- 
sett told Harpware AcE that he 





Ww. C. HABBERSETT 


has no plans for the future at the 
present time. 

For 18 years Mr. Habbersett 
was connected with Russell & 
Erwin Mfg. Co., New Britain, 
Conn., resigning as sales manager 
when he assumed full time ser- 
vice with WPB. 











STAMFORD DIVISION OF THE YALE & TOWNE MFG. 
CO., EARNS “E”: With the presentation of the Army-Navy 
“_—", the highest ilies award for excellence in the produc- 
tion of war materiel to the Stamford, Conn., division of The 
Yale & Towne Mfg. Co., full public announcement was first 
made of the vast quantity of high precision war products it 
has been supplying to the armed forces. In addition to Yale's 
traditional line of locks, padlocks, hardware and rotary pumps 
for use in submarines, ships, planes, and jeeps as well as in 
various types of military installations, Yale is also one of the 
leading factors in radar production. Its engineers have im- 
proved the design and the Stamford division is producing the 
lubricating pump for the General Electric Co.’s turbo-super- 
charger designed for the B-29 Superfortress, and other high 
altitude planes. The company also makes hundreds of com- 
ponent parts for bomb fuzes, gun sights, firing mechanism 
for anti-tank guns, etc. 

Admiral Wat T. Cluverius, and Brig. Gen. Thomas E. 
Troland, in behalf of the Secretaries of War and Navy, were 
the recipients of a unique presentation. The employees, in 
appreciation of the recognition received for their efforts, pre- 
sented the Admiral and the General with a leatherbound 
pledge, in which they promised to continue their efforts in 
the production of war materials to hasten the victory of our 
fighting forces at the front. William R. Hoyt, general man- 


| ager of the company, was given a large service flag in honor 


| Ficarro, representing the employees; 


of the 829 former employees now in the armed forces and 
eight who have died for their country. Left to right: Brig 
Gen. Thomas E. Troland; William R. Hoyt; W. Gibson Carey, 
Ir., president of The Yale & Towne Mfg. Co.: Joseph 
and Admiral Wat T 


Cluverius. 
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Expect. 60 Percent 


The Delta Mfg. Co., Milwau- 
kee, Wis., designer of power 
tools, reports, as a result of a 
recently completed survey, that 
home workshops either as a 
hobby or a business, will have 
a place in more than 60 per 
cent of all homes after the war. 
An interesting fact brought out 
by the survey is that many men 
and women in the armed services 
are now planning the homes they 
intend to build after the war. 

Civilians are equally anxious 
for information to aid them in 
future home building. Men, and 
especially women, working in 
war plants have been agreeably 
surprised to find that they have 
first-class mechanical ability, and 
intend to use this aptitude for 


of Post-War Homes 


To Contain Home Workshops 


of wood, plastic and _ metal. 

In addition to using a home 
workshop for hobbies and as an 
aid to home enhancement, some 
returning servicemen also pro- 
pose to develop it as a means of 
livelihood. 

Not all of these woodworking 
businesses will follow the same 
pattern. The many variations of 
these shops include, jobbing car- 
pentering, which is _ contract 
woodworking to order, usually in 
building construction; cabinet 
making where repairing, refinish- 
ing and new furniture is built to 
order; general manufacturing, 
where short runs are made on a 


novelties; and specialized manu- 





their personal use at home in the 
fabrication of numerous articles | 


tion of one item. 








OPA NAMES GYPSUM 
INDUSTRY COMMITTEE 


The appointment of 10 repre- 
sentatives of producers of gypsum 
to an industry advisory committee 
was recently announced by the 
OPA. The members of the com- 
mittee are as follows: James 
Beale, secretary, Grand Rapids 
Plaster Co., Grand Rapids, 
Mich.; F. C. Ebsary, president, 
Ebsary Gypsum Co., New York | 
City ; Frank Sadler, vice-president, | 
United States Gypsum Co., Chi- 
cago, Ill.; Henry Collins, Celo- 
tex Corp., Chicago, Ill.; John C. | 
Best, vice-president, National 
Gypsum Co., Buffalo, N. Y.; J. 
L. Fennell, sales manager, Cer- | 
tain-teed Products Corp., Chi- | 
cago, Ill.; A. R. Moylan, general 





manager Schumacher Wall Board 
Corp., South Gate, Cal.; W. J. 
Van Valkenburgh, 
Blue Diamond Corp., Los An- 


facturing, where the business is | 
solely occupied with the produc- | 





wide variety of articles, usually | 


president, | 


geles, Cal.; M. S. Gutman, sales | 
manager Cardiff Gypsum Co., | 


Chicago, Ill., and Vincent S. 
Villard, vice-president, Newark 
Plaster Co., Newark, N. J. 


UTICA CUTLERY CO. 
WINS WHITE STAR 


The Utica Cutlery Co., Utica, 
N. Y., has recently been awarded 
the white star for its Army-Navy 
“E” pennant, signifying contin- 
ued excellence in the production 
of war materiel. The original 
award was presented to the com- 
pany in January. 











NORTON PIKE CO. WINS “E” PENNANT: The® Norton Pike 
Co., Littleton, N. H., division of the Norton Co., was pre- 
sented with the Army-Navy “E’’ pennant for excellence in 
the production of war materiel. This concern has been pro- 
ducing oilstones and other abrasive specialties ever since 
1823, then under the old Pike name, today under the brand, 
Norton Abrasives. The employees and guests at the cere- 
monies were addressed by the Governor of the State, Robert 
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O. Blood. The production of this company this year is six 
times that of 1940. 
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Second Phase “U” Plan for “V” Day 
Better Merchandising in Post-War Era 


The second phase of the “U” 
Plan for “V” Day sponsored by 
Landers, Frary & Clark, New 
Britain, Conn., will work toward 
the strengthening of the dealers’ 
physical structure and organiza- 
tion to assure better merchandis- 
ing in the post-war era. The first 
phase of this plan, which has 
been in operation for the past six 


months, brought together the 
dealer and the consumer for post- 
war transactions. The second 


phase will proceed simultaneous- 
ly with the continued promotion 
of phase one offering many new 
dealer services which will be 
timed to aid the dealer when he 
needs them the most. 


store planning, planned selling, 
sales training and informative 
labeling. The latter will include 
novel ideas in labeling merchan- 
dise for fast, easier selling. Uni- 
versal will provide “U” plan 
dealers with aggressive sales 
training courses and train dealer 
salesmen of tomorrow to create 
a larger volume of sales in a 
more efficient manner. Universal 
will offer many practical sugges- 
tions of physical changes that 
are down to earth while provid- 
ing dealers with a reference file 
of sources and ideas which they 
can employ to advantage in 
changing the stores’ appearance 
for better merchandising. 











AMER. CENTRAL MFG. 
CO. WINS “E” 


The American Central Mfg. 
Co., Connersville, Ind., recently 
was awarded the Army-Navy pro- 
duction award, recognizing ex- 
ceptional performance in supply- 
ing war materiel. The presenta- 
tion of thé pennant was made by 
Col. Nelson S. Talbott, Army Air 
Forces, Supervisor Mid-Central 
Procurement District, Chicago, 
Ill., to Saunders P. Jones, presi- 
dent of the company, who ac- 
cepted it in behalf of the em- 
ployees and management of the 
plant. Lt. Commdr. Palmer H. 
Beam, USNR, Office of Inspector 
of Naval Material, Cincinnati, 
Ohio, gave to the five representa- 
tives of the employees the token 
Army-Navy “E” pins. 


BILL REILLY’S SON 
MISSING IN ACTION 


Lt. William L. Reilly, Jr., son 
of William L. Reilly, assistant 
sales manager of The McKay 
Co., York, Pa., was reported 
missing in action in the Pacific 
on June 23, 1944. Lt. Reilly, 
Jr., a bombadier on a Liberator, 
was stationed with Gen. Mac- 
Arthur’s 13th Air Force. As his 


parents received a letter from 





LT. WILLIAM REILLY 
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him dated June 22, telling them 
he had completed 15 missions, it 
is surmised that he was on his 
16th. He is a graduate of Oak 
Park High School, Oak Park, 
Ill, and was attending Mon- 
mouth College, Monmouth, TIl., 
at the time of his enlistment in 
the AAF, in Sept., 1942. 


OPA APPOINTS TOY 
ADVISORY COMM. 


Thirteen representative manu- 
facturers of toys have been ap- 
pointed to an industry advisory 
committee on toys, games, and 
wheel goods, the OPA recently 
announced. The members of the 
committee are as follows: Ken- 
neth P. Fallon, A. C. Gilbert 
Co., New Haven, Conn.; Carl 
Hedstrom, Hedstrom-Union Co., 
Fitchburg, Mass.; James J. Shea, 
Milton Bradley Co., Springfield, 
Mass.; T. W. Smith, Jr., The Sun 
Rubber Co., Barberton, Ohio: 
Joseph F. Drueke, Jr., Wm. F. 
Drueke & Sons, Grand Rapids, 
Mich.; H. G. Fisher, Fisher-Price 
Toys, Inc., East Aurora, N. Y.; 
J. E. Gibson, Fri-Back Co., High 
Point, N. C.; Archie B. Marcus, 
Louis Marx & Co., New York 
City; Herbert E. Thyen, Jasper 
Wood Products, Jasper, Ind.; A. 
Swedlin, Gund Mfg. Co., New 
York City; R. K. Whiting, Hol- 
gate Bros. Co., Kane, Pa.; Fred 
W. Wolf, F. W. Woolnough Co., 
Inc., New York City, and J. C. 
Struthers, The Colson Corp., 
Elyria, Ohio. 


NEAL HARDWARE CO. 
PURCHASED BY DUTTON 

The W. F. Neal Hardware Co., 
Derry, N. H., which has been 
owned by the Neal family since 
| 1900, has been purchased by 
| George Dutton from Robert 





Among these new services are 


Crosby, proprietor of the estab- 
lishment for the past 16 years. 
The firm was purchased nearly 
45 years ago by W. F. Neal, Mrs. 
Crosby’s father. Ralph Eaton, 
who has been connected with the 
company for nine years, will con- 
tinue to act as store manager. 


BETTER BUSINESS 
BUREAU ESTABLISHES 
NATIONAL OFFICE 


The National Association of 
Better Business Bureaus has re- 
cently established a central office 
in Cleveland, Ohio. W. Dan 
Bell, formerly general manager 
of the Buffalo Bureau, has been 
named executive director of the 
office. This office will coordinate 
the activities of the 85 Better 
Business Bureaus located in the 
major cities throughout the 
United States and Canada. It 
will aid in developing bureaus 
in cities where there are none 
located; plan programs of con- 
sumer education and public pro- 
tection, and act in a liaison 
capacity in representing better 


business bureaus before other 
groups. Mr. Ball, prior to his 
connection with the Buffalo 


Bureau was general manager of 
the Bureau in Peoria, Il]. Mr. 
Ball started his career with the 
better business bureaus in Chi- 





cago and Cleveland, in 1935. 
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ROSCOE E. IMHOFF 


whose appointment as _ sules 
manager in charge of home ap- 
pliance sales of General Mills, 
Inc., Minneapolis, Minn., was 
announced in the Aug. 3 issue 
of Harpware AcE. 


CENTRAL STATES DINNER 
IN ATLANTIC CITY 


On Sunday evening, Oct. 15, 
1944, the day prior to the off- 
cial opening of the Atlantic City 
Convention, the Central States 
Hardware Club will hold a din- 
ner for members and guests at 
Hackney’s, followed by entertain- 
ment. 








TON & SONS, INC.: 


Auxiliary Military Police. 








ARMY GUIDON AWARD PRESENTED TO HENRY DISS- 
At colorful ceremonies held recently 
on the Henry Disston & Sons, Inc., athletic field, the Army 
Guidon Award was presented 
Police of the plant of the company, which is in Tacony, Pa. 
S. Horace Disston, president of the company, made an ad- 
dress in which he complimented the men of the police force 
who were drawn up on the field in front of the grandstand. 
Lt. de Leo, chief plant protective officer, Third Service Com- 
mand, spoke and the award was made by Col. Stilwell, Com- 
manding Officer, Third Service Command Fifth District. The 
award was accepted by R. T. Nalle, Disston vice-president, 
who then presented the guidon to Capt. Morrison of the 
After the ceremonies, the guests, 
the Coast Guard band, and the Disston Military Police were 
entertained at a luncheon given by the company. 
above are, left to right, Col. Stilwell, and S. Horace Disston, 
| president of the company, and Capt. Morrison. 


to the Auxiliary Military 
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BURGESS BATTERY CO. RECEIVES ARMY-NAVY “E”: 


The Army-Navy award for excellence in the production of 
war materials was recently presented to the Burgess Battery 


Co., Freeport, Ill. 


ture of dry batteries for the Army and Navy. 
C. F. Burgess, founder and chairman of the 


right, are Dr. 


This company is engaged in the manufac- 


Shown, left to 


Burgess Battery Co., and Brig. Gen. Edgar L. Clewell, Com- 
manding General, Western Signal Depots, who presented the 


“E” pennant. 








RODGER STATES AIMS 
NATIONAL ELECTRICAL 
RETAILERS’ ASS’N 


The National Electrical Re- 
tailers’ Association has_ estab- 
lished headquarters in the Mer- 
chandise Mart in Chicago and 
plans are being formulated to 
launch a nationwide membership 
drive. Radio, appliance, and 
lighting dealers will be invited 
to become charter members. M. 
R. Rodger, coordinator of the or- 
ganization, will devote a great 
deal of his time to the member- 
ship drive and the development 
of the association’s program. Mr. 
Rodger, who has spent 25 years 
in the industry, has been actively 
affiliated with this new associa- 
tion from its inception. Chester 
Sikking, Springfield, Ill., hard- 
ware dealer, is president and J. 
A. Cobbey, Chicago attorney, is 
acting secretary. A board of di- 
rectors to be nominated and 





M. R. RODGER 
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elected by members will be 
formed. There will also be an 
advisory council and regional and 
local coordinators to build the 
association. 

The purposes of the new or- 
ganization as outlined by Mr. 
Sikking are: “To promote, at- 
tain, and establish high ideals in 
merchandising of electrical prod- 
ucts such as appliances, radio, 
lighting and other equipment. 

“To promote cooperation be- 
tween all branches of the elec- 
trical industry for the broaden- 
ing of markets thereby contrib- 
uting to high national income 
and employment. 

“To the end that the people 
of America will be completely 
and adequately furnished with 
dependable electrical equipment 
at low maintenance and operating 
costs.” 

The association was incorpo- 
rated as a non-profit organiza- 





Cc. B. SIKKING 






tion in Illinois, April 18. Through 
the National Electrical Retailers 
Association, Mr. Sikking stated, 
we will work with the other asso- 
ciations of the industry and with 
other retail trade associations, 
such as National Retail Furni- 
ture Association, National Retail 
Hardware Association, National 
Retail Dry Goods Association, 
and others who are interested in 
the retailing of electrical equip- 
ment. 

“To carry on most effectively 
we should have a_ platform. 
Therefore, we are suggesting sev- 
eral subjects that may be con- 
sidered as a platform of the asso- 
ciation. To help create a co- 
operative program for the fair 
and equitable distribution of elec- 
trical products in post-war. To 
sustain a high level of sales pol- 
icies in the years which follow, 
there contributing to high na- 
tional income and employment.” 

Every group in the electrical 
industry, except the retail sales 
group, has a national association, 
Mr. Sikking stated. He contin- 
ued, “I am sure we all agree 
there is a need for a National 
Electrical Retailers’ Association.” 





LANNING MADE RANGE 
MERCHANDISE MGR. 
FOR WESTINGHOUSE 


Melvin E. Lanning has re- 
cently been appointed merchan- 
dise manager of the range de- 
partment of the Westinghouse 
Electric & Mfg. Co., Mansfield, 
Ohio. Mr. Lanning joined the 
company in 1915 in the Denver, 
Col., office. He has been sta- 
tioned in the Westinghouse St. 
Louis office since 1937, serving 
successively as southwestern dis- 
trict range supervisor, southwest- 


ern district sales development 
manager, and merchandise su- 
pervisor. 


JONES & LAUGHLIN 
STEEL ANNOUNCES 
EXECUTIVE CHANGES 


Jones & Laughlin Steel Corp., 
311 Ross St., Pittsburgh, Pa., has 
recently announced the following 
changes in its organization. Lewis 
M. Parsons has resigned as a 
director and a member of the 
executive committee, and as vice- 
president in charge of sales of 
the corporation. Adam J. Haz- 
lett, general manager of sales, 
has been elected vice-president in 
charge of sales of the company, 
and John W. Reavis, a member 
of the law firm of Jones, Day, 
Cockley & Reavis, Cleveland, 
Ohio, has been elected a director 
of the company. 











MARK A. MILLER 


assistant general manager of 
the Stamford, Conn., division 
of the Yale & Towne Mfg. Co., 
was in charge of the volumi- 
nous details that had to be co- 
ordinated so that 4,000 em- 
plovees and their thousands of 
relatives and friends could par- 
ticipate in the presentation of 
the Army-Navy “E” award re- 





cently. 








Remington Develops Shotgun 
Shell to Aid in Gunnery Training 


Research workers at Remington 
Arms Co’s., Bridgeport, Conn., 
plant have developed a new shot- 
gun shell now being widely used 
for training purposes. Due to its 
incendiary properties, no plans 
are being made for post-war man- 
ufacture for sporting use. Its 
effectiveness is being utilized 
only in training areas where no 
fire hazard exists. 

The new shell, which has the 
appearance of a regular shotgun 
shell has within it a small metal 
capsule containing a tracer com- 





position. It is so designed that 





the capsule burning with a light 
sufficiently bright to be clearly 


seen in the daytime, flies within 
the shot group. The position of 
this tracer indicates to the shoot- 
er the location of his shot enabl- 
ing him to correct his error in 
lead or aim. Many of the boys 
have never fired a gun before 
entering the armed services and 
the new shell enables them to 
quickly correct errors in leading 
and more rapidly become com- 
petent gunners because it shows 
them where they are shooting. 
Gunnery instructors have pro- 
claimed it a great aid in teach- 
ing fighters that they must shoot 
in front of a moving target in 


| order to hit it. 
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WPB MOVES TO ALLEVIATE THE — 
INSECT SCREEN CLOTH SHORTAGE 


METALS RESERVE CO. STOCKS RELEASED 


Release of 669,947 square feet of copper and bronze 
wire cloth and the stocks of them in hands of dealers. 
Amendments to M-9-c-4 eliminate restrictions against 
cutting and installing uncut copper insect screening. 
Manufacturers still cannot produce screen cloth under 


this order. 


(Washington Bureau 
of HARDWARE AGE) 

WPB has moved to alleviate 
the shortage of insect screen 
cloth by releasing 669,947 square 
feet of copper and bronze cloth 
in the hands of the Metals Re- 
serve Co., as well as undeter- 
mined frozen quantities in the 
hands of dealers. The amount 
which will actually be made 
available is something of a mys- 
tery since the only accurate fig- 
ures available are those which 
cover the previously mentioned 
government - held stock and not 
those in the hands of dealers. 

It will be remembered that in 
the spring of 1942 WPB froze 
40,000,000 square feet of copper 
and bronze insect screen cloth 
and assigned it to the Copper 
Recovery Corp. for distribution 
to essential users, such as the 
military forces. The 669,947 
square feet just released is all 
that is left of this stockpile. 

Although order M-9-c froze 
stocks in the hands of dealers, 
not all of this screen cloth has 
been turned in, due to ignorance 
of the order, or merely a desire 
on the part of some dealers to 
hold their stocks until they could 
again sell it. WPB’s action 
permits such stocks to be sold to 
civilian users in addition to the 
669,947 square feet held by the 
Metals Reserve Co. 

The WPB Building Materials 
Division and its counterpart in 
the Office of Civilian Require- 
ments, citing the need for insect 
screen cloth for health purposes, 
particularly in southern regions, 
had been trying for several 
months to persuade the WPB 
Copper Division to release these 
stocks, 
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Now that the release has been 
made there will be practically na 
control over the distribution of 
the frozen stocks. Since WPB 
maintains that screen cloth is 
most needed for repair purposes 


and small household users, ex- 
cept for military orders (not 
many of these orders are expect- 
ed, since these needs are being 





filled from current production) 


not more than 50 square feet will 
be sold excepting to jobbers, 
wholesalers, retailers or govern- 
ment agencies. This procedure 
will keep manufacturers of win- 
dow screens, screen doors, etc., 
out, It is considered, by WPB, 
to be more essential to have ex- 
isting screening repaired than to 
have new screens made, in view 
of the small stocks of copper and 
bronze wire cloth to be released. 

This amendment to M-9-c also 
removes restrictions on cutting 
and installing new and uncut 
rolls of copper insect screening. 
Although manufacturers still can- 
not produce screen cloth under 
the order, this release of frozen 
stocks should ease some of the 
most critical shortages, provided 
dealers are careful in their dis- 
tribution. 








OPA Issues Simplified Price Schedules on 
Mixed Fertilizers, Etc. By Geographical Regions 


Flat prices on “victory garden" and “‘spe- 


cialty”’ 


fertilizers established for 


entire 


country in Second Revised MPR No. 135. 


OPA issued on July 27 a 
nation-wide simplified retail 
schedule of uniform dollar-and- 
cents ceiling prices on mixed 
fertilizers, superphosphate, pot- 
ash and nitrogenous materials. 
Second Revised Maximum Price 
Regulation No. 135 (Retail 
Prices of Fertilizers and Mate- 
rials) was effective Aug. 1, 1944. 
The regulation not only provided 
new prices but clarified technical 
language of the previous regula- 
tion and incorporates pricing of 
nitrogenous materials previously 
under another regulation. 

The regulation contains 18 
tables of maximum prices, each 
applicable to certain geographi- 
cal sections of the country. Prices 
are for the point at which the 


consumer accepts delivery of the | 


fertilizer. However, if the con- 
sumer does not pay cash for the 
commodity, the credit terms com- 
monly prevailing in his area may 
be added to the prices indicated 
in the tables. 

When fertilizer is delivered to 








the consumer’s premises, he may 
be charged an additional truck- 
ing fee as established for his 
‘county, by the regulation. Each 
local War Price & Rationing 
Board will have copies of a trade 
bulletin on these fertilizers ayail- 
able to all persons. These bulle- 
tins will contain the retail prices, 
discounts and trucking allow- 
ances applicable to these com- 
modities in that _ particular 
county. A certain fixed allow- 
ance may also be added to the 
prices for fertilizer sold in cotton 
or burlap bags. 

This action also establishes flat 








lawns and flower gardens) for 
small garden users. These com- 
modities are priced higher be- 
cause of their small lot sales and 
the cost of packaging. The prices 
of “victory garden” fertilizers are 
as follows: 


100 Ib. packages ..........- $3.70 
50 Ib. packages ........... 2.35 
25 Ib. packages ..........- 1.45 
10 Ih. packages .........-. .80 
5 Ib. packages ........... 50 


“Specialty” fertilizers may be 
priced at the highest prices 
charged by the retailer during 
March, 1942, or, if he did not 
have prices for this commodity 
during that period he may charge 
the following prices: 


Size of Package Superphosphate Other Kinds 
EE. itn d065. oud Ka es 0 oo 2.70 $4.00 
Ge Gah s Sade cox ecdus 1.70 2.50 
EE wela ciikwadis €4Gdpc0s 1.20 1.50 
2 RR rere ae -65 80. 
ED . 5 «dapaeb eased as Gs 6 45 -50 





prices for the entire country on 
“victory garden” fertilizers and 
“specialty” fertilizers (mixed fer- 
tilizers especially prepared for 


Any other sized packages of 
“specialty” fertilizers may be 
priced at a figure no higher than 
the next larger sized package of 
any listed above, OPA said. 
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EW HAVEN 
CLOCK 


PLENTY OF BACKING 
FOR OUR 
POSTWAR PROGRAM! 


NEW HAVEN CLOCKS and Watches, which 
have always served you so faithfully in the 
past, will again be available to you just as 
soon as we get the green light to go ahead. 
The time cannot come too quickly for us, and 
we are looking forward to that time, so that 
we may have the pleasure of serving you 
again as we have in the past. 


THE NEW HAVEN CLOCK CO. 


NEW HAVEN, CONN. 
Fine Timepieces since 1817 






























Here is the proved, most effective, labor-saving way to rid 
livestock of grubs, wolves or warbles, lice, flies, scab, skin 
diseases, etc. Saves hides! Saves fences! Saves labor! Is 
always on the job. Allows livestock to treat themselves 
when and as needed. Used by leading livestock producers 
and feeders everywhere! 


Nationally Aduertisedin ari tHe THOUSANDS 


! 
LEADING LIVESTOCK PUBLICATIONS [————Reseae By MALE esut 











As a result of intensive national advertising [gesae items rete CURmeo Cm mec nee 
continuously for more than 2 years... such was the case with yy matie Rane ying 
there’s a ready-made demand for Automatic [iIRsMmmrs sass ssa lines maser star eit 
Currying and Dipping Machines in your ter- —— oo 
ritory! DEALER FRANCHISE PLAN 
Write Today For DESCRIPTIVE FOLDER and [Malate pAdMped AL ce tes 
DEALER FRANCHISE PLAN up desiand, one that assures plenty ofaniane! 





plen 1d profits. Don’t wait! Write for 


CO. pepT. 404 DEALER PROPOSITION on Automatics 


KA pom a 4 today. 
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BUILDING YOUR AFTER WAR SPORTY 


| = | ot \ 
AG GOODS SALES 





TA*PAT-CO STAY-A-FLOAT 
MAS GONE TO WAR 


When peace-time returns this 
famous patented life-save 
and swim-vest will again 
moke water sports safe for 
young America. 


J 
FIGHT FOR VICTORY... 


Plan for Peace! Winning the war comes first. That's 
why every man and machine hour we can command is pro- 
ducing Ta-pat-co sleeping bags and life-save equipment 
for the armed forces. * As we fight for Victory we think 
of the future when Ta-pat-co sleeping bags will be spread 
on the banks of placid lakes instead of shell craters, when 
Ta-pat-co life save vests will give the confidence of safety 
to occupants of sailboats instead of battleships. We plan 
for peace. * Advertising in national outdoor magazines 
is @ part of our plan to keep Ta-pat-co foremost in the 
minds of America’s millions of lovers of the great outdoors, 
whe will be in the market for our type of equipment after 
the war. 
TA+PAT-CO KAPOK PRODUCTS 

Life Save Vests © Duck Hunters’ Life Save Vests © Stay-a-Fioat 
Child's Swimming Belts @ Life Save Cushions ¢ Outing Cushions 


Toboggan Cushions © Ring Buoys © Boat Fenders © Camp Cushions 
Camp Mattresses © Parkas ¢ Sleeping Bags © Dog Mats 





In peace and in war, the leading manufacturer 
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of Life-Save Equipment and Sleeping Bags 





12,782 


Production of 12,782 electric 
ranges in the third quarter of 
1944 has 
three manufacturers who are 
able to make ranges without in- 
Production Board 
July 27. 

These manufacturers are the 
first ones authorized to partici- 
pate in the recently-announced 
program for the production of 
88,000 electric ranges in 1944. 
The manufacturers are: A. 
Stoves, Inc., Battle Creek, Mich.; 
Frigidaire Div., General Motors | 
able Iron Range Co., Beaver 
Dam, Wis. 

Of the 12,782 ranges, 1500 are 


placed by the Army, Navy, Mari- 
time Commission, War Shipping | 
Administration, Federal Public 
Housing Authority, the Home 
Owners’ Loan Corporation acting 
for the National Housing Admin- 
istration, and export orders. 

Manufacturers are required to 
hold 7560 ranges to fill orders for | 
new privately-financed Federal | 
Housing Administration war | 


tric ranges not needed to meet 
may be sold through retail stores 


for essential civilian replacement 
purposes. If it is found later 


‘that some of the ranges to be 


been authorized to | 


terfering with war work, the War 
said on) 


Corp., Dayton, ‘Ohio, and Malle- | 


needed to fill “special” orders | 


housing projects. The 3722 elec- | 


military and FHA requirements | 





Three Companies May Produce 


Electric Ranges 


held by manufacturers for FHA 
housing projects are not needed 
for that purpose, they also will 
‘be made available for retail sale 
| to civilians, WPB officials said. 

About 94 per cent of the ranges 
will be three-burner, apartment 
| house models, and only six per 
cent will be standard, four-burner 
| models. All the models will be 
equipped with thermostats. 

Two of the three manufac- 
" | turers, under appeals procedure, 
|have been producing _ three- 
| burner electric ranges for FHA 
Pr military purposes for some 
months. Since their production 
lines are already set up, their 
production will proceed without 
delay. 
| Production of standard, four- 
| burner models, that have not 
been made for about two years, 
| cannot be started until produc- 
| tion lines have been established 
|and materials and components 
received. Four-burner ranges 
therefore will not be available 
| for retail sale until late in the 
| year. 

About 22,000 three-burner elec- 
tric ranges already have been 
| built under appeals. This num- 
ber plus the 12,782 authorized to- 
day leaves a total of 53,218 elec- 
tric ranges to be authorized for 
production under the 1944 pro- 
gram for 88,000. 














Because of a small increase in 
the supply of cooking stoves 
available for civilians, rationing 
restrictions on these stoves have 
been relaxed slightly by the 
Office of Price Administration, 
as of Aug 5. Changes made in 
stove rationing were made as the 
result of Amendment 11 to Ra- 
tioning Order 9A. 

As the result of the changes 
any person is now eligible for a 
certificate provided he has no 
other means of cooking, whether 
or not the stove is to be used in | 
what is considered “essential” 
living or working space. On the | 








same date conversion burners for | 


| pose. 


Slight Increase in Cook Stove Sapplies 
Causes Easing of Ration Order 9A 


ranges used in cooking became 
available to dealers, distributors 
and manufacturers  certificate- 
free. Consumers must, however, 
continue to have ration certifi- 
cates for the acquisition of an oil 
conversion burner for ranges. 
This change was made because 
so relatively few of these units 
are being made that control, 
other than at the consumer level 
no longer serves any useful pur- 
No allowable inventories 
have been established for conver- 


| sion burners because of the re- 


strictions imposed on manufac- 
ture of the item. 
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Hot water storage tanks and 
expansion tanks no longer require 
preference ratings for purchase 
by consumers, the War Produc- 
tion Board announced July 31. 
Action was taken to remove re- 
strictions on the sale of hot water 
storage tanks because such tanks 
are used mainly to replace exist- 
ing tanks which cannot be re- 
paired. Large expansion tanks 
are used in commercial, indus- 
trial or institutional buildings 
which are automatically provided 
with ratings under CMP regula- 
tions, WPB officials said. 

Order L-79 which controls dis- 
tribution of plumbing and heating 
equipment, was revised to state 
that low-pressure steel boilers, 
designed to burn gas or oil only 
as a fuel, do not require ratings 
from consumers. 

Since there has been some pub- 
lic confusion as to the use of fuel 
oil and gas, L-79 has been 
amended to make it clear that 
orders issued by the Office of 
War Utilities and the Petroleum 
Administration for War control 
the use of these fuels. 

The revised L-79 also specifies 
that the sale of equipment using 
gas as a fuel is prohibited unless 
the prospective purchaser has ob- 
tained a letter from the utility 
company which will deliver the 
gas, stating that the gas can be 
delivered. 

The procedure for consumers 
to follow in applying for prefer- 
ence ratings has also been 
amended, WPB explained. The 
revision was made to make Or- 
der L-79 conform with the recent 
delegation of authority to the 
Federal Housing Administration 
to process applications for pur- 
chase of building products and 
materials for such housing proj- 


Hot Water Storage Tanks, Expansion Tanks 


No Longer Require Preference Ratings 





ects as come under its jurisdic- 
tion. 

Under the new procedure, if 
the equipment is to be used for 
residential purposes, construction 
or otherwise, Form WPB-2896 
should be filed with the nearest 
Federal Housing Administration 
field office. 

If that equipment is to be 
used for commercial or industrial 
purposes and is construction of a 
type which is restricted under the 
construction order, L-41, Form 
WPB-617 should be filed with the 
nearest WPB field office. If not 
restricted under Order L-41, then 
Form WPB-1319 should be filed 
with the nearest WPB field office, 
it was explained. 

Applications for equipment to 
be used for farm purposes (in- 
cluding farm dwellings) should 
be filed on Form WPB-617 with 
the County Agricultural Conser- 
vation Committee if the con- 
struction is of a type which is 
restricted under L-41. If not re- 
stricted under L-41, then Form 
WPB-1319 should be filed with 
the nearest WPB field office. 

Utilities furnishing service for 
use by the public should apply 
for equipment on Form WPB- 
2774 with the War Production 
Board, Washington 25, D. C. 

Previously, Order L-7$ did not 
specify which forms were to be 
used by each type of applicant. 

The AA-3 rating assigned to 
sellers to enable them to pur- 
chase and maintain an inventory 
of equipment may no longer be 
used to obtain repair parts for 
stoves rationed by OPA, WPB 
said. This change was made to 
remove control over domestic 
cooking appliances and heating 
stoves from Order L-79, since it 
is intended to make L-23-c the 
sole controlling order. 








Wax, Oiled, Etc. Paper Makers 
May Seek Price Relief in Some Cases 


Manufacturers of waxed, oiled 
and petrolatum treated papers 
may apply for an individual ad- 
justment in their ceiling prices 
if two conditions can be met, the 
Office of Price Administration 
announced July 15. 

These two conditions are: (1) 
The manufacturer must be suf- 
fering substantial hardship under 
the existing ceiling which renders 
him unable to maintain his pro- 
duction at that price, and (2) 
continuance of the manufacturer’s 





production of the commodity is 
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required to meet a military or 
essential civilian need, or loss of 
the manufacturer’s production of 
the commodity will force his 
customers to resort to higher- 
priced sources of supply, and no 
adequate substitute for the com- 
modity is available at a price 
equal to or lower than the ad- 
justed maximum price requested. 
Amendment No. 3 to Maximum 
Price Regulation No. 307— 
Waxed Paper—effective July 19, 
1944, made these provisions. 





WAFFLE-KNITTED 
IRONING BOARD PADS 


and COVERS 


















seein 


From start to finish we strive 


to produce a better pad. In doing so, 


we have built a demand which at 


present is larger than we can meet. 
You see, the Army and Navy are get- 


ting first call on our production. 
What remains, we are distrib- 
uting pro-rata to our customers. 


ww 


Textile Mills 


General Offices: 3948-50 Roosevelt Road, Chicago 24 


Mills 


alias! 


go 


ll. and Athens, Ala 
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When peace comes... 


it will be Grand 


What price postwar gas ranges? Prices, 
of course, will be determined largely 
by postwar production costs, and pos- 
sibly by government regulations. But 
whatever the price brackets, you can 
be sure that GRAND Gas Ranges will 
be sold on a stable, maintained price 
structure .. . with proven margins that 
will produce profitable business for 


GRAND dealers. 


And whatever the prices, you can be 
sure that Grand’s advanced features 
will give your customers an excep- 


tional range value for theit money. 


Grand) GAS RANGES 


LEVELAN 





,| until complete articles can be 


See Little Possibility 
For Production of Major 


Appliances During 1944 


(Washington Bureau 

of HARDWARE AGE) 
Despite much optimistic talk 
concerning production of wash- 
|ing machines, electric refrig- 
| erators and other appliances there 
| is little indication in Washington 
that any production of these 
| items will be permitted this year. 
Limiting factors are material, 

| manpower, Army opposition *o 
| any large scale reconversion at 
present and various political fac- 
tors. Army schedules for produc- 
tion in the final half of 1944 have 
been increased for practically all 


| 
| 


these. Army Service Forces ex- 
pect October to be the peak pro- 
duction month. Civilian supply 
officials are worried over steel al- 
locations for the fourth quarter, 
particularly since civilian sched- 
ules have been increased. At 
present, 17,000,000 tons of steel 
will be required for all claimants 
in the fourth quarter, yet officials 
estimate that production will total 
only 14,000,000 tons. 

When the aluminum release 
begins to reach industry it is 
quite possible that some of the 
components for electrical appli- 
ances will be made and held 


fabricated. However, as pointed 
out by Lt. Gen. Brehon Somer- 
vell, director, Army Service 
Forces, manpower being used in 
aluminum foundries could be put 
to better use in foundries mak- 
ing components, lack of which 
are now slowing down preduc- 
tion of military and essential 
trucks and other vehicles. Should 
this situation become any worse 
it may be necessary to divert this 
manpower from the aluminum 
foundries. 

The extremely critical short- 
age of fractional horsepower mo- 
tors is the most important of the 
factors which tends to put the 
production of electrical appli- 
ances requiring such motors, on 
the shelf. The motor industry is 
now doing approximately five- 
|and-one-half times its prewar 
| business, according to WPB. 


The predominance of the produc- 








items and doubled for several of 


changed from about 80-20 in 
favor of domestic motors to 15-85 
in favor of military. 

Shipments on AC motors are 
considerably late. The backlog 
has risen from $30,000,000 in 
July, 1943, to $55,000,000 in 
May, 1944, and WPB expects it 
to rise still further. Serious 
manpower problems prevent full 
utilization of all available facili- 
ties. New orders have exceeded 
shipments since January, 1943, 
and production has risen from 
about 250,000 motors a month a 
year ago to 400,000 at the present 
time. The farm equipment pro- 
gram has added a requirement 
for about 30,000 motors a month 
and the program for replacement 
motors has added a requirement 
for another 30,000 to 35,000 mo- 
tors a month. WPB reports that 
no serious difficulty is being en- 
countered in obtaining motors for 
replacements and repairs. 

It has been reported that com- 
ing cut-backs in airplane produc- 
tion will release motors. Cut- 
backs which are being considered 
are in non-electrified models, 
which rules out the possibility 
of any motor release. 

WPB’s fourth reconversion 
order which will grant spot au- 
thorizations of restricted products 
may make it possible for small 
amounts of appliances to be pro- 
duced next year. This order will 
specify that manufacturers who 
have facilities and labor, who 
have materials in inventory as a 
result of cutbacks, or who can 
obtain surplus inventories, may 
apply to the area WMC official 
or local production urgency com- 
mittee for labor clearance, and to 
the local WPB office for permis- 
sion to produce restricted prod- 
ucts. As long as such labor is 
required for war work in the ap- 
plicant plant, in other plants in 
the same area, or in other areas, 
it may not be used for expanding 
civilian production. For obtain- 
ing new CMP materials, a de- 
ferred allotment symbol will be 
granted; delivery on this symbol 
would have to await fulfillment 





{tion pattern, however, has 


of regular CMP orders. 
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(Washington Bureau 
of HARDWARE AGB) 
Restrictions on the 
copper base alloy in the manu- 
facture of marine joiner hardware 
have been relaxed by WPB 
through an amended version of 
Schedule II of Order L-236. Most 
of the products may now be 
made of secondary brass, which 
is defined as copper base alloy 
containing not more than 74 per 
cent copper and two per cent tin. 
In the original schedule issued 
in August, 1943, restrictions on 
the use of the alloy were based 
on a substitute use of malleable 
iron, WPB officials said, but it 
is impossible now to obtain suffi- 
cient malleable iron to meet mili- 
tary requirements, 
Practically all marine joiner 


WPB Belires Restrictions 
On Copper Base Alloy for 
Marine Joiner Hardware 


use of 


hardware being currently pro- 
duced goes to the Army, Navy, 
Maritime Commission and the 
War Shipping Administration. 
Permitted sizes, types and grades 
of marine joiner hardware and 
materials that may be used in 
their manufacture are specified in 
the schedule’s five tables. The 
amended schedule includes minor 
changes in the permitted types 
and sizes and some rearrange- 
ments of the items within the 
tables. 

Marine joiner hardware cov- 
ered by Schedule II comprises 
locks and latches; door, cabinet 
and lock trim; butts, hinges and 
hasps; cabinet locks, padlocks 
and miscellaneous items used 
aboard ships. 











To meet military and naval 
procurements as well as require- 
ments of the war food program 
for seine twine, hawser or cabled 
cord, the War Production Board 
on Aug. 2 issued directions to 
producers, sharply _ restricting 
sales and deliveries of the prod- 
ucts. 

In addition to regular Navy, 
United States Maritime Commis- 
sion and War Shipping Admin- 
istration needs for these materi- 
als, the Army has placed orders 
for large supplies of seine cord, 
used in the manufacture of cam- 
ouflage nets, WPB explained. 

Under the war food program, 
there have been heavy purchases 
of netting for the fish catch, of 
which more than 50 per cent goes 
to the armed forces. 

This directive requires that, 
effective Aug. 15, 1944, producers 
may not sell or deliver any seine 
twine, hawser or other cabled 


Restrict Sales and Deliveries of 
Seine Twine, Hawser and Cabled Cord 


ing. These ratings may be as- 
signed (a) on Form WPB-2842, 
(b) on Form WPB-547 (Dis- 
tributor’s application for prefer- 
ence rating), (c) by the Foreign 
Economic Administration, (d) in 
connection with an authorization 
of the Canadian Cotton Adminis- 
trator, (e) or as specifically au- 
thorized in writing by the War 
Production Board. 

The following transactions are 
excepted from the foregoing re- 
strictions: 

1. Sales made directly by pro- 
ducers to a consumer for his own 
use, provided that not more than 
25 lbs. per month may be sold to 
any one customer. 

2. Deliveries made prior to Oct. 
1, 1944, on orders accepted prior 
to Aug. 15, 1944, from the Army, 
Navy, Maritime Commission or 
War Shipping Administration. 

The direction was issued pur- 


suant to Conservation Order 





cord, except on a preference rat- 


M-328. 








ISSUE M-379 TO 
PROVIDE GREATER 
WORK CLOTHES STOCKS 


A new WPB order, M-379, de- 
signed to increase production of 
essential civilian work clothing, 
requires all manufacturers of 
work clothing—itemized below— 
to produce during each calendar 
quarter, beginning July 1, 1944, 
at least 90 per cent of the num- 
ber of units manufactured dur- 
ing the “base period,” the third 





1944 
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quarter of 1942. The order also 
requires manufacturers to put 
back into production any of these 
listed items of work clothing that 
may have been discontinued since 
the “base” (1942) quarter: 
Men’s and boys’ bib overalls, 
dungarees, work shirts, one-piece 
work suits and work pants, men’s 
overall jackets (jumpers) and 
blanket-lined coats. 
Approximately 4,915,000 dozen 
of these items were made during 








the base period. 
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& 
“? at Briddell’® 


Part of the secret of the quality unfailingly 
found in all Briddell tools is—proper 
tempering. 

Photo shows Aden Howard, one of 
four Howard brothers at Briddell’s, prac- 
ticing steel-tempering the way he learned 
it from a master craftsman, Founder 
Charlie Briddell. At the 100% proper 
moment Aden will remove his blades 
from the fire and immerse them in the 
just-right bath of tempering oil. 

At every point in production the same 
craftsman’s care prevails; efficiency, long 
wear, economy must be built into every 
tool. We never forget that our tools are 
for folks who will use them to make 
their living. 


Flag awarded Jan. 4, 1944 °* Star awarded June 24, 1944 


CHAS. D. BRIDDELL, INC. 


Crisfield, Maryland + Craftsmen in Metal since 1895 


she 


ee oe 


133 





THE ONLY 
HOUSEHOLD REPAIR 


CEMENT THAT 


gypendin 6002 
X-PANDOTITE 


Wow tt can be cold! jnrmediate deliveries 


to the American and Canadian trade — no priorities 
required . . . permission has been granted us to 
manufacture X-Pandotite in increasing quantities 
and to pack it in metal containers. Until now pro- 
duction has, of necessity, been limited. The au- 
thorities ok’d production for X-Pandotite because 
X-Pandotite is a repair cement that replaces new 
materials and because it is so easy to use that it 
saves calling in skilled repairmen. X-Pandotite is 
the only cement that expands as it sets. The ex- 
pendion action causes a permanent, perfect, strong 

nd. No other cement has this amazing advantage. 




















FOR THOUSANDS OF PERMANENT 
HOME AND BUILDING REPAIRS 


I's Eacy to Use _ Mold it, trowel it, or 


pour it. Use X-Pandotite in any desired consistency. 
It’s so simple to use that home repairs become a 
pleasure. 


Vs Economical — You won't have to make 


repairs a second time. Anyone can use it. A little 
goes a long way. 


Wakes efpsacrs last because it is leak- 


proof, moisture-proof, vibration-proof, and water- 
proof. It completely fills cracks in marble, plaster, 
tile, concrete, terrazzo and wood. A perfect anchor- 
ing material. It’s guaranteed not to shrink. It 
expands! X-Pandotite is unaffected by heat, oil, 
soap, or caustic solutions. 


Order from your nearest job- 
ber. If his stock is short, write 
us and we'll arrange for 
delivery. 


$3, 





MPANDOTITE 
X PANDOTITE [I c.,../ 


A High Profit, Quick 
Selling Repeat Item! 


Accredited Jobbers 
please write! 








“ag ad 








X-PANDO CORPORATION 


43-15 36th N.Y 





Street ” 





Long Island City 1 
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Plants in More Than 


Plants engaged in more than 


erence rating assigned under 
Controlled Materials Plan Reg- 
ulation No. 5 to the principal 
part of their business to obtain 
Maintenance, Repair and Oper- 





ating Supplies for all their ac- 





One Activity 
May Use CMP Reg. No. 5 Ratings for 
All Activities if Principal Business 


Provides Ratings Under CMP No. 5 


| tivities, the War Production 


one activity may use the pref-| Board pointed out July 22. 


Plants that produce one item 
during entire year and another 
for only a part of that year may 
follow this general rule, WPB 
officials said. 








| To Release Frozen Stocks of 


Copper and 


Copper conservation Order M- 
9-c continues to prohibit the 
manufacture of copper and cop- 
per base alloy controlled mate- 
rial forms and shapes for use in 
building construction, and also 
prohibits the use of these mate- 
rials in the manufacture of many 
building material items, officials 
added. 

The amended order permits the 
use of copper or copper base al- 
loy pipe or tubing in connecting 
new water heaters which replace 
heaters that are worn out or dam- 
aged beyond repair if copper or 
copper base alloy pipe or tubing 
was used in installing the heater 
being replaced, officials said. 


Copper Alloy Fittings 


(Washington Bureau 
of HARDWARE AGB) 

WPB has announced the re- 
lease of frozen stocks of copper 
and copper alloy fittings and 
other fabricated building materi- 
als. Weatherstripping and 40 
other items of building materials 
held by manufacturers, jobbers 
and retailers were released by an 
amendment to supplementary Or- 
der M-9-c-4 and may be used 
without restrictions, WPB off- 
cials said. However, the delivery 
and installation of copper and 
copper base alloy, sheet, plates, 
roll, strip, rod, bar, extruded 
shapes and wire, as building ma- 
terials, continues to be restricted 
by the order. 








FHA ELIMINATES 
REGION III 


The Federal Public Housing 
Authority will eliminate its Re- 
gion III, serving the District of 
Columbia, Virginia, Maryland, 
and Delaware, and will transfer 
its functions to other offices on 
Aug. 1, FPHA Commissioner 
Philip M. Klutznick announced 
recently. The District of Co- 
lumbia, Prince George’s county 


Arlington county, Fairfax county 
and the city of Alexandria in 
Va., and Puerto Rico will be 
served by the central office of 
FPHA. The state of Virginia, 
except as specified, will be served 
by Region IV, headquarters of 
which are in Atlanta, Ga.; the 
state of Maryland, except as 
specified, and the state of Dela- 
ware will be served by Region 
II, which has headquarters in 





and Montgomery county in Md., 


New York City. 








USED GARDEN TRACTORS | 
CEILINGS NOW SET 

BY MPR No. 133 
Effective Aug. 2, OPA has | 
amended Price Regulation 133, | 
setting ceiling prices on used | 


These implements when sold 


“as is,” by dealers, private indi- 
viduals, or auctioneers, may not 
sell (1) for more than 85 per 


cent of the manufacturer’s sug- 
gested retail price for the article 


garden tractors and tractor when new, if less than one year 
mounted and_ semi-mounted old, and (2) for not more than 
“power take-off” mowers, regard- | 70 per cent of this original sug- 
less of the type or the class of | gested retail price if the article 





seller, |is more than a year old. 


HARDWARE AGE 
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AUGUST 17, 


Ease Sale of Luggage 


An adjustable pricing order 
permitting manufacturers of lug- 
gage frames in New York, New 
Jersey and Pennsylvania to sell 
them on an open billing basis 
for a 60-day period was issued 
Aug. 1 by the Office of Price 
Administration. 

A uniform schedule of prices 
for luggage frames will be issued 
at a later date, OPA said. At 





Frames in 


present, manufacturers are cov- 
ered by the General Maximum 


Price Regulation, which limits 
them to their highest March, 
1942, prices. 

The order becomes effective 
Aug. 1, 1944, and expires Sept. 


30, 1944. Applications for price 
relief have been filed by repre- 
sentative producers in the three- 
| state area. 











Two New Schedules in L-216 Provide for 
Hack Saw Blade, Band Saw Simplification 


Simplification and _ standard- 
ization specifications for hack 
saw blades and band saws 
are provided by WPB, in 
two new schedules to _limi- 
tation Order L-216. Sched- 
ule 7 (hack saw blades) and 
Schedule 8 (hard-edge flexible- 
back band saws) of Order L-216, 


provide that after July 29, no 


or deliver any of these products 
unless such blade and saws are 
of the widths, thicknesses and 





ules, issued by WPB. 








New Resale Prices on 


Certain Items 


In Four Specifications of Alloy Steels 


New resale prices of bars, bar 
strip, billets, blooms, slabs, cold 
rolled strip, tubing, plates and 
sheets in four specifications of 


alloy steels, NE 8600 and 8700 
and AISI 4100 and 3100, were 
announced July 21, by the Office 
of Price Administration. 








PERMIT 3 MORE TYPES 
WOODBORING BITS 


Three more types of woodbor- 
ing bits—derrick augers, stump 
augers and multi-spur machine 
bits—may now be manufactured 
in addition to the 18 types 
already permitted, the War Pro- 
duction Board announced July 22. 

Schedule VIII of the hand 
tools simplification order, L-157, 
as amended, adds these three 
types to Appendix A, which spe- 
cifies the types, sizes, grades and 
styles of bits that may be manu- 
factured. The amended schedule 
also makes two additions to the 
11 types that are exempt from re- 
strictions of the schedule, since 
they are designed for special 
purposes and are not used in 
large quantities. Minor changes 
in sizes and types are also made. 

Types listed in Appendix A, 
follow: Auger. bits; car bits; 
machine auger bits, except ship 
auger; ship augers (square 
shank); ship augers (machine 
or round shank) ring augers; 
machine plug bits; hand and 
machine Forstner bits; hand 


plug bits with threaded guide; 
hand plug bits, with screw point; 


screws; wood drills with points 
as shown in Figure 8 of the ap- 
pendix; bell hanger or elec- 


chine drills (double drill twist) ; 
tapping or sugar tree bits; mul- 
tispur machine bits; derrick 
augers, and stump augers. 





CLARIFY CMP 9A TERM 
“CAPTIVE REPAIR SHOP” 


The term “captive repair shop’ 
includes not only those shops 


and operated exclusively for the 
company’s use, but also those 
which are owned by any person, 


the War Production Board an- 
nounced July 27 in issuing In- 
terpretation No. 4 to Controlled 
Materials Plan Regulation No. 
9A. 

In obtaining materials, such 
shops, which meet the require- 
ments of the regulation, are eli- 
gible to use the preference 
ratings and allotment numbers 
or symbols to which their owners 
are entitled as well as those as- 








expansive bits; drills and coun- 
tersinks 


for boring for wood | 





1944 





signed under CMP Regulation 
No 9A, WPB pointed out. 


including a farmer, and oper- | 
ated exclusively for his own use, | 


have the number of teeth pre- | 
scribed, in detail in the sched- | 


2 


which are owned by a company | 





New York, New Jersey and Pennsyloania | 


producer shall manufacture, sell | 


tricians’ drills; dowel bits; ma- 








"Unbreakable" Nail Puller | 





Shown at right: 
Box Chisel 
Box Scraper 
"Box Terrier" 
Tomahawk ‘ 


Box Opening Tools 


While heavy cases containing vital war materials, 
likewise, cartons and crates, are being opened 
every minute of the day and night right around the 
clock, Bridgeport's manufacturing facilities for the 
production of Nail Pullers, Box Opening and Crate 
Opening Tools are temporarily taxed to capacity. 





When the clouds of war begin to roll back, Bridgeport 
Nail Pullers, Crate Opening Tools, Tomahawk Tools, 
Box Scrapers, etc. will again be shipped on open 
order to hardware dealers and distributors through- 
out the world. 


Bridge port 


MARK 


DROP-FORGED TOOLS 


KNOWN FOR FIFTY YEARS 
THE BRIDGEPORT HDWE. MFG. CORP. 





BRIDGEPORT, CONN 





Record Breaking Orders 
rove Irade Acceplance 


Lloup 


ty 


Submitted to Under- 
writers’ Laboratories 
inc., for opproval. 


Submitted to Electrical 
Testing Laboratories, 
fnc., for certification 


Pat. Nos. 2200443-2228210 


Locks Out . . . Resets AUTOMATICALLY 


1 


2 
3 
4 


Positively cuts out deactivated, flickering, blinking 
lamps. 

When trouble is detected the starter automatically 
cuts off current to the ballast and lamp. 

Gives long life to ballast because defective lamp is 
locked out. Prevents overheating. 

When Lloyd AUTOMATIC locks out defective lamp 
—turn off the current—Remove defective lamp—Put 
in a new lamp. 

Allow at least one minute to make the above change 
of lamps. Turn on the current. The starter auto- 
matically lights the new lamp. 

NO NEED TO DO ANYTHING TO THE STARTER 
Lloyd NEW PLASTIC CAN has higher dielectric 
strength, is stronger, lighter, distinctive. 

Knurled rim on plastic can insures positive grip for 
insertion and removal of starter. 

Plastic can is sealed. No projecting lugs to cause 
trouble. 

The life of the AUTOMATIC starter is 
greater than that of the average lamp. 
It saves maintenance costs and power consumption, 
protects and insures longer life to the ballast and 
lamp. 

Tested in production and prior to shipment to insure 
perfect performance. 


LLOYD PRODUCTS COMPANY 
Dept. HA-8 Providence 5, R. I 





many times 


Representatives in 23 Leading Oro Export Office 13 E. 40th St., 
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Selective Service Outlines 
Rights of Returned Armed Forces 
Members As to Their Old Jobs 


Taking cognizance of the in- 
creasing importance of the prob- 
lem of returning veterans enter- 
ing the labor market, Selective 
Service headquarters has issued 
a memorandum outlining the 
rights of returned servicemen and 
the obligations of industry in re- 
gard to reinstating veterans in 
their former jobs. 

The responsibility for aiding 
veterans in securing their old 
positions is put on the local draft 
boards. Upon being discharged 
veterans are informed of their 
right to call on local boards for 
assistance. 

A veteran is entitled by law 
which has been upheld by the 
Federal District Courts, to rein- 
statement in his former position 
or to a position of like seniority, 
status and pay: 

1. If his position was not tem- 
porary. 

2. If he entered military service 
subsequent to May 1, 1940. 

3. If he is still qualified to 
perform the duties of such posi- 
tion. A veteran seeking his job 
cannot be asked to meet higher 
standards than existed when he 
left. 

4. If he makes application for 
reemployment within 40 days 
after his separation from service. 
This is mandatory and the 40- 
day period cannot be extended 
for any reason. The first duty 
of local boards is to inform the 
returning veteran of this pro- 
vision. 

Employers must rehire veterans 
without unnecessary delay and an 
employer is legally bound to 
take back returning veterans un- 
less circumstances have changed 
to make it “unreasonable or im- 
possible” to do so. 

Veterans who are restored to 
positions must be considered as 
having been on furlough or leave 
of absence during their period of 





service; must not lose any seni- 
ority; are entitled to participate 
in insurance or other benefits 
offered by employers pursuant to 
established rules relating to em- 
ployes on leave of absence; and 
they shall not be discharged 
without cause within one year 
after restoration. 

If a veteran cannot reach an 
agreement with his old employer 
local boards are required to do 
everything in their power to 
reach an amicable adjustment 
and may call on any local 
agencies for assistance. 

A veteran may also file suit in 
the United States District Court 
if an agreement cannot be 
reached. He may employ his 
own attorney or the United 
States attorney will handle the 
case, withut cost to the veteran, 
provided he is satisfied that the 
veteran’s claim is just. A veteran 
may also recover back pay, by 
legal action, if his reinstatement 
was unnecessarily delayed. 

An important point for all 
businessmen to remember is that 
Selective Service holds that the 
veteran has a legal right to ac- 
cept a cash settlement in lieu of 
his old job, thereby relinquishing 
reemployment claims. 

Another important ruling, 
which is being interpreted as 
an open slap at organized labor 
would prohibit the dlosed shop 
or maintenance of membership 
agreement from applying to re- 
turning veterans. According to 
the Selective Service official in- 
terpretation, if an employer has 
entered into agreements, which 
did not exist at the time of the 
veteran’s separation, the veteran 
cannot be deprived of his reem- 
ployment rights because of such 
agreements. He is entitled to his 
old job even though a non-veteran 
with greater seniority will have 
to be discharged. 








Add Certain Gages, Squares 


To 


Planer and shaper gages and 
hardened steel squares have been 
added by WPB to the listing in 
preference order E-5-a, governing 
gages and precision measuring 
tools. 


Coverage Under E-5-a 


These added items are now 
limited as to percentages and 


ratings (AA-5 or higher) which 


various manufacturers may rec- 


ognize. 
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Just as soon as | 
UNION and VICTORY 
shut down on Fighting Tools! 
Just as soon as we can switch our ex- | 


panded facilities from fighting tools to | 
hardware and sporting tools, — | 





You'll have a greater line of UNION | 
fast-sellers, replete with new features | 
to expand your Profits on UNION | 


Roller and Ice Skates 
Fishing Tackle 


* Chisels and Screwdrivers 






* Hack Saw Frames 








Gun Implements 






* Available on Priorities 


eR EPA GRIF Company 


HARDWARE COMPANY ERIE. PENNSYLVANIA 
aw EWE aw iw Ba MANUFACTURERS [ 
; Agents: 


Ej ‘@) R R 1 N (- Es fe) N. | Cc '@) N) N . an NEW YORK: 45 Warren St. CHICAGO: 162 N. Clinton St. 


NEW YORM OFFICE IS|' CHAMBERS STi T SAN FRANCISCO: 703 Market St. 
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Dr. Frank J. Tone, Carborundum Board 


Chairman, 


Dr. Frank J. Tone, 75, noted 


for his discovery of the first 
process for the 
metal 
board 


commercial 
production of _ silicon 
and chairman of the 
of the Carborundum Co., Niag- 
ara Falls, N. Y., passed away in 
that city recently. Dr. Tone, who 
retired as president of the Car- 
borundum Co.,. in 1942, after 
having served 47 years as works 
manager and president, had been 
frequently honored for chemistry 
experiments to discover  syn- 
thetic abrasives and refractories 


to replace diamonds in the 
grinding processes. 
Dr. Tone won the Perkin 


Medal of the American section 
of the Society of Chemical In- 
dustry in 1938, and also received 
the Edward Goodrich Acheson 
Medal conferred by the Ameri- 
can Electrochemical Society in 
1935 among others. After gradu- 
ating from Cornell University in 
1891 with a degree of a metal- 
lurgical engineer, he joined the 
Thompson-Houston Electric Co., 


Lynn, Mass., and then in 1893 | 


was an engineer with the Pitts- 
burgh Railways Co. In 1896 he 
became associated as 
manager with Edward G. Ache- 
son in the development of Car- 
borundum and artificial graphite 


Dies at 75 





DR. FRANK J. TONE 


at the Carborundum Co. Four 
years later he was placed in 
charge of the production of 
abrasives and refractories. He 
was also president of the Repub- 


| lic Carbon Co., and a director of 





| the Canadian Carborundum Co., 


| Ltd. He is survived by his 


works | Wife, and two sons, Franchot 


Tone, the actor, and Dr. Frank 
Jerome Tone, Jr., a vice-presi- 
dent of the Carborundum Co. 








EDMUND R. SWIFT 


Edmund R. “Ned” Swift, 65, 
district sales manager of The 
Stanley Works, Inc., Chicago, IIl., 
passed away recently at St. 
Luke’s Hospital in Chicago. Mr. 
Swift had been associated with 
The Stanley Works for 46 years 
starting his with the 


career 





EDMUND R. SWIFT 
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company in New Britain, Conn., 
in 1898 at the age of 19. Follow- 
ing a trip around the world for 
the firm in 1904, Mr. Swift was 
assigned to the Chi®ago office, 
where he had held an executive 
post in charge of sales ever 
since. He was one of the organ- 
izers of the Central States Hard- 
ware Club and a former presi- 
dent of that group. He is sur- 
vived by his widow, and three 
sisters. Widely known and liked 
throughout the hardware fra- 
ternity, he will be missed by all 
who came in contact with him. 





T. V. MILLIGAN 


T. V. Milligan, 77, formerly 
president and general manager of 
The Milligan Hardware & Supply 
Co., East Liverpool, Ohio, mill 
supply distributors, passed away 
recently. Mr. Milligan entered 
the business world at the age of 
12, and his first job consisted of 
sweeping out the store of Will L. 
Thompson. After several years 





with the Thompson organization, 








he spent a year as a mail order 
clerk in the East Liverpool post 
office. In 1882 he entered the 
hardware field, when he obtained 
a position in the Eagle Hard- 
ware Store of that city, in which 
his father and brother had pur- 
chased a half interest during the 
preceding year. The firm as- 
sumed its present name in 1890 
and was incorporated in 1893. 
Mr. Milligan was secretary and 
treasurer of thé company until 
1925 when he assumed the presi- 
dency taking over the interest 
of his brother, who had been in- 
active since 1907. 

Mr. Milligan, who was a mem- 
ber of the First Presbyterian 
Church, was extremely active in 
church and organization work. 





T. V. MILLIGAN 


He was elected a trustee in 1894, 
was clerk for 20 years and had 
been president of the Merchants’ 
Association. He was one of the 
organizers of the local Kiwanis 
Club, and was its third president. 
He also served as city treasurer 
of East Liverpool for two years. 


WILLIAM R. DONNELLAN 


William Robert Donnellan, 76, 
hardware merchant for 41 years, 
in Lancaster, Kan., passed away 
recently. He was a member of 
the Odd Fellows and Rebekah 
Lodges, and was postmaster in 
Lancaster for 37 years. He is 
survived by one daughter, a 
brother and three sisters. 





RALPH HARRIS WICKS 


Ralph Harris Wicks, 52, for- 
merly sales representative for 
Blish, Mize, Silliman Hardware 
Co., wholesalers, Atchison, Kan., 
passed away recently. Mr. Wicks 
joined the company at the age 
of 15 years, and continued with 
it until he was compelled to re- 
tire about two years ago, be- 
cause of ill health. 





FRANK A. SHEA 


Frank A. Shea, 49, who for 17 
years was in charge of the paint 
and paper department of the 
Sterns Hardware Co., Hot 
Springs, Ark., before he estab. 
lished his own business, three 
years ago, passed away recently. 
He was president-elect of the 
Fourteenth district, past grand 
chef de gare of the 40 and 8, 
serving in 1941, past commander 
of Warren Townsend Post, No. 
13, Hot Springs, and a member 
of several committees of the state 
department, American Legion. He 
is survived by his widow, a son, 
four daughters, two sisters, and 
a_ brother. 








WILSON VICE-CHAIRMAN 
WPB METALS, MINERALS 


Philip D. Wilson has recently 
been appointed vice-chairman for 
Metal and Minerals for the WPB. 
Mr. Wilson was engaged in the 
copper industry in Arizona, from 
1911 to 1924, with the Phelps- 
Dodge Corp., and the Calumet & 
Arizona Mining Co. Later he 
joined the American Metal Co., 
Ltd., working in North and South 
America. Europe and _ South 
Africa in the exploration, devel- 
opment and management of min- 
ing properties. When he joined 
the OPM, WPB’s predecessor, he 
was vice-chairman of Pardners 
Mines Corp., New York City. 

Arthur Bunker, who has been 
serving as vice-chairman of Metals 
and Minerals, and who recently 
was appointed vice-chairman of 
the Production Executive Com- 
mittee and director of the newly 
formed PEC staff, also has been 
named Deputy Executive Vice- 
Chairman of the WPB. 





LOWENHAUPT STORE 
PURCHASED BY 
LOWENHAUPT HDWE. CO. 


I. H. Lowenhaupt, who has 
been in the retail hardware busi- 
ness for 47 years, has retired 
after selling his stock and fixtures 
to Will Lowenhaupt, and T. L. 
Hill. The new firm name will 
be Lowenhaupt Hardware Co., 
Covington, Tenn. 

Established in 1896, I. H. 
Lowenhaupt & Co., was one of 
the oldest retail firms in Coving- 
ton. Mr. Lowenhaupt was one 
of the organizers of the First 
State Bank, and is still serving 
as a director. Will Lowenhaupt, 
Mr. Lowenhaupt’s brother, has 
been associated with the business 
since 1900. The other member 
of the new firm, has been with 
Federal Compress of Covington 
for 20 years. Jake Lowenhaupt 
and James McQuiston will re- 
main with the new firm. 


HARDWARE AGE 
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The Cost and Selling Price 
On the Package 


E.. a place on 


a package on which the cost and 
selling price of the merchandise 
can be recorded is a problem in 
many hardware stores. The follow- 
ing suggestions from Henry E. 
Thellin, manager of the Crosby 
Hardware & Furniture Co., Cros- 
by, Minn., offer a solution to the 
problem. Mr. Thellin’s suggestions 
follow: 

“Following is an idea that will 
help make sales easier for all 
salesmen in any store, any place. 
I think that if the idea works out 
all stores will be helped, ‘a large 
amount of time saved and more 
customers served. 

“For years we have been ‘both- 
ered with finding a place to put 
the cost and selling price of mer- 
chandise on the package. In the 
case of a door lock, the box is 
usually dark and so are the labels. 
If the cost and selling price are 
marked on the bottom of the box 
it soon gets rubbed out, is hard to 
find and the salesman must take it 
off the shelf in order to find out 
what it sells for. There is no set 
place for the price. 

“On bottles, the label is almost 
always full of print and instruc- 
tions. This leaves only the glass 
of the bottle to be marked with a 
wax pencil and this is soon rubbed 
off if the bottles are dusted and 
cleaned. 


Blank Spaces on Labels 


“It seems to me that one way 
out is to have all labels made with 
a small blank space in the upper 
right hand corner which can be 
used as a place for pricing goods. 
Then, when the labels are used on 
boxes, packages or bottles, the 
price is always in front of the 


AUGUST 17, 1944 


salesman and, for that matter, in 
front of the customer. This method 
would help to build confidence, 
would speed up sales and would 
make the pricing of goods a plea- 
sure. As in the case of door locks, 
if one is taken out and the cus- 
tomer asks what is the price of a 
sanded brass lock of the same style 
as the copper finish he is looking 
at, the salesman only has to look 
at the label in order to answer. 


A Big Job 


“It is true that this is a big job. 
But is not the present the best time 
to do this kind of a job when the 
amount of merchandise is_ the 
smallest we have known? It seems 
to me that this should be a ‘must’ 
with all manufacturers and all that 
is needed is to start the label manu- 


facturers off on the right track. 
Then, when civilian merchandise 
again begins to come back, one of 
the big headaches of the retail 
store will be solved. It has taken 
me 30 years to think of this idea 
and it has been on my mind so 
much that I believe it is worth 
mentioning. Perhaps, if it could be 
brought to the attention of the 
manufacturers, this idea could be 
given some consideration.” 


Turn to Page 84 


If you haven’t already done so, 
turn to page 84 in this issue and 
read the article “American Mer- 
chants Must Train 8,000,000 
Salespeople—or Else!” by Ed- 
ward H. Gardner. 

This-article will give you an ex- 
cellent idea of what the salesman 
will mean to America and will al- 
so give you an indication as to his 
importance in the post-war era. 
You have a responsibility to the 
America of the future. 








Test Your Hardware Sense! 


Grade yourself in the following manner to see how good you 
are. Each question correctly answered is worth 20 points. A 
grade of 100 is excellent; 80 is good; 60, fair; 40, poor, and 


20, very poor. The correct answers to these questions will be 


found on page 161. 


Work the problem first—then substitute the figures 

of your own business for those in the problem. 

1—Figure the cash discount of this invoice. Total amount 
of invoice is $80; merchandise billed on invoice $85; freight 
allowance $5; and cash discount is 2 per cent. 

2—Sales in a hardware business were $30,000. Margin was 
30 per cent of sales. Determine cost of goods sold. 

3—A dealer buys a line of hammers at 30 per cent off the 
list price. Goods are sold at list. Figure the margin on the 
line in per cent of the selling price. Also find mark-up on line 
in per cent of the cost of the goods. 

4—One roll of roofing will cover 100 sq. ft. How many 
rolls of roofing will be required to cover a gable roof mea- 


suring 50 ft. long by 10 ft. wide? 


5—A dealer received an invoice for $42.50. Trade discount 
applying was 32 and 10 per cent. Figure the net cost of the 


merchandise. 


(Answers on page 161) 

















GOVERN MENT WAR-TIME RESTRICTIONS 
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Furnace parts prices—Manu- 
facturers of warm air furnace repair 
parts will not be required to publish 
new price lists for these parts, to be 
able to change the 9 per cent increase 
in prices granted June 24. OPA has 
so ruled, as to the amendment to Price 
Regulation 188, effective that date. 


* * > 


Seed—Dry 
bean seeds have been exempted from 
price control, the Office of Price Ad- 
ministration announced recently. Farm- 
ers now will be able to obtain premiums 
for certified and premium grades of 
dry edible beans suitable for seed pur- 
poses under amendment No. 5 to 
Maximum Price Regulation. No. 496— 
Vegetable Seeds, effective July 29, 
1944. 


commercial field 


* a * 


Alarm clocks—WPB says that 
about 1,250,000 war-model alarm clocks 
were manufactured in the second quar- 
ter of this year, a gain of 25 per cent 
over production in the first quarter. An- 
other slight increase is expected dur- 
ing the July, August, September period. 
The pre-war output was around 12,500,- 
000 annually. An extremely small quan- 
tity of electric alarm clocks, which had 
been out of production since June, 
1942, were made in the second quarter. 

* * * 


August bicycle quota—The 
national adult bicycle quota for August 
will be 19,500, an increase of 2,000 
over July, OPA announces. In addition 
regional reserves of 4,875 and a na- 
tional reserve of 2,625 were established, 
making a grand total of 27,000 adult 
bicycles that may be released during 
this month. 

* > * 

Planning for tools—Manufac- 
turers have been authorized to place 
orders after WPB approval, but with- 
out priority ratings which would com- 
mand prompt delivery for machines and 
machine tools for postwar production 
of civilian goods. The types of tools 
and equipment for which unrated 
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orders may now be placed include: 
Machine tools; precision measuring in- 
struments and testing devices; foundry 
equipment and metal melting furnaces; 
elevators and escalators; general indus- 
trial equipment; conveying machinery 
and power transmission equipment; 
electric motors and generators; printing 
trades machinery; electric motor con- 
trolers; logging, lumber, and wood 
products machinery; oxyacetylene ap- 
paratus; portable conveyors; resistance 
welding equipment; lubricating equip- 
ment, and container machinery. Al- 
though general policy restricts the 
granting of priority ratings to war and 
needed civilian items, WPB said it ex- 
pects to be able to provide priorities 
on machinery and tools at once “in 
certain limited cases,” and “on a 
broader scale when conditions permit.” 


Domestic equipment repairs 
—Recent amending of several limitation 
orders, L-6, L-18-b, and L-98, is expected 
soon to increase the output of parts for 
domestic vacuum cleaners, laundry 
equipment and sewing machines for 
repair and replacements, by relaxation 
of limitations on manufacturers’ inyen- 
tories. Each manufacturer of parts for 
the repair of domestic laundry equip- 
ment, sewing machines, or vacuum 
cleaners may now have in inventory, 
at any one time, twice as many of each 
type or part as he sold in the second 
preceding quarter. 

* * * 

Mechanical _refrigerators— 
WPB says that the original stockpile 
of about 700,000 mechanical refrigera- 
tors, established early in 1942, has 
dwindled to only 55,000, equivalent to 
about a week’s production before the 
war. Because these must last until new 
refrigerators are available, WPB em- 





Wholesale Hardware Sales 


By Geographic Regions, for June, 1944 






































| SALES REPORTED SALES-YEAR-TO-DATE 
Percent Change 
REGION June 1944 Thousands of Dollars 

from Percent Six Six 
a | «Change | Months | Months 

Number from 1944 1943 

of June June June May 6 (Add (Add 

Firms | 1943 1944 1944 1943 1944 1943 000) 000) 
U.S. TOTAL a.. 293 +3 + 2 | $38,913 | $37,856 | $38,276; +1 $249,238 | $246,640 
New jand 24 —6 -—7 1,071 1,138 1,156; —6 6,332 6,705 
Middle Atiantic. .. 76 +2 +13 6,111 5,976; 5431; — 3 43,436 | 44,811 
East North Central 56 +2 -—2 5,758; 5,648) 6,849; +1 36,267 | 35,998 
West North Central 30 +13 +3 4,873| 4,307; 4,746) +8 580 | 31,088 
South Atlantic 32 +13 -1 5,180; 4,592; 5,200; +7 26,165 508 
East South Central 18 +6 +8 2,447| 2,308) 2,259; +10 6,371 13,930 
West South Central... 21 —2 -—4 4,173 4,266 4,339) +4 27,069 25,928 
Mountain 5 +14 +4 766 672 +1 4,159 3,753 
Pacific. . 26 —5 b 8,348; 8,795; 8372); —5 55,845 58,899 




















Bureau of the Census 


a Includes data for five firms not allocated to geographic divisions. 


b Less than 0.5 percent. 


Current Statistical Service 





States comprising regions: 


New England—(Conn., Maine, "xy N. H., R. 1, Vt.) 


Middle Atlantic—(N. J.. N. Y., P 


. Pa. 
East North Central—(Ill., Ind., Mich., Ohio, Wisc.) 
West North Central—(lowa, Kan., Minn., Mo., Neb., N. D., 8. D.) 
South Atlantie—(Del., D. C., Fla.. Ga., Md., 
East South Central—(Ala., Ky., Miss., Tenn.) 
West South Central—(Ark., La., Okla., Texas) 
Mountain—(Ariz., Colo., Idaho, Mont., Nev., N. M., Utah, Wyo.) 


Pacific—(Calif., Ore., Wash.) 


C., 8S. C.. Va.. W. Va.) 
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Send for 
Catalog of | 
the Schollhorn Line 
of BERNARD Parallel Action Tools 


THE WM. SCHOLLHORN CO. 


P. O. BOX 1944, NEW HAVEN, CONN. 


"Serving Industry for over Three Quarters of a Century" 














DANIEL 
BOONE 
FIRST IN 
HICKORY 


For over 80 years Daniel 
Boone Hickory Handles have 
been made from only the finest 
second growth hickory in the 
world. 


They are uniform in grade and per- X 
fect in pattern; 37% above the average ; 
of all other useful grades of hickory in 
strength as proven by independent testing 
engineers in leading universities. For cus- \ 
tomers who require the best in value and 
service, recommend Daniel Boone. Order from 
your jobber. 














TURNER, DAY AND WOOLWORTH HANDLE CO., INC. 
LOUISVILLE, KENTUCKY 
FOR OVER 80 YEARS—WORLD 'S LARGEST HICKORY HANDLE MANUFACTURER 
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Specify Dasco, if you are looking for 
long lasting, craftsman-made Rend 
tools. Forged from the highest grade 
materials, properly heat treated, care- 
fully finished and diamond tested, 
they are quality built for exacting 
workmen. The line includes chisels, 
punches, drills, nippers and numer- 
ous other hand tools. 


Sold by Leading Jobbers 


DAMASCUS STEEL 
PRODUCTS CORP. 
INO 


ROCKFORD, ELL s 
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9017 BESSEMER AVE. 


CLEVELAND, OHIO 
THE WORLD'S LARGEST MAKERS OF VISES 
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Wholesale Hardware Inventories 
By Conpernty Bagiane, ie June, 1944 












see the 


HOME GUARD 


(REG. U. S. PAT. OFF.) 
s 

wood trigger 

mouse trap 


McGILL METAL PRODUCTS CO. 
Marengo, Illinois 
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Diamond Points are packed in a new box which 
prevents breaking of “sticks.” They are made 
“A, by an exclusive Red Devil process from espe- 
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©% Come stacked in strong sticks of 100 points each ve 
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| END-OF-MONTH INVENTORIES (Cost) 





STOCK-SALES RATIOS 














Percent Change 
REGION June 1944 Thousands of Dollars 
from 
Number aah, l 
of June May June | June May June June May 
Firms | 1943 | 1944 | 1944 | 1943 | 1944 | 1944 | 1943 
U.S. TOTALa....| 173 | +6 +1 | $90,142 | $39.90 | $36.826 | 165 | (186 163 
| | 
, 16 ee 1,674) 1,652| 1,710) 204 | 185 195 
Middle 40 +9 b | 4628) 4,252) 4,637) 155 138 164 
East North Central. . 45 b | +1 6,991; 6,990 6936; 151 156 146 
West North Central....| 20 +10 b 7,119| 6,496} 7,117) 176 187 181 
South Atlanic... . 18 +1 b 1,932| 1,733; 1,926; 144 133 128 
East South Central 5 +11 | +5 1,302| 1,178| 1,238/ 130 108 119 
West South Central....| 13 +2 b 4,008} 3,935| 3,997| 194 181 194 
Mountain... . 4 +7 | +3 596 558 680| 177 200 188 
Pacific........ 11 +10 | +3 7,631 6,910 7.396 | 170 143 160 
Bureau of the Census Current Statistical Service 


b Less than 0.5 percent. 


a Includes data for four firms not allocated to geographic divisions. 





+ htai 





Stock-sales are per 
identical eroup of firma. 


d by dividing the cost value of stocks by 


sales for an 





phasizes that withdrawals will be made 
only for the “most highly essential” 
uses. Industry members at a Washing- 
ton meeting, recently, were told by 
Stanley B. Adams, director of WPB’s 
Consumers Durable Goods Division, “It 
is still impossible to determine when 
domestic mechanical refrigerators may 
again be made because it is impossible 
to tell when labor, materials and facil- 
ities needed for the purpose can be 
spared from war production. However, 
WPB is fully aware of the need for 
mechanical refrigerators and will make 
every effort to effect resumption of 
civilan production as rapidly as pos- 


sible without interference with war 
production. Production of repair and 
replacement parts for , Tefrigerators 


was said by industry members to 
be considerably higher than last year. 
WPB has stressed the importance of 
supplying enoygh parts to keep the 
20,000,000 existing mechanical refrig- 
erators in service. 
« * “& 

Substitute rope materials— 

Hardware dealers, and their farmer or 


small contractor customers, need con- 


stant reminding that neither Manila 
or sisal rope may be ordered for farm 
purposes or for light contruction or 
hoisting. Rope order M-84, made more 
strict on June 28, confines legal uses 
to important heavy-duty work, which 
the order carefully itemizes. Using sisal 
rope, for example, for farm work, even 
when obtainable, is in distinct violation 
of the order. Jute and istle ropes, in 
limited supply, may be used for farm 
or general civilian work, but the gov- 
ernment seems to be “soft-pedaling” its 
American hemp program, for any wide 
use for heavy-duty cordage. Harvest 
results of India’s jute crop, currently 
reported short, together with the avail- 








ability of shipping space, probably will 
be the deciding factor whether the gov- 
ernment’s American hemp program will 
be continued for another year, or 
whether its acreage will be given over 
to badly needed feed grains. Certainly, 
with the submarine menace practically 
eliminated and Indian exports still 
available, the need for further plant- 
ings is greatly reduced. 

. > 7 


Manila fiber outlook—The 
restoration of the abaca (Manila) fiber 
industry will be one of the first and 
most important jobs facing the forces 
that drive the Japanese from the Philip- 
pine Islands, according to a report from 
Interior Secretary Harold L. Ickes. Be- 
fore the war, the Philippines produced 
more than 90 per cent of the world’s 
supply of abaca fiber and about one- 
third of this production came to the 
United States. Exports to Great Britain 
were only slightly less. Manila fiber 
is of particular importance in marine 
operations because it is slow in absorb- 
ing water and dries quickly; this pre- 
vents the rot that destroys other ropes 
used at sea. Manila fiber is one of the 
few critical materials for which a satis- 
factory substitute has not been found, 
according to Mr. Ickes. 


* al * 


Cotton Duck—To meet heavy 
military requirements for tenting mate- 
rials, and increasing demands for essen- 
tial civilian fabrics, WPB has ordered 
a partial conversion (by Sept. 1, 1944) 
of cotton looms operating on drapery 
and upholstery fabrics, etc., table 
damask and suitings, to the production 
of ducks, duck substitutes, and other 
essential weaves. To this effect, WPB 
has amended Order L-99, which con- 
trols operations of cotton spinning ma- 


HARDWARE AGE 

















Ne 
ba 
or 

of 

wi 
tin 
the 
all 
up 
ba 
8D: 





AUG 














RATIOS 











bly will 
he gov- 
am will 
ar, oF 
*n over 
rtainly, 
ctically 
s still 

plant- 


—The 
) fiber 
st and 
forces 
Philip- 
t from 
s. Be- 
duced 
vorld’s 
t one- 
o the 
britain 
fiber 
1arine 
bsorb- 
3 pre- 
ropes 
of the 
satis- 
ound, 








BUY , .. NOW 


ALL ITEMS IN STOCK— 
ORDER FROM YOUR JOBBER 


OFFICER'S 
BAG 


Ne. 83 Officer's 
bag for service men 
civilians. Made 








with fit- 
tings. Built to tek 








BABY SWING 


Ne. 96. They will be in big de- 
mand this spring and summer. 
Cash in om this item. Made from 
heavy washable Khaki Duck ma- 
terial. reinforced for long and hard 
wear. In ordering «pecify No 96. 


FAST SELLING 
SCHOOL BAGS. 


No. 93 Pillow alip style; 
made from heavy duty 
Khaki Duck, sheulder 
strap style only. Apprex. 
size 10 by 18 inehes. 


SPRADLING'S Inc. 
ST. LOUIS, MO. 
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HEAVY USAGE 
STRAIGHT 





— 
| a! IE SPRING 


BALANCE 


For use in factories, cot- 
ton fields, farms, ware- 
houses or wherever a 
rugged, heavy duty bal- 
ance of reliable accuracy 
is required. Dial is re- 
cessed for protection, 
graduations deep etched 
for durability and read- 
ability. Adjustment 
allows indicator to be 
set at zero to balance 
scoop or pan attached 
to hook. 


CAPACITIES 
100 Ib. by 1 Ib. 
160 Ib. by 1 Ib. 
200 Ib. by 2 bs. 


BSSISSERBSO 


8865 





SEE YOUR JOBBER 
_ HANSON SCALE CO. 


525 N. Ada Street, 
Chicago 22, til. 














chinery and looms. Mills operating 
looms on drills, twills and sateens, are 
permitted to make either tent twills 
or duck substitutes. Weavers of cordu- 
roys are directed to divert 40 per cent 
of their yarn production to the manu- 
facture of duck, duck substitutes or 
jungle cloth, and looms also are to be 
converted from tickings to the produc- 
tion of ducks. The order prohibits the 
operation of any newly-acquired cotton 
textile machinery except for products 
authorized by WPB. 
* * * 

Military duck supplies—To 
meet essential military requirements, 
WPB has directed all producers of flat 
duck, including enameling duck, to 
operate not less than 50 per cent of 
the number of looms they were operat- 
ing on.these fabrics during the first 
quarter of 1944. It also directs that 
these looms must operate the maximum 


+ hours per week that other looms in the 


same plant operate on other fabric 
types. The flat duck produced under 
this direction must have a minimum 
weight per square yard of 12.10 ounces 
or more, and this duck may be sold 
only to fill military contracts. 

- ed * 

Washing machines—Plans for 
the reconversion of the domestic wash- 
ing machine industry were outlined at 
a recent meeting of the Industry At- 
visory Committee with WPB. The pro- 
gram calls for the manufacturers to 
maintain a check with their suppliers 
on materials and parts, and _ to 
periodically check on the situation with 
WPB. Members were told that the cur- 
rent bottleneck is in fractional horse- 
power motors castings and steel. Right 
now, WPB is considering a proposal to 
relax restrictions on manufacturers’ in- 
ventories of, parts for domestic laundry 
equipment, to increase materially the 
supply of parts for repair and replace- 
ment purposes. Provision also has 
been made to apply an AA-1 rating to 
some of the more critical components. 
Looking toward reconversion, manufac- 
turers were urged to list their require- 
ments for machine tools and equipment 
and place them with producers, even 
though for the present, these will be 
unrated orders. 

* *¢ * 

Paperboard , boxes, ete.— 

More and more, merchants and con- 








Latest News on 
WAR-TIME ORDERS 
and 


PRIORITIES 
on page 128 


























eo was quite a man % 
The ladies liked him best} 
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# to his success #& 
Why gals gave Sam 
their vote of “yes”. 
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with SOILAX grand ; i 


PA. fine new cleaning treat 


: The way the ladies 
bought that brand 


Put Sam on EASY STREET! 
Get SOI 


LAX from nivieiddves: 
Retail Price: 25¢, 12 Ib. 


Economics Laboratory, St. Paul, Minn. 
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No. 225 
Swivel Eye Snap 


No. 200 
Flat Spring Snap 


SNAPS 


} The Midland line of snaps covers a 
wide variety of styles, ranging in size 
from the small to big, husky 2-inch 
heavy dee and trace snaps—a size 
and type for every harness job. 


The Midland line of harness hard- 
ware and chains is a full one. Nor- 
mally it includes more than 2,000 
separate items, and embodying more 
than 30 years of “know-how.” Mid- 
land products are of better quality, 
greater strength, and longer life. 


Simplify your stocks by concentrat- 
ing on Midland. Specify “Midland” 
when ordering from your jobber. 


The MIDLAND Company 











Manufacturers — Incorporated 1911 
South Milwaukee Wisconsin 


MIDLAND 


HARNESS HARDWARE 
AND GHAINS 
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sumers will note changes or elimina- 
tions in packaging, to conserve paper 
and paperboard. Most recent amend- 
ments to order L-239 are very strict. 
They eliminate unnecessary types, and 
require that both folding and set-up 
containers be manufactured without un- 
necessary decorations. Display boxes 
may no longer be made if their manu- 
facture requires extra paperboard. Set 
and combination boxes are also pro- 
hibited unless approved by WPB. In 
general, restrictions are placed on the 
use of unnecessary heavy paperboard, 
or packages larger than required by 
the product, or employing projecting 
edges, extra cards, padded tops, etc. 
The packaging of toys and games is 
now limited to 60 per cent of the 
weight of paperboard used in 1942 for 
that purpose. Adding these items now 
to the control of order M-241, the pro- 
duction of paper cups, food containers, 
milk bottles and other sanitary food 
container items has been held to the 
maximum production of the last quar- 
ter of 1943. Pulp has been allocated 
for these grades on that basis. 
. + . 

Arsenic insecticides—As a re- 
sult of curtailed production in some 
arsenic mines, the output of arsenic 
next year will be smaller than that 
of 1944, the Insecticides Industry Ad- 
viséry Committee was told recently at 
a WPB meeting. For this year, cotton 
farmers in the South should be pre- 
pared with stocks of calcium arsenate 
or other arsenicals for possible leaf 
worm infestations during August. Be- 
cause of the hot dry summer, there 
fortunately seems little danger of ex- 
tensive boll weevil damage in most of 


this area for the rest of the season. 
* 28 . 

MRO for air-services—WPB, 
under CMP Regulation 5, has assigned 
AA-1 ratings for Maintenance, Repair 
and Operating Supplies to aviation 
concerns engaged exclusively in crop 
dusting, seeding and spraying, and to 
the Civil Air Patrol, which participates 
in target towing and similar military 
projects. Previously only the lower 
AA-5 rating was allowed for these ac- 
tivities. CMP Regulation 5A also was 
amended, assigning AA-1l rating for 
MRO to air patrol, survey and fire pro- 
tection services operated by the U. S. 
Forestry Service; to the air services 
operated by or for police and law-en- 
forcement agencies, and to the Bureau 
of Entomology and Plant Quarantine 
of the Department of Agriculture. Un- 
der the new amendment, AA-2 ratings 
are assigned to air services operated 
by or for Governmental agencies, “not 
otherwise ratesd.” 

* * * 

Asking more ammunition— 
The Industry Advisory Committee has 
recommended to WPB that ammunition 
should be made available to hunters 
for the fall game season. WPB Order 
L-286, issued in May, 1943, provided 
that no small arms ammunition could 
be obtained for the pleasure hunting 
of game. Provisions were made, how- 
ever, for ammunition for farmers for 
the protection of livestock and crops 


against predatory animals. Slightly re-° 


laxed last fall, to permit a minimum 
shooting of game birds and animals, 
restrictions were imposed again in Jan., 
1944, and since then no ammunition 
has been available for pleasure hunt- 





Wholesale Hardware Collections 
on Accounts Receivable 


By Geographic Regions, for June, 1944 





















































ACCOUNTS RECEIVABLE Collection Percentages 
Percent Change 
REGION June 1944 Thousands of Dollars 
from 
Number 
of June M June June May June June M 
Firms | 1943 1964 1944 1943 1944 1944 1943 1944 
~ US. TOTAL....| 206 | —6 a | $35,239 | $37,583 | $35,242| 97 89 97 
New E 23 -8 -3 1,052} 1,140 94 89 88 
Middle Atiantic 65 —13 -—2 5,061 5,815 6,141 86 92 
East North Central §2 -1 -—1 He 6,508; 5,513; 103 100 103 
West North Central 30 —5 -—2 4,147 4,034 116 104 119 
Atlantic. . 30 +4 +1 5,758 | 5,562) 5,678 88 80 87 
East South Central 16 —13 -—7 1,568 1,807 1 100 84 
West South Central | ry + ° — = — 110 4 112 
Pacific....... 24 : 8} +4 9,172| 10,001} 8,856) 88 83 89 
Bureau of the Census Current Statistical Service 


a Less than 0.5 percent. 








Collection per 


btained by dividing the ¢ollection on accounts during the 


month by accounts sessbvabie outstanding at the beginning of that month for an identical 


group of firms. 
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PERFECT COTTER PINS 





recision Manufacturing 


PRODUCES PERFECT COTTER PINS 


Solo Cotter Pins meet the exact engineer- 
ing specifications of all Army, Navy and 
Air Force requirements. Their excellent 
performance is certain, because they are 
triple gauged and rigidly inspected for 
quality and uniformity. Available from 
1/32” x %” to %” x 4” including all 
intermediate sizes. Standard, special or 
export packing to Army and. Navy or your 
individual requirements. 


ORDER SOLO COTTER PINS 
FROM YOUR JOBBER TODAY! 


SOLO PRODUCTS CORPORATION 


395 Fourth Avenue, New York 16, N. Y. 








DETACHABLE BLADE 
KNIVES... for HOBBYISTS 


& EVERY ART & 
CRAFT! 


No other item you've ever handled 
returns you so much sound, steady 
profit, or your customer such com- 
. and that’s why con- 
stant repeats make your profits swell. Here's 
healthy preeperty, just waiting to be asked 
. ». « GRAB ! 






Address inquiries to Alfred Field & Co., 
sole distributers in Hardware Field, 93 
Chambers Street, N. Y. 





Get our deal for 
this beautiful 
silent sales- 
man. 






Let Sharp-Edged Advertising Help 
A national ‘‘big push’’ in publications reaching the 
very people who buy from you .. . plus 
compelling ‘‘Dealer Helps’’ and this handsome 
time-proved display cabinet containing ample stock 
. . . these t make X-acto Knives with 
8 interchangeable blade types PROFITABLE. Get 
all the facts q 


ele TSR 
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ing. The industry’s proposal for re- 
laxation of the order is based on the 
present improved supply of ammuni- 
tion. Their recommendation is being 
studied, and a WPB decision on this 
proposal is expected soon. The pro- 
duction schedule of gages, sizes and 
loads, developed by WPB with ‘he 
assistance of industry, was reviewed, 
and it was generally agreed that this 
schedule was in correct proportions, 
and _ satisfactory. 
. * * 

Fractional horse-power mo- 
tors—Members of the Industry Ad- 
visory Committee agreed at a recent 
meeting with WPB, that the industry 
would be able to resume production of 
“appliance” motors within 60 days 
after military programs are cancelled. 
For the present, however, specialized 
aircraft motors for the latest airplane 
models will continue to absorb facilities 
which could be used for any resumption 
of the appliance program. Army and 
Navy representatives indicated that 
military requirements for smal] motors 
were now at the top level and with very 
few exceptions, will not require further 
production increases. Industry mem- 
bers recommended that if manufacture 
of civilian appliances is resumed be- 
fore the cancellation of military pro- 
grams, civilian orders be identified, so 
that manufacturers may prevent their 
interference with production for war 
purposes. Production of motors for 
May increased eight per cent over 
April, and was 20 per cent above May, 
1943. Preliminary June figures show 
slight advances over May. WPB repre- 
sentatives reported that a forthcoming 
order will require all users of fractional 
motors to report their requirements 
against their authorized production 


schedules. This will provide informa- 


tion for determining requirements, and 
should reduce the existent large back- 
log of motors on orders. It may also 
“turn up” some motors that could be 


made available for new programs. 
* + * 


Increased silver use—Con- 
sumption of all kinds of silver—foreign, 
treasury and domestic—will be about 
10 per cent higher this year than in 
1943, with military requirements in- 
creasing, WPB reported to the industry 
recently. Despite the increased demand 
and use of silver, domestic production 
and foreign importations will be lower, 
government officials predict. The silver 
order, M-199, has been discussed by 
WPB and industry members, especially 
the provisions that seek to overcome 
possible abuses in the use of silver by 
small manufacturers and those employ- 
ing hand tools. A reporting form is to 
be filed by manufacturers of List B 
items regarding their quota, for such 








Here’s the Fourth 


BURPEE ADVERTISEMENT 


of the 1944 Series 


G@ANINTIN 


“ ¥* The Gu 12.20 (Way 


Garden-fresh vegetables and 
fruits canned in tin now mean 
a well stocked larder of full- 
flavored, vitamin-rich foods 
next winter—without any 
ration points. 









It’s patriotic to can 
at home this year, 
and here's the A B 
C of successful can- 
ning: A — Choose 
sound products. 

—Put in cans and 
seal air-tight. C — 
Cook for proper 
length of time 
at temperature 
specified. 


1944 BURPEE CANNING BOOK 
A valuable aid for all home canners. 65 
pages, more than 200 recipes. Send 10c. 
See Burpee’s Modern Canning Equip- 
ment at your Dealer's. 


130 BURPEE CAN SEALER CO ANY non 


THESE PUBLICATIONS WILL BE USED 


Better Homes & Gardens 
Farm Journal 

Capper’s Farmer 

Farm & Ranch 

The Farmer 

Grit 

Indiana Farmers Guide 
Journal of Home Economics 
Michigan Farmer 

National 4-H Club News 
Nebraska Farmer 

New” England Homestead 
Ohio Farmer 

Parents’ Magazine 
Pennsylvania Farmer 
Prairie Farmer 

Practical Home Economics 
Progressive Farmer 

Rural New Yorker 
Southern Agriculturist 
Successful Farming 
Wallace’s Farmer 

What’s New in Home Economics 
Wisconsin Agriculturist 


\/ Check over your Burpee stock. 
\/ Get in touch with your Jobber 


at once before his Burpee allot- 
ment is all gone. 


BURPEE CAN SEALER CO. 


Inventors of Home Tin Can Sealers 
Makers of the Finest Pressure Canners 


130 W. Liberty St#., Barrington, Ill. 
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| MAKING SALES HISTORY! 





DATOM’S 


OVAL DOUBLE 


ROASTER 


*% Heat Resistant Glass 
* Interlocking Side Handles 
* Prompt Delivery 


*% Good for the Duration— 
and After! 


Sagacity: a. reast Popularly 
helene: 62 a Priced 
THE DATOM CO. 
200 Fifth Ave. New York 

















ARMSTRONG 


WIREGRID 





both types! 


WIREGRIP Belt Hooks that can 
be applied with any make lacing 
machines, have double (patented) 
aligning cards that hold hooks in 
perfect alignment, prevent han- 
dling and card-end loss — every 
hook saleable and usable. Made in 
6 sizes. 
S'TEELGRIP Belt Lacing is applied 
with a hammer. Comes in 8 sizes, 
in standard boxes, handy packages 
or long lengths for wide conveyor 
belts. Have 2-piece hinged rocker 
pins. 

Priority Business 
—is waiting on belt lacing at local 
plants, and schools. 


Write for Catalog 
ARMSTRONG-BRAY & CO. 


“The Belt Lacing People” 
5348 Northwest Highway, Chicago, U.S.A, 
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| structures in an authorized project if | 








| quirements. 


items as jewelry and tableware, which ' 


is based on their use of silver in 1941 


and 1942 for such manufacture. Labor | 


shortages and inability to keep operat- 
ing at capacity are the common ex- 
perience of silver industry members 
making semi-manufactured forms. 

* * * 

Canning the food crop—Very 
pertinent to the outlook for steel de- 
is the report of a field survey 
American Can Co. 


mand, 
conducted by the 
which showed that production of major 
fruits and vegetables in 1944 will be 
excellent for the fourth consecutive 
year. The survey stated that “two con- 
secutive good years are not unusual, 
but four gocd harvests in succession 
are rare.” The heavy demand for hot- 
dipped tin plate, now reaching seasonal 
peak, is evidently related to this out- 
look. Tin plate suppliers say that hot- 
dipped tin plate is heavily overshadow- 
ing electrolytic tin plate demand right 
now, to meet the season’s packing re- 
However, a pickup in elec- 
trolytic demand is likely when the sea- 
son peak for food can needs has been 


passed. 


* * oa 


Electrical wire and cable— 
All component parts going into com- 
pleted wire and cable will now be 
handled by the WPB copper division, 
which has been made a direct CMP 
claimant agency. The copper division 


| will be responsible for representing the 


GTEELGRID Prompt deliveries | 


wire and cable industry in conjunction 


| with other industry and material divi- 


sions on such products as cotton, steel, 
polyvinyl chloride and other materials 
going into finished copper wire and 
cable. The supply of these “com- 
ponents” is tight but additional ca- 
pacity for some of them may soon be 
provided, and delivery of others may 
be assured by directives. Based on the 
present order pattern, third-quarter re- 
quirements for copper wire and cable 
will exceed the productive capacity of 
the industry, WPB predicts. 
* * + 

Lumber for housing—Lumber 
required for approved privately-financed 
housing must be authorized by the 
Federal Housing Administration, be- 
fore purchase orders can be certified 
under the lumber control Order L-355. 
WPB established this procedure July 
28. With two exceptions, lumber con- 
sumers who have been authorized to 
construct privately-financed dwellings 
under Order L-41, must obtain FHA 
authorization before certifying their 
purchase orders for deliveries after 
Sept. 1. Exempted lumber is (1) that 
required only for remodeling, installa- 
tion of new equipment or repair; and 
(2) lumber required to complete new 














Link Up With Lenk 


LENK Torches and Soldering 
Equipment are now in every 
branch of military service here 
and abroad! 


Stock the most complete 
line of soldering equip- 





—LENK! = Internationally- 
known for 25 years. LENK 
products are fast sellers, of 
dependable quality, proven 
in service. 





PRIORITY POINTERS! Solder—No certifica- 
tion. 
AA-5. 


Blotorches — AA-4. Soldering ltrons— 







Send for 
complete 
catalog! 





"ADDRESS: POST OFFICE BOX 8-H 










CASEMENT 
WINDOW FASTENERS 





Series 
C 32-000-00 
Fed. Specf. 
E1132A 


iron base 2” x 
lve”; square finish 
corners and edges. 
Height of fastener 
1-5/6”. Malleable iron 


lever. 





Cast 





Series 
32-000-00 


Wrought steel base 2” 
x 1%"; smoothly 
rounded corners and 
edges. Height of fast- 
ener 14%”. Malleable 
iron lever. 


Both of above fasteners come in Parker- 
ized Black. Regularly packed with one 
strike—choice of Mortise, Rim, or Cast 
Surface types. Can be furnished with two 
strikes at additional cost. 


THE SHELBY SPRING HINGE CO., Shelby, Ohio 


HARDW ARE 
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Back on 


the job... 





No change in policy. No change in 
quality. No change in distribution 
channels. W.P.B. is permitting us 
to produce some can openers. 
Here’s hoping! 


The juicer that 
gets ALL the 
juice, without 


rind-oil, 
or 


For steaks, 
chops, fish 

or fowl. 
Only 
adjustable 


broiler 
made. 


National Consumer “7 ochedule 


MANUFACTURING COMPANY 
KANSAS Lowy 1 
















Opens cans of all shapes, 
and sizes, leaving smooth 


Easily crushes cubes or 
lumps, fine or coarse. 







electric (4 











ware men, and carpenters, are deeply 
interested in “pre-fabrication.” Lately, 
fir door makers are reported to have 
further improved Douglas fir doors, and 
to be introducing factory-fit and ma- 
chined stock interior doors. The pre- 
fit feature was introduced in the line 
of heavy 1%4-in. entrance doors in 1939, 
| and the success of this innovation sug- 
gested including the entire line of | 
house doors. The machining of stock 
doors is now often done at the factory, 
including boring or mortising for locks, 
and routing for hinges. While both the 
pre-fitting and machining of interior 
doors is now done to special order, it 
is the ultimate objective to bring out | 
a line of stock pre-fit doors. Consider- | 


House Beautiful 
Good 
Housekeeping 


Home Journal 


Woman’s Home 
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the amount needed after September 1 is 
not more than 1,000 board ft. In mak- 
ing application for FHA authorization 
for third quarter, only lumber needed 
in September should be _ indicated. 
Lumber may not be received prior to 
the quarter in which its receipts - is 
authorized, but it may be received after 
that quarter, if it is required to com- 
plete an authorized project. 


* * * 


Lumber for repairmen—Ef- 
fective Aug. 1, repairmen (carpenters, 
electricians, radio repair shops, plumb- 
ers, etc.) placing orders for lumber re- 


| quired on construction jobs must be 
| certified either as agents for persons 
employing them, or have such persons 
certify their lumber orders. A contrac- 
tor doing construction for another per- 
son is not considered the consumer of 
the lumber that he uses, but the per- 
son for whom the construction is being 
done, only, is entitled to place the cer- 
tification on the order. A consumer may 
authorize the contractor or repairmen to 
act as his agent in certifying a lumber 
delivery order. In such case, the 
contractor or the repairman signs the 
required certification “as the duly au- 
thorized official” of the consumer. The 
contractor does not use his own rating 
—if any—but the rating of the per- 
son for whom the construction work is 
being done. However, lumber distrib- 
utors have been allocated a _ small 
amount of lumber for civilian repairs 
and maintenance, and this can be sold 
on uncertified and unrated orders. Re- 
pairmen may buy that type of lumber 
from lumber distributors the same as 
any other person. To procure lumber 
for repair that is not classified as con- 
struction, a repairman may use the 











ANOTHER AMSCO 
SMASH HIT! 














CMP Reg. 9A rating, but must not get 
more than 50,000 board ft. for any one 
quarter, for all purposes (except con- 
struction). 


o * * 


Factory-fitted doors—Hard- 








(Continued on page 156) 


Like A SPONGE 


Cleans, Dries and Polishes 
LIKE A 


CHAMOIS 


No Other 
Cloth Like It! 


Used WET, DAMP 
or DRY 


A SWELL DISHCLOTH 







A money maker 
if there ever was 
one! “Duet” is used 
wherever a Sponge 
is used because of 
the amazing amount 
of water it holds due to a special 
process of manufacture. When 
wrung out tightly it is used like a 
Chamois, for cleaning, drying 
and polishing. Dry, it’s perfect 
for dusting. 

It CANNOT UNRAVEL. A hid- 
den stitch locks each and every 
thread through a secret process. 
The result is a dense, long wear- 
ing surface. 


Handsomely put up with red, 
white and blue display bands. 
Free counter folders and display 
carton. 


If your jobber doesn’t have it 
send us his name. Don’t miss out 
on vour share of profit. 


ORDER ste? asad ASSORT- 


2 Pieces re... se g $1.00 $2.00 
? Pieces DUET 75 1.50 
7 Pieces DUET $50 @ «4.50 3.50 
12 Pieces DUET #25 @ -B 5.00 3.00 
23 Pieces Total Retail Value $10.00 
ANOTHER PRODUCT OF 
AMERICAN SPONGE & CHAMOIS CO., INC. 


NEW YORK 7 SAN FRANCISCO 5 
47 Ann St. 245 Mission St. 


Producers of 
AMSCO CHAMOIS and MERMAID SPONGES 
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EARTHENWARE 














EARTHENWARE 
CROCKS CROCK 
ais. FOR FOOD . a WINDOW 
Ge ae STORAGE AND at dees 
ete PRESERVING | Per 4; age gor 


earthenware churns, 
butter crocks, jugs, 
flower pots, butter 
paddles. 


BACKGROUND: 
Center panel of 
bright yellow corru- 

' gated board or 

painted wallboard. 

Side panels of bright 

red material. Cut-out 

letters of red ma- 
terial. 




















For Mid-September—Crocks, Unpainted 
Furniture, Paint and Moth-Proofing 


HARDWARE AGE Original Window Display IDEAS 





PAINT AND 
UNPAINTED 
FURNITURE 
MERCHANDISE: MAKE YOURS TAKE 


Unpainted furniture, ave HOUSE PRECAUTIONS 


interior paints. tur- 
+» = lpr orien | BEAUTIFUL NOW 
mover, brush cleaner, ee } 
paint brushes. $ 





























MOTH- 
PROOFING : gic) «é 
NEEDS 3 
WINDOW mi: ; 











MERCHANDISE: on 

Moth balls, moth o- 
flakes, moth sprays, SS 
sprayers, garment 
bags. moth cakes, © o 
etc. ro, 
Par, 





© 
© 

















a 
« 


BACKGROUND: 
Center panels of 4 
blue corrugated H GARMENT BAG 


board or painted 5 
wallboard. Side of ae 
strips of yellow. Cut- 


out letters in yellow. 








HY 1 ¥ 


F 
L&E 
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The QUALITY of 
RICH LADDERS 








has never been rationed 


WE ARE MAINTAINING THE HIGH 
QUALITY OF RICH LADDERS, BUT 
HAVE BEEN COMPELLED TO LIMIT 
PRODUCTION TO SEVERAL MODELS 


| For Immediate Needs 
"etransion 1 Contact Your Jobber 


LADDER 
A good extension 
ereosoted 


automati 


eh The RICH LADDER 2 Mjy. Zo. 


EXTENSION 
god household | ladder. 1000-28 DEPOT ST. CINCINNATI, OHIO 


fable” ith. ‘rope A real g 
le w 
pulley. Lightweight and non-skid step 


Lottie sf 





a 


«=. 
















FLOORS AND 
FLOOR COVERINGS 










BALL BEARING 


CASTERS 


THESE casters PROTECT floors and floor cover- 
ings—no scratches on floor, rugs or carpets. 
‘“‘@ieme’’ Casters are ball bearing casters and move 







THESE CASTERS smoothly and easily in any direction and—they sell 
HAVE A BALL THAT as easily as they move. Let “‘Aicme’’ step up your 
ROLLS ON BALLS caster sales and profits. Every customer is a logi- 






cal prospect for ‘‘Acme” Ball Bearing Casters. 


The manufacture of “Acme” Casters will be discontinued fer the duration. 
We can only supply ‘“‘Aeme”’ Casters te customers with high orierity ratiegs. 






THE SCHATZ MANUFACTURING CO 
U. S. A. 


VES L SATED AT 
* Chicago: 902 S. Wabash Ave. 


REPRESE 
Detroit: 2640 Book Tower 
Cleveland: 402 Swetland Bldg. * Los Angeles: 5410 Wilshire Blvd. 
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And Still Available for Hardware Distribution 


Ben-Hur Farm 
Freezer Cabinet 


Freezer cabinet model features a 
modern, streamlined top and has the 
ipset base which follows the most mod- 


ern of kitchen equipment styling, en- 
abling the housewife to stand comfor- 
tably close to the unit. Constructed of 
steel, it is thickly insulated to insure 
proper and efficient refrigeration of all 
types of frozen foods. It is a full 6 cu. 
ft., model with a 2 cu. ft., freezing com- 
partment. This compartment is separate 
from the rest of the cabinet. New foods 
are put into the separate freezing com- 
partment, and after being frozen are 
then placed in the frozen storage sec- 
tion. This Ben-Hur cabinet will store 
200 Ibs., of foods and is 24 by 36 by 44 
in. in size. Ben-Hur Mfg. Co., 634 East 
Keefe Ave., Milwaukee 12, Wis. 


Wash-A-Pooch 
Pet Shampoo 


Shampoo for dogs and cats which 
contains no alcohol, discourages fleas 
and relieves itching. To use it, whip 
in a deep bowl two tablespoonfuls with 
one-half cup of warm water. Spread 
creamy foam over animal, then wipe 
off with a dry towel. Especially good 
for cool days as the pet will not be apt 
to catch cold. Contains pine oil which 
will groom the coat. Can also be used 
as an old-fashioned shampoo. Wet the 
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fur thoroughly with warm water, then 
sprinkle the foam onto the coat lightly 
and work into a lather. Rinse with 
warm water. Bailey, Prihoda & Co., 
Kalamazoo, Mich. 


Rig-Universal for 
Gun Rust Prevention 


May be applied by swabbing, dip- 
ping or spraying. Rig-Universal is said 
to protect anything that rusts. Offered 
for use for any type of firearm, for 
tools, fishing tackle, bicycles, hinges, 
locks, surgical instruments and razor 
blades. Just apply a thin film to any 
article which rusts, after it has been 
used and before storing. Available in 
tubes. Rust Inhibiting Products, 5830 
Stony Island Ave., Chicago 37, Til. 


Victor Gladiator 
Metal Rat Trap 


Made from 22 gage steel, with a gun 
metal finish, this rat trap is equipped 
with a strong double coil spring made 
of 15 gage oil témpered spring wire. 
Has holes in the base for nailing to the 
floor, rafters or wall. Bait pedal is 
copper coated metal, and the trap is 
particularly adapted to outdoor use. It 
is not readily affected by continuous 
contact with moisture. Is 7% by 3% 
by 1/16 in. Animal Trap Co., of 
America., Lititz, Pa. 


Savogran Offers Paint 
Removing Facts Chart 


Chart printed in two colors on heavy 
board with varnished surface, measures 
11 by 14 in., and is designed for hang- 




















* % m3 
aE: 5 a 
eremama tot 
a 











ing or nailing on the wall. Tells when 
to remove paint finishes, what type 
product to use for practically every 
finish, how much is needed and how it 
is used. All types of removers are 
covered with special emphasis on 
liquid and semi-paste organic solvent 
types. Information has been compiled 
for accuracy and timeliness, and should 
prove valuable to “green” clerks, as 
well as to experienced paint men, and 
the general public. Copy may be had 
upon request to The Savogran Co., 
India Wharf, Boston 10, Mass. 


Plastipak Razor 


New, al] plastic razor, light-weight 
and compact. Comes in a neat carrying 
case, complete with telescopic, rigid 
grip handle and double-head razor. Will 
take any standard make double edge 
razor. As it slips into vest pocket or 
purse, it is ideal for beach aud travel 
use. Available in a variety of attractive 
colors. Dillon-Beck Co., 103 Montgomery 
Ave., Irvington, N. J. 
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THE BIT WITHOUT A 
CENTER SPUR.. 


The Forstner Augur Bit Is 


Guided By Its Circular Rim 


Tue Forstner 
Augur Bit bores at 
angles, cuts any 
are of a circle, and 
leaves a smooth- 
walled, flat-bot- 
tomed hole in the 
toughest, knottiest 
woods. 


If your customers have war uses for 
these heavily demanded bits, you can 
get them with hand brace shanks, 
from 14“ to 114” by sixteenths; with 
machine shanks, from 154” to 3” 
by eighths. 


Jhe PROGRESSIVE MFG. CO. 





TORRINGTON 2 Geet CTICuTy 











A NAME THAT GUARANTEES 
BRIGHT WIRE GOODS 


2ualily 


CHAS. 0. LARSON CO. © STERLING. ILLINOIS 
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Hardware in good taste is quick- 
‘ly recognized anywhere. It not 
only makes sales easier and fast- 
er but also builds up an envi- 
able trade to your door and high 
respect for your judgment of 
quality merchandise. 

Available in our complete all 
from one source line, are 
matched sets in a wide variety 
of designs and colors. Write us 
about your hardware needs. 





A real time and money 
saver. Each item is care- 
fully wrapped and individ- 
ually packed into strong 
clearly marked envelopes 
complete with screws and 
instructions — ready to 
install. Protects finish — 
reduces inventory and 
sales time. 


National Lock Company 
Cabinet Hardware Division 
Rockford, Illinois 




















types of Screw Drivers and Small Tools means 


VACO AMBERYL 


HAS THE TOOL YOU NEED ....TO SUIT THE 
JOB IT’S NEEDED FOR 















uth 


* WRITE FOR CATALOG [fj 


VACO PRODUCTS CO. 


325 E. ONTARIO ST., CHICAGO 11, ILL. 


Canadian Branch Warehouse e 560 King St. W., Toronto 2, Ont. 
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Self-Seller 


Most glue for home use is bought to mend 
furniture. That’s why the new ‘‘Mends 
Furniture” label, on 4-pint and 4-pint 
bottles of Iron Glue, is such a great sales 
booster. Iron Glue also comes in 10¢ bot- 
tles, pints, quarts and gallons. Ask your 
jobber, or write giving jobber’s name, to 
McCormick & Co., Inc., Baltimore-2, Md. 


LIFE ADVERTISING OF 


IRON GLUE 


MAKES DISPLAY PAY | 











UP 
YOUR SALES 





= 


E-JECT-O is the “quick-action” drain 
opener: fast results for the user, 
fast turnover for you. Stock E-JECT-0 
for more sales and profits. ORDER 
FROM YOUR JOBBER OR DIRECT. ... 








UNITED GILSONITE LABORATORIES 


SCRANTON, PENNA. 
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WHATS NEW 





AND STILL AVAILABLE FOR HARDWARE DISTRIBUTION 





Spark Plug Socket Set 


An all-size set of spark plug socket 
wrenches packaged in a hinged-covered 
steel box. Five double end sockets give 
a complete range of 12 sizes from 9/16 


‘in. to 1% in., including the new 


10mm, 14mm, and 18mm sizes, for late 
model cars. Two cross bars, one large 
and one small, fit every socket in the 
set. All parts are protected to assure 
long life. New Britain Machine Co., 
New Britain, Conn. 





Pyrex Fall Campaign 


Corning Glass Works, Corning, N. Y., 
features its 1944 fall Pyrex Ware pro- 
motion plan. Shown below is the color- 
ful display piece which is 32 in. high, 
and 36 in. wide. The display kit, which 
will be sent to dealers Sept. 1, contains 
a full color reproduction of the national 
ad, a prepared newspaper mat, the dis- 
play piece, and Pyrex Ware’s national 





advertising appearance schedule. The 
newspaper ad features the victory gar- 
den, with illustrations of different Pyrex 
dishes containing the fruits of the aver- 
age garden. The back of the folder has 
several ideas for display and the sug- 
gestion that dealers tie in with the ad- 
vertising campaign, when it is published 
in their local newspapers. Lists many 
newspapers with the date in which the 
advertisement will appear. 





National Dog 
Week Poster 


The design of the 1944 National Dog 
Week poster features the head of a 
LaSalle Shepherd, the German shep- 
herd dogs being bred as masters’ eyes 
dogs by J. L. Sinykin, Minneapolis, 
Min. In two colors, wording on the 
poster reads, “In War, in Peace, Man’s 
Best Friend”. This dog was selected 
as the model for this year’s poster be- 
cause he so well typifies the dog’s ser- 
vice on the war front and on the home 


front. Posters for display purposes, 
stickers to use on mail, may be obtained 
from Harry Miller, executive secretary, 
National Dog Week, 3323 Michigan 
Ave., Chicago, Ill. 


Folder on Designs 
For Postwar Ranges 


Designed as a questionnaire to find 
out what type of range the trade de- 
sires after the war. One fold of the 
booklet asks, “What the trade demands, 
futuristic or conventional?” Inside the 
booklet are five illustrations of post- 
war ranges, each with a description. 
Attached to the booklet is a card list- 
ing the different features of the types 
given, with boxes for indicating pref- 
erence. One model shown is a range 
which may be installed in the center 
of the kitchen with four large units for 
cooking. Has work surface between 
each unit, neon lighting and trans- 
parent sliding oven doors. Another 
model is the modern version of an old 
style, high, visible oven. Broiler is be- 
low at medium height, and both are 
covered by a curved glass door. Also 
has a large storage space. Electromas- 


ter, Inc., Box 519, Detroit 31, Mich. 





Nutex All-Purpose 
Cleaning Yarn 


Textile yarn comprised of long, ab- 
sorbent, white cotton threads that pick 
up the dirt. May be used as a dust 
cloth, wax cloth, and cleaning cloth. 
Because of its soft absorbent character, 
Nutex greatly expedites cleaning. A 
handful lasts a long time, and after it 
has served its purpose, it may be dis- 
carded. Kauders-Steuber Co., Chicago, 
Til. 
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THE AMAZING NEW 


LIQUID HOUSEHOLD CLEANER! 
TOPSO 7.5 i tutns 


the method of cleaning Paint- 
ed and Enameled Walls. Wood 
Work, Venetian blinds. Bath- 
room Fixtures, Kitchens, etc., 
leaving them like new. 


TOPSO requires one op- 
eration only. No 
mixing, drying or bard rub- 
bing. Apply to soft cloth, rub 
lightly. Dirt and grease van- 
ish like magic, without injury 
to painted surfaces, or hands. 
Non-inflammable. 


DEALERS TELL US 


of the great success and profit 
they are having selling Topso, 
because of its surpassing qual- 
ity, popular consumer prices 
and steady repeats, once sold. 
May we have a trial order? 





SUGGESTED OPENING 
STOCK ORDER 


12—1 Quart Size Retails .50 each 
6—I,, Gal. " 9 —_— 
4 | " " $1.40 SI] 


Shipment includes, Counter Card, Window Stream- 
ergy, and Envelope Stuffers. Dealers and Jobbers 
prices on application. When ordering mention your 
Jobbers name. 


SALES REPRESENTATIVES 


Some good territory is now open if you act 
quickly. Write— 


GAIL CHEMICAL CO. 
512 FIFTH AVE., NEW YORK, N. Y. 











The Chicago “V’’-Belt . 
Palley Display 








will help 
You 
make Sales 


A $15.00 
Value 
for Only 
$7.20 


tisk Your Jobber About— 


the No. 50 Display Board. A 
complete assortment of 24 pul- 
leys in 12 popular sizes ranging 
from 114” up to 5” in diameters. 
All pulleys are for “A” belts 
and come in 1%” and 5%” bores. 
The Display Board is finished 
in red, white and blue and has 
space in the rear for additional 


sizes. 
Mfr'd by 


CHICAGO DIE CASTING MFG. CO. 


2507 W. Monroe St., CHGO. 12, ILL. 
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American Dripless Oil 


Oil containing a _ war-developed 


chemical inhibitor for maximu.. pro- | 


tection against rust and corrosion. 
When inserted it enters as a rapid pene- 





trant, and then thickens to provide a 
full bodied, dripless, long wearing film. 
Consists of a highly refined, all mineral 
base suspended in a volatile carrier. An 
application of this oil reaches its maxi- 
mum flow immediately, making it pos- 
sible to wipe off any surplus while the 
job is being done. Maker states it will 
not drip or run at 200 deg. F. and will 
not gum or harden at 20 deg. below 
zero F. Designed for use in the home, 
office, shop and factory. Suited for lu- 
bricating and rust-proofing automatics, 
shotguns, rifles, fishing reels, bicycles, 
motorcycles, etc. Merely apply a stream 
or drops with the applicator tube, allow 





two minutes to penetrate and then wipe | 


off surplus. Available in red, white and 
blue metal applicator tube, packed two 
doz. to an attractive colored display. 
American Grease Stick Co., Muskegon, 
Mich. 


Whizooka Roach Gun 


Pump-action, canister gun, 214 in. 


in diameter and 11 in. long, which | 


comes fully loaded for instant use. Con- 
tains a commercial size supply of Lethan 
A-70, and shoots a cloud of deadly dust 


ss S 





tte 


into cracks runways, etc. Will exter- 
minate roaches, ants, silverfish, and 
bedbugs. Lethan A-70 is harmless to 
animals and human beings. R. M. Hol- 
lingshead Corp., Camden, N. J. 
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3 REASONS 





customers 


prefer STAR 


pe BETTER STEEL: Carefully selected steel, 
processed by modern methods, and 
thoroughly tested for structural perfection. 


He CORRECT TEETH ALIGNMENT: Teeth on 
STAR hand hack saw blades are cut 
on automatic machines under expert super- 
vision. The “set” is correct, the cutting 
edge sharp. 


HEAT-TREATING: This process, completed 

in automatic electric furnaces, gives 
STAR blades the durability, the hard cut- 
ting edge, and the versatility that good 
mechanics demand in hack saw blades. 


DON’T JUST SELL THEM... TELL THEM 


The pages of CLEMSON BROS., 
pocket - size handbook ‘’Metal- 
Cutting’’ were written for the 
man who USES hack saw blades. 
Here are practical suggestions on 
the selection, use and care of 
blades. Every one of your cus- 
tomers will appreciate having a 
copy — with your compliments. 
send for a supply...they’re FREE. 


CLEMSON BROS., inc. 
\ ad Vox MIDDLETOWN, N. Y. 


q 
CLEMSON 












Hand and Power Hack Saw 
4 Sow Blades 


the 
























A pliable plas- 
tic that comes 
all ready to 
use. Just press 
into place with 
the fingers and 
it stays put. It 
sets firmly, 
does not crack, 
chip or shrink. 
Can be painted. Unrolls like rib- 
bon and adheres to any clean, dry 
surface, inside or outside. 
® A good plugger-upper to seal cracks 
in plaster, woodwork, around case- 
ments, screens, etc. 
® Makes good packing and gaskets. 
Stops rattles. 
® Keeps out dust, dirt and vermin. 
® Superior for setting glass in wood 
or metal sash. 

Write for Circulor 


J. W. MORTELL CO. 
Technical Coatings since 1895 
$08 Burch St., Kankakee, I. 
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vertised at 
$1.25. 














Box "'B"’ 


MAKE THAT POSTWAR 
PRODUCT OF WIRE! 


Give Brooks wire hooks and forms 
preference in laying out postwar 
products. The cost is usually lower 
than for milled work and the “de- 
sign possibilities” of wire are beyond 
calculations! Postwar competition 
will be keen. Use wire and lead in 


your field! 
M. S. BROOKS & SONS 


Since 1848 


BROGKS HOOKS 


154 


CHESTER, CONN. 





WHATS NEW 


AND STIL AVAILABLE FOR HARDWARE DISTRIBUTION 





New Model Three- 
Point Pipe Gage 


Model is designed to measure in- 
stantaneously all sizes of pipe from %4 
in. to 12 in., and all sizes of electrical 
conduit and metallic tubing (thin wall 





tubing). Gage is pocket size and con- 
sists of two pivoted steel plates with 
edges curved at three points for con- 
tact with the pipe or tubing to be mea- 
sured, together with scales which auto- 
matically register standard sizes of 
electrical metallic tubing and conduit, 
and also the correct sizes of pipe in 
terms of inside measurements. A third 
scale shows the right drill size for tap- 
ping. Also included is a handy inch 
rule and metric rule. Gage may be 
used in dark places, and then carried 
to the light and read. Constructed of 
steel, it has a black, rust-proof finish, 
and deep etched numerals filled in with 
white enamel. Size when closed is 2% 
by 4% in. It is available either sep- 
arately or enclosed in a_ leatherette 
case. Three Point Gage Co., Chicago, 
[l., 13. 


Reviva, Spot Remover 
Polish and Tonic 


Designed for use on marred furni- 
ture by Jackson of London Products, 
15 West 5lst St., New York City, it 
will also remove spots, cleans and pol- 
ish. To remove spots simply moisten 
a lintless cloth with a few drops, ap- 
ply to the spot and rub. Will remove 
grime, finger marks, smudges, and 
covers minor scratches, leaving a high 
dry lustre. 


Spee-Dee Utility 
Cement 

Designed for repairing leather goods 
of all kinds, belting, clothing and fur- 


niture. Also repairs crockery, china, 
porcelain, celluloid, ivory, marble, metal 


and canvas. It may be used for book 
binding cement and as airplane glue. 
Material to be repaired must be dry, 
clean and free from grease. Apply ce- 
ment with a wooden paddle or thin 
knife to both pieces, let dry and then 
apply second coat of cement and press 
the articles together at once while the 
cement is wet. Do not use until the 
cement is dry. Grain bags and sacks 
can be patched with Spee-Dee. Cement 
is waterproof, and the patch will hold 
permanently says the maker. Owosso 
Products Co., Box 134, Owosso, Mich. 


Colored Indelible 
Pencil 


Contains water-soluble, strong leads 
that are ideal for the artist, carto- 
grapher, shipping executive, bookkeep- 
er, accountant, and chartmaker. May 
be used for signatures, checking pur- 
poses, map and chart coloring. To as- 
sure continuous performance, additional 
strength has been imparted by bonding 
the lead and wood. This fusion means 
a solid, unbroken unit. Each pencil is 
finished in brilliant enamel to match 
the color of the lead. Reliance Pencil 
Corp., Mount Vernon, N. Y. 








Faulkner Molding 


Mortar 
Designed for lining firepots in house- 
hold furnaces and stoves, it is for use 


on both new and old stoves. Average 
size furnace requires about 50 lbs. of 
the material. Moisten the mortar until 
it can be molded in the hands, reach 
through the furnace door and mold a 
1 in. lining of the mortar around the 
entire inside of the firepot. Allow to 
set for 24 hours, and then start a slow 
fire to evaporate the remaining mois- 
ture. Lining is said to gain strength 
with each firing until it becomes stone- 
like. The J. A. Faulkner Refractories 
Co., Mahoning Bank Bldg., Youngs- 
town 3, Ohio. 
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ORDER IT... 


or you’re missing a bet! 








Heat-Resisting GLASS 
CASSEROLE 


2-qt. capacity. Bake in it..serve 
in it! Packed 12 in a carton. 
Minimum shipment 5 cartons. 


ss BP 


HICKEY Sates Company 


Law & Finance Building 
Pittsburgh 19, Pa. 














Gross tach 


is A COOD TACK 


(AND THEY’RE ALL STERILIZED) 


TTT] 


Jacks and staples 


fon new nequirements 
MA specialty --- 


W.W. (ross & CO. INC. 


EAST JAFFREY. N.H. 








Booklet on Columbian 
Rope Fibre Plastics 


With a total of 33 pages, this book- 
let contains a wealth of information 
regarding Co-Ro-Lite, the rope fibre 
plastics. Has many colored illustrations 
of the representative applications of 
Co-Ro-Lite for industria] and engineer- 
ing uses. Photographs of the plant and 
the research and development lab- 
oratories are also shown. Explains the 
processing and development of this 
compound, which is reenforced by long, 
tough rope fibres that form an inter- 
locking system of unusual qualities. 
Booklet also deals with this plastics 
adaptability to high pressure, low 
pressure, fluid pressure, and flash and 
transfer molding. Columbian Rope Co., 
Auburn, N. Y. 


Majestic Building 
Necessities Catalog 


Catalog made available by The Ma- 
jestic Co., Huntington, Ind., containing 
19 pages. Has illustrations of the dif- 
ferent Majestic incinerators, under- 
ground garbage cans, window wells, 
milk and package receiver, standard 
damper and coal chutes among other 
devices made by this company. Each 
product included is completely de- 
scribed and all information’ concern- 
ing size, specifications, and special fea- 
tures is given. Has an index, with sub 
titles for easy reference. Copy may 
be had upon request. 


Two Informative Clean- 
ing Booklets By Detrex 


One, a 16-page booklet which empha- 
sizes fundamental practices for the 
economical use of degreasing solvents 
in metal cleaning departments of indus- 
trial plants and describes typical de- 
signs of degreasers. It is called, “Sol- 
vent Degreasing and Effective Methods 
of Conserving Chlorinated Solvents.” 
The other entitled, “Detrex Tried Al- 
kali Cleaners,” is an eight-page booklet 
which tells of alkali and emulsion 
cleaning compounds in detail. These 
compounds have been developed by 
Detrex for all types of metal cleaning 
jobs. It also covers the many uses and 
applications of alkali cleaning mate- 
rials in aircraft, automobile, railroad, 
metal fabricating, and other industries. 
Detrex Corp., Detroit 27, Mich. 








Latest News on 


PRIORITIES 


and 


WAR-TIME ORDERS 
on page 128 
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The “DIAMOND-ARROW” trademark iden- 
tifies the Jargest-selling high quality caster 
for furniture and office chairs. 

It’s Bassick’s “DIAMOND-ARROW” — the 
caster that makes things move easier —and 
serves the user longer. 

The patented full-floated two-level ball 


race construction has the easiest action 
of any caster construction. 


Remember the name “DIAMOND-ARROW” 
—it stands for a selling point that is easy to 
put across...and is responsible for repeat 
business. 


RIGHT NOW 


Bassick Casters 
are available for re- 
placement and re- 
pair purposes in 
limited quantities. 
Your jobber can 
supply you with a 
few of the more 
popular types and 
sizes. 


Bassick 


MAKING MORE KINDS OF CASTERS 
MAKING CASTERS DO MORE 








* Throughout 49 years 
of fine tool making we 
have constantly empha- 
sized research in produc- 
ing quality tools. Noth- 
ing is “good enough” 
if better is possible. 
As a result of research 
and quality standards, 
Vichek Tools are “tops” 
in quality, always. 


THE . 


VLCHEK 


TOOL COMPANY 


3001 & 87th ST. + CLEVELAND 4, OHIO 


_ 
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How’s the Hardware Business? 
(Continued from page 147) 


able study has been given the problem difficulties will be encountered in pre- 
of standardized dimensions for pre- fitting to width and length. 

fitting and standard specifications for 9 Mange 

boring, mortising and gaining. Co- Private construction rising 
operation with frame manufacturers —Construction activity in the United 
would indicate that no insuperable States during the first half of this year 





SALES OF 1,160 INDEPENDENT RETAIL HARDWARE 
DEALERS IN UNITED STATES 


June, 1944 Comparisons 





SUMMARY 
June ’44 June’#4 
No. Stores vs. vs. June ’44 June 43 May ’44 
June ’43 May ’44 
Total 1,160 +8 —6 $8,973,488 $8,303,421 $9,513,915 





First six mos., 1944, showed 8 per cent gain over 1943 
1944, $53,535,644; 1943, $49,574,720 














Per Cent Change 
Number June’44 June ’44 Dollar 
States by Regions of firms vs. vs. Sales 
reporting June ’43 May *44 June ’44 
New England 76 + 2 -— 691,017 
Maine ll +13 —2 108,105 
New Hampshire & Vt. 11 +4 —2 174,584 
Massachusetts 38 — 1 —16 295,524 
Rhode Island ° ; ae 
Connecticut ‘ ; 14 — 2 — 6 89,147 
Middle Atlantic - 125 — 4 —14 1,036,732 
Pennsylvania a 125 —4 —14 1,036,732 
East North Central 347 + 3 —7 2,408,450 
Ohio : : a — 3 —12 741,079 
Indiana . , 51 +9 —2 339,915 
MS oe tcc pacts i oes . — 3 —10 505,459 
Michigan - 38 + 8 —2 311,409 
Wisconsin 78 +11 bd 510,588 
West North Central ......... 154 +15 — 1 725,502 
eee shade Me +10 bd 225,739 
Missouri ..... ; + aie ae +9 —10 149,607 
Nebraska .... 34 +9 —7 122,568 
Kansas . , 36 +29 +7 227,588 
South Atlantic . aw Ww +21 — 9 337,368 
South Carolina 10 +18 —12 90,419 
Georgia ....... get 20 +30 —11 141,420 
Florida / 14 +13 — 3 105,529 
East South Central ... 12 +7 —12 92,505 
Alabama .../ x 12 +7 —12 92,505 
West South Central ....... 109 +17 —2 741,151 
Arkansas ....... 0 lee 19 +12 —11 128,094 
Oklahoma . ‘ 38 +12 — 6 205,858 
Texas ; 52 +21 + 3 407,199 
Mountain eee 72 +12 bd 803,988 
Montana wm + 16 +14 +2 155,866 
Idaho 12 +23 —1 71,952 
Wyoming ; * ‘ 
Colorado ; , 21 +24 — 6 104,378 
New Mexico .. 7 +4 +4 198,876 
Arizona . : 7 +12 — ] 216,517 
Utah ; 4 é 
Nevada ° ere 
Pacific - 221 +16 —2 2,136,775 
Washington ‘ 34 +12 +7 330,693 
Oregon 22 +14 +] 183,455 
California ° 165 +17 — 4 1,622,627 
Chicago, Ill. 17 —7 — 7 63,813 
Los Angeles, Cal. . 17 +26 — 5 291,343 
Portland, Ore. 9 +29 + 4 68,793 
San Francisco, Cal ~ +16 —9 186,197 
Seattle, Wash io at a +11 + 8 71.295 


* Note while stores in these states are included in grand total, figures for 
these states are not shown in this chart because of insufficient data. For states 
marked # the change was less than 0.5 per cent. Compiled by Bureau of the 
Census, U. S. Department of Commerce. 
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39,147 
36,732 
36,732 


$1,079 
39,915 
5,459 
1,409 
0,588 
5.502 
3,739 





showed the first break in the long 
monthly series of decreases since Aug., 
i942. The slight upturn of some three 
per cent began in April, and was due 
to mild increases in private construc- 
tion, since public construction con- 
tinued its long decline. While this 
trend may continue through the sum- 
mer, seasonal factors and decreases in 
public construction will cause the over- 
all decline to be resumed in the fall. 
Total new construction during the first 
half of 1944 amounted to $1,874,000,000, 
a decline of 58 per cent from the first 
half of 1943, and 40 per cent from the 
second half of 1943. There were de- 
creases of 70 per cent and 50 per cent, 
respectively, in public construction, 
while private construction fell off only 
four per cent and 11 per cent over the 
same periods. Also, it is significant 
that the proportion of private to pub- 
lic construction is continuing to rise. 
Private construction represented only 
16 per cent of the total for the first 
half of 1943 as contrasted with about 
38 per cent during the first half of this 
year. Probably, too, this percentage 
for the full year of 1944 will be still 
higher. 


Mail-order catalogs—Reflect- 
ing shortages in some items, as well as 
complete elimination of others because 
of wartime restrictions, Montgomery 
Ward & Co. has put out its Fall and 
Winter catalog, containing some 20 per 
cent less pages than the corresponding 
1943 book. The company states that 
some items are not advertised, though 
they may be bought at the company’s 
stores, because the supply is not suffi- 
cient to meet mail order demands. 
Shortages also caused Ward’s to return 
$105,000,000 in mail order applications 
(at an expense of $8,000,000 to the com- 
pany) in the last fiscal year. More 
items in the very high-priced “luxury” 
class are noted, especially in furs and 
jewelry. Advertised are wrist watches 
up to $800 and diamond rings up to 
$5,000. Baby carriages with pre-war 
type metal wheels are shown, and the 
section on agricultural implements has 
been expanded. Radios, electric refrig- 
erators, vacuum cleaners, washing ma- 





There’s not a “4-F” 
in a Carload of 


AMERICAN 


SCREWS & BOLTS 


.-. that’s why 
my orders read: 


“AMERICAN BRAND” 


Buyers of screws and bolts in wartime have 
learned the importance of a brand that’s de- 
pendable in physical fitness, order after order, 
month after month. And more and more of 
these buyers are learning that the highest degree 
of physical fitness is found consistently in 
American Screws ... because of advanced manu- 
facturing methods, and because each screw head, 
thread, and point is individually inspected to 
make sure it’s fit for duty on all three counts. 
All of which means less waste, cleaner fastenings 
... more for the money in every way. And that’s 
what makes American your best bet to handle 
in the fastening line, both right now and aft 
the war. a 

Put the Screws on the Axis ... BUY BONDS! 


5 ally 








chines, lawn mowers, filing cabinets, 
rubber, aluminum, and tin goods are | 
omitted, as they were in the 1943 cata- | 
log. The section on stoves has been | 
cut, and only a very few pages are de- | 
voted to furniture. | 

| 


Progress of inventory liqui- | 
dation—While both retail and whole- 
sale stocks increased slightly in May, 
a recent Department of Commerce re- 
port shows that the value of manufac- 
turers’ inventories declined steadily in 
the first five months of the year to the 
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AMERICAN SCREW 
* COMPANY 


Providence 1, Rhode Island 





CHICAGO 11: 
589 E. Illinois Street 


DETROIT 2: 
502 Stephenson Bldg. 









WOOD SCREWS 
MACHINE SCREWS « SELF-TAPPING SHEET-METAL SCREWS * STOVE BOLTS 
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e GIBSON GOOD TOOLS, INC. e 








Box 268 


| PRECISION LEVELS 


Available from stock without Priority 


Orange, Mess., U.S.A. 





Write for New Catalog 
HALL LEVEL & MFG. WORKS 
in Geneva, Ohio in 1913 
12, 


Established 
Hibernia Bldg., 





New Orleans 


Ready for 


the 2nd 


(Fall) Season? 


For Bigger 
Profits... 


WOODRUFF 
Adapted 
Weal 





| the end 








| 
F. & WOODRUFF & SONS, Inc., Milford, Conn., Toledo, 0. 
eer ER 


lowest level since mid-1942. During the | 7" 


five months, the value of inventories 
held by all manufacturing fircs was 
reduced by about $500,000,000. 
Recent inventory liquidation, together 
with relative stability of output, the 
Department stated, had “gone a long 
way toward bringing inventories into 
better balance with actual needs,” and 
it predicted the downward trend in 
over-all inventories would continue in 


| the next few months. 





Although the value of manufacturers’ | 


stocks at the end of May was about 


200,000,000 below a year ago, the rise | 


in stock held by retailers and whole- 
salers in the first five months more 
than offset that decline, so that the 
over-all value of business inventories at 


of May stood $100,000,000 


above a year ago. 





SER- 
VICE TRAINING RESULTS: The 


FRIGIDAIRE’'S WARTIME 


fall and winter wartime service 
training program undertaken by 
the Frigidaire Division of General 
Motors Corp., Dayton |, Ohio, has 
proved most successful, according 
to P. V. Sprout, Frigidaire’s service 
manager. During the recent train- 
ing season approximately 2000 men 
have attended 75 district schools. 
The duration of these schools var- 
ied from a few days up to one 
month, and they offered organized 
instruction in fundamental and ad- 
vanced classes in household, com- 
mercial and range service work un- 
der supervision of experienced fac- 
tory and district instructors. More 
than 5000 special primary and post- 
graduate courses have been distrib- 
uted. The 24-lesson primary course 
can be taken by the students as 
pre-training before employment and 
the 12-lesson post-graduate course 
is designed for experienced men. 











3 

10¢ 25, 
oe 100 tb 
boxes kegs 

THEY PULL—CLINCH—HOLD 


The outstand fastener 
sereens, -~ 4h = ow ewe 
ORDER NOW FROM YOUR JOBBER 
SUPERIOR FASTENER CORPORATION 
2949 Elston Ave. Chicego (18) tl. 

















BECAUSE THE PRINCIPLE IS RIGHT 
Thousands of satisfied users 


— “sen voun Jopeen 
AUSTIN MFG. CO.. ROUND GROVE, 





” THE SCHUBERT CO. 


SILO-SEAL 


A Tested Inside Silo Coating 


Farmers Need It 


@ Used on all type silos. 

@ Year around seller. 

@ Shipped in 5 gation 
containers. 


(Write for details) 





North Manchester, indione 











STEEL BRICK HODS 


Have been 
for years 
because of 
their strength 


The Cleveland Wire Spring Co. 
E. 38th St. and Hamilton Ave. 
e.|.° 











KEY BLANKS 


3 
GRAHAM MFG. CO. 


Derby, Conn., U. S. A. 

















Latest News on 


PRIORITIES 


and 


WAR-TIME ORDERS 
on page 128 














LEVER SCREW 





HYDRAULIC 


Made in many types and sizes for every 
lifting, lowering, pushing and wheel 
pulling requirement. 


SOLD BY : 
LEADING HARDWARE WHOLESALERS 


Templetor 
Chicago ¢ 


Better. Safer icrs Since 1599 


HARDWARE AGE 
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READY 


, For Immediate 


Reconversion 
’ As Soon As Victory Comes 


Right now, every Premax 
facility is devoted to the war 


effort . . . but we're ready 
for V-day . . all ready to 
swing back ‘to Solid Steel 
Rods, better than ever be- 


fore. 
Watch For 
The New 


SOLID STEEL 


RODS 


FP emmun F-omae 


Division Chisholm-Ryder Co., Inc. 
4409 Highland Ave., Niagara Falls, N. Y. 











CARDED 


HI-TES STEEL 


a 4 ed 


HI-TEST pris PROT 


WEAR LONGER 
EASIER TO ATTACH 





723 W. 13th St 
CHICAGO 7. ILL 


L. KARNO & CO. 


AUGUST 17, 1944 


















Post-War 
Wholesaling 
| 


(Continued from page 100) 

| tice in our own stores the things I 
am talking about today and many 
more besides. 
not permitted to order from the 
“want book” but regularly check 
their stock and make up their or- 

| ders before they run out of merchan- 

| dise. By that I mean lines such as 
bolts, screws, etc., are ordered every 
few weeks and a substantial order 
placed, so that we do not have to 
bother with miscellaneous small 
quantities. On lines such as Pyrex. 
we insist on ten case orders so that 
the store may have the advantage of | 
the quantity discount. We prefer to 


be out of merchandise rather than | 


order in uneconomical quantities. 


Retailing Costs 


I have always been interested in 
reducing the cost of wholesaling and 
for a good many years have done 
more or less research on the subject. 
Since we have had our own retail 
stores, L have been equally interest- 
ed in retailing costs. I can see no 


economic justification which requires | 


that any part of your business be 
done at a loss. To me that does not 
make sense, and it should be a com- 


bined goal of both wholesalers and | 
retailers to so change their methods | 
that these losses will be eliminated. | 

I was greatly interested in look- | 


ing over the operating statistics of 
members of the National Retail 
Hardware Association. 


We bill our own stores at identically 
the same price we bill to all custom- 
ers and no concessions of any kind 
are granted. Every service that we 


| give to our own stores is equally 
| available to all other dealers who 


subscribe to our merchandising ser- 
vice. 

Our stores realize a slightly high- 
er mark-up but the difference is less 
than 1 per cent. Our cost of doing 
business is a little higher and when 
you analyze the difference we find 


| that our expense for depreciation is 


| as much for advertising. 


much higher than the NRHA group 
and we also spend nearly six times 
Our cost 


for light is nearly double. Perhaps 


| it isn’t quite fair to make these 


comparisons because ours is a new 
operation and we are absorbing into 


expense the cost of getting. new | 
| stores started and many other items 


that will not reoccur. 
The real interesting point is the 


| fact that our table-d’hote operation 


Our managers are 


A compari- | 
. | 

son of some of these figures with | 

| our own store is quite interesting. 


(GANCOAY 


COME A 
COUPLE:O MONEYMAKERS// 





STOP EM WITH AN ORDER, 


WATERPROOFING 
TWINS 


WALL-SEAL eliminates dampness and 
seepage in any type masonry, inside or 

| out. A guaranteed product. Add water, 
mix, and apply. 5-25-50 |b. cartons. 





repair for cracked foundations, cisterns, 
silos, and stucco and masonry walls. |-5-25 
lb. cartons. FOR FULL INFORMATION 

a -SEAL AND STOP-O-LEKE 
WRITE: 


WATERPROOFING MATERIALS 


| STOP-O-LEKE, a quick-setting waterproof 
| 
} 
| 


| 123 W. PEARL S ST. “CINCINNATL(2) OHIO. 











YOU CAN OFFER 


A BIG VALUE / 


. und a natural for your paint and brush 
department. “Little Doc” Brush Cleaner re- 
news old brushes and keeps new ones in top 
condition. Comes 24 to a colorful 
counter display. 

Step up your volume with this 
and the four companion items: 
“Little Doc’ Window Cleaner Con- 
centrate Ten Minute Car Wash, 
Rug and Upholstery Cleaner Con- 
centrate and the Refrigerator Clean- 
er. Write today. 


ef Qaus J. SCHAFFNER CO 


534 Colifornio Av 


Avalon. Dittsburgh 2 Po 































WERE'S WHAT 
FOLKS NEED 


plaster. This plastic 
repair material comes 
jn powder form...just 
mix with water aad 
ase. Will aot shrink. 
Sticks_and stays pat. 




















cons or four 4-Ib. cons to case. 
Alco eveileble in 95, 50 and 
WOO Se drome for industrial users. 


DONALD DURHAM CO. 
Des Moines 2 





The PLASTIC Repair Material 
in POWDER Form 


eeerervrervroeeeeeeee eer eeeee 


Write for details about 
letter and number dis- 
play assortments. 







REFLECTO LETTERS CO. 


12 W. 27m ST., NEW YORK |, N.Y. 








AGAIN AVAILABLE! 
A Much Wanted Item— 

To Drain: Cellars, 

Pools, Washing Ma- 

chines, CENTRO- 

WV DRAIN ond FILLER 

Retails $1.50 


Write fer details. 
Mention your jobber. 


CENTRAL RUBBER PRODUCTS CO., INC. 
$21 rman =< SPR New York 3, N. Y. 


SKILLMAN 


Manufacturers 


9 BUILDERS HARDWARE 


Locksets 
Cast Shelf Hardware 
A Dependable Product 
PROMPT SHIPMENTS 
SKILLMAN HARDWARE | 
MFG. CO. 
Trenton 4, WN. J., U.S.A. 
































te 
FOR PROFITS IN | 
PEST KILLERS a | 


The Fast-Selling ae || 


N 0 T T L , N E ROACH-NOTS 


MOUSE-NOTS 
Write for catalog ‘ 











KILMICE 
and discounts ANT-X JELLY BAIT | | 
NOTT MANUFACTURING COMPANY | 


“Their Last Meal*’ 
Mount Vernon, N. Y. 


| over. 


results in a slightly higher mark-up | 


than the a la carte methods your 
dealers employ. 


In my company we plan to go on | 
a table dhote basis after the war is | 


If our customers are willing 
to take it as we dish it out, the sav- 
ing involved will not only enable 
our dealers to meet all types of com- 
petition but will also permit spend- 
ing money for merchandising assist- 
ance. We know what can be done 


| with our own stores and we simply 
| make the same things available to 


our dealers if they are willing to 
carry out the balance of our plan. 


We are pretty well along with our | 
We already | 


part of the program. 
know the merchandise we want to 
carry. We have laid out a catalog 


that will be quite different from any- | 


thing of the past but how soon we 


| can complete the plan will depend 


upon how quickly factories will get 
back to peacetime production. This 
isn’t the time to go into details but 
the program is based on our “dish- 
ing it out” instead of you selecting 
from the a la carte list. We have to 
eliminate the things that needlessly 
add to cost and are confident that 
when we get through, our ‘“Blue 
Plate Special” is going to be a tasty 
dish. 


More Women Voters 


RECENT Census Bureau study 
reveals that for the first time 

in the history of the nation, the 1944 
elections will find more women than 
men of voting age, although the ab- 
sence of men in the armed forces has 
not been the deciding factor. An an- 
alysis of potential voters discloses 
that eight million more person are 


now of voting age than there were | 


in 1940; of the $8,600,000 potential 
voters, 44,600,000 are women. 





Six to One 


IX to one is now the average 
ratio of federal to state civilian 
employees. Approximately three mil- 
lion people or, roughly, five per cent 


| of the working population of the 


United States, now work in the ex- 
ecutive branch of the Federal Gov- 
ernment. 








Latest News on 
PRIORITIES 


and 
WAR-TIME ORDERS 
on page 128 





Ta 
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G. G. CAMPBELL, Pr 
1633 N ad Street Philadelphia, Pa. 








TROY 
BEST 


FILE HANDLE (Patented) assures better workman- 
ship and safety to user. 


, ae é 


FILE CARD—cleans files, taps, and dies quickly 
and thoroughly. 


TROY FILE WORKS 


Troy, Est. 1831 N. Y. 




















peed, KEY BLANKS? 


You'll find that locksmiths 
everywhere hail WHITLOCK . . . 
6 America's largest exclusive lock- 
*4 smith supply. 
SO... let us take care 
of your locksmith needs. 
We'll be exoecting you. 


ITLOCK $2,404 «2 


17 WARREN ST. NEW YORK 7,N.¥. 


23> 













COOK’S 
SUPER VALUE 
NAIL CLIPPER 
Due te the war, "'Clip- 
Rite," “Gem" and “Gem, 





GUNSHINE 


cHAMOIS 


ee Oe ee 


ASK YOUR TRO 


HOYT £& WORTHEN TANNINC CORP 





HAVERHILL MASS 








Give 4 to the 


bin cl 
Red L! Cross 


War Fund 
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HERE'S HOW TO 
PEP-UP 
PAINT 
SALES 







Ridsmel 


STOPS PAINT SMELL 


Instantly! 


Now—with Ridsmel—paint smell is 
banished . . . in swift seconds! Now 
folks can paint, safe from suffocating, 
irritating paint odors. Only a few 
drops of Ridsmel for a full gallon of 
paint. Effective in any paint, varnish, 


enamel. 
25¢ te $5.00 sizes 
LIBERAL DISCOUNTS 


Carton of 3 dez. 25¢ bottles, $5.40 F.0.B8., NM. Y. 
See your Jobber or write 


HOLLEY CHEMICAL CO. 
122 E. 25th St., New York 10, N. Y. 


VSS eeanaeeaaaa 
Bese eee Ree 
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— that Recommend 
Merchant and Manufacturer 





For over half a century HYDE preducts have 
enjoyed respected leadership among craftsmen. 
We believe that there is no sales-appeal which 
can compete with finest quality as a business- 
builder for you. 

Among our hardware items are Putty knives 


and Scrapers, Wallpaper knives, Rollers, and 
Trimmers, Shoe, Roofing and Linoleum knives. 





UNTIL VICTORY. Buy as many 
War Bonds as you can. Order only 
those HYDE products you NEED. 
Our plant is engaged in essential 
war work. a : 





SOUTHBRIDGE, MASS. U. S.A. 


1944 





Coming Conventions 
and Events 


American Hardware Manufac- 
turers Association meeting jointly 
with the National Wholesale Hardware 
Association, Oct. 16-19, 1944, at The 
Marlborough-Blenheim, Atlantic City, 
N. J. Charles F. Rockwell, 342 Madi- 
son Ave., New York 17, N: Y., is sec- 
retary-treasurer of the manufacturers’ 
association and George A. Fernley, 505 
Arch St., Philadelphia 6, Pa., is secre- 
tary-treasurer of the wholesalers. 





National Retail Farm Equipment | 


Association, National Food Produc- 
ing Equipment Conference, Oct. 10-12, 
1944, at the Knickerbocker Hotel, Chi- 


cago, Ill. Paul C. Mulliken, 207 Hotel | 


De Soto Bldg., St. Louis, Mo., is execu- 


| tive secretary. 


National Wholesale Hardware 
Association, meeting jointly with the 
American Hardware Manufacturers As- 
sociation, Oct. 16-19, 1944, at The 
Marlborough-Blenheim, Atlantic City, 
N. J. George A. Fernley, 505 Arch St., 
Philadelphia 6, Pa., is secretary-treas- 
urer of the wholesalers. Charles F. 
Rockwell, 342 Madison Ave., New 
York 17, N. Y., is secretary-treasurer of 
the manufacturers’ association. 


National Contract Hardware As- 
sociation, annual meeting, Oct. 4-6, 
1944, at the Palmer House, Chicago, 
Ill. John R. Schoemer, 441 Lexington 
Ave., New York 17, N. Y., is executive 


| secretary-treasurer. 


| tural 


American Society of Architec- 
Hardware Consultants, an- 


| nual meeting, Oct. 46, 1944, at the 


| margin = $9,000 margin. 


Palmer House, Chicago, Ill. John R. 
Schoemer, 411 Lexington Ave., New 
York 17, N. Y., is executive secretary- 
treasurer. 


Correct Answers to 
“Test Your Hardware 
Sense” 
(Questions on page 139) 


1—Answer: Cash discount is 2 per 
cent of the net amount of the invoice 
of $80 or $1.60. 

2—Answer: Cost of goods sold is 
$21,000; $30,000 sales x 30 per cent 
Subtract 
from sales to obtain cost of goods sold. 

3—Answer: Margin on the line is 
30 per cent of the selling price or 42.8 


per cent mark-up on the cost of the | 


goods. 

4—Answer: Ten rolls of roofing will 
be required. Multiply length of roof by 
width, then double this to determine 
sq. ft. area of the roof’s two sides. Di- 
vide result 1000 sq. ft. by 100, then 
one roll will cover. 

5—Answer: Net cost of the merchan- 
dise on the invoice is $26.01. 





YOUR PER CAPITA SHARE | 


of total government expense in 1913 
was $27.54; today it amounts to ap- 


_ proximately $800. 





A FILM of PROTECTION 


fer INDUSTRIAL ano 
“HOME USE 


rotects hands against greas 








yZ ( valln .) Di (S10 
(COMMERCIAL SOLVENTS 


( UPOUMO H 





FOR DISTINGUISHED SERVICE 
TO THE AMERICAN FARMER 


Order through Your Jobber 
EMBURY MFG. CO., WARSAW, N. Y. 
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ALLIGATOR 


STEEL BELT LACING 















FOR KEEPING | THIS ECONOMY PACKAGE is a} FOUR SIZES IN 

UP YOUR STOCK | particularly attractive merchan- | ECONOMY DiIS- 
these Economy | dising item. It avoids the neces- PLAY UNIT. For | 
Packages are | sity of breaking a standard box | quick over-the- 
packed 10 of a | of lacing. Contains one set of | counter sales | 
single size in | lacing complete with gauge and use this Econ- 
corrugated ship. | hinge pins for a 12” belt and the omy Display 


























in carton | lacing can be broken to length 

pe above. | for the narrower belts. b pee cages 18H, 

[ Lacing t Belt 2 of 208, 9 of 25 
No. mieten per aes Thickness and 2 of 27E. 
18E $4.75 3.1 Ibs. yy" to of 
20E 5.00 4.1 Ibe. be" to Se" SS 
25E 6.25 4.9 lbs. He" to Ho" Unis, List 35.66 | 
| 8 | ste | SSE | eee ren : 

: 2" to a" 


“World's Largest Manufacturer of Can Openers and Bottie Openers "’ 
3211-25 CARROLL AVENU. CHICAGO, iLL i 


* * * * BUY WAR BONDS AND STAMPS * * 





PHILLIPS | e 


RECESSED 


iis Changes 


SELF 
CENTERING New products and new trade 


names are constantly being 
bybiineed | added to the listings for the 
| next Directory Number of 
| HARDWARE AGE. 
Supply the increasing demand for these mod- 


ern screws which we are licensed to manufac- Therefore, if you do not find 
ture. The tapered recess in the screw head | | in the current issue of the 








fits the tapered point in the driver and the 
screw clings firmly to the driver. The driver 
cannot slip from the recess. All standard 


sizes. Send for Catalog of Screws for Metal He'll be glad to serve you 

or Wood, also our varied line of Hardware. ; 

St .. *ctpur sueaeey Bteat. coe dameneenasie HARDWARE AGE 
THE SOUTHINGTON 108 East 42d $t., New York City 

HDWE. MFG. COMPANY “ 


ka; SOUTHINGTON, CONN. £7. 


1867 
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Directory Number the prod- 
uct you are interested in, write 
to the “Who Makes It” Editor. 
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DRAWING INSTRUMENTS 


—Immediate Delivery 


CHARVOS — Ameri- 
ca's fastest - selling 
instrument — now 
available at dis- 
counts affording you 
worthwhile profits. 





Set #814 (illustrated above) includes: 6” Compass of most mod- 
ern design; with Pen and Pencil Parts and Lengthening Bar; 6” 
Divider, with micrometer adjustment and tension adjustable head ; 
8%” Bow Divider, center wheel adjustment; 3%” Bow Pencil; 
3%” Bow Fen; 5%” Ruling Pen. Screw Driver, Needles, Leads, 
and Parts. Velvet-lined 2-flap pocket-type case. 
$18.00—Discount: 33 1/3% 

Set #612 contains: 6” Compass; 51%” Ruling Pen; 3%” Bow 
Pencil; 3%” Bow Pen; Screw Driver with Needles and Leads. 
Velvet-lined 2-flap pocket-type case. 

$10.80—Discount: 40% 
Set #614N contains: 6” Compass; 51%4” Ruling Pen; 6” Di- 
vider with Straightening device; 3%” Bow Divider; 3%” Bow 
Pencil; 3%” Bow Pen; Screw Driver with Needle and Leads. 
Velvet-lined 2-flap pocket-type case. 

$15.00—Discount: 40% 


ONE OF AMERICA'S LARGEST STOCKS OF 
DRAWING & DRAFTING MATERIALS 


MAGNIFYING GLASSES DRAWING TABLES 
X-ACTO KNIVES & SETS STEEL SCALE RULES 
PAPER CUTTERS AIRBRUSHES 

SLIDE RULES 


Send for wholesale catalogue. 
The Depariment Siore of Art Materials 
ARTHUR BROWN & BRO. 





a 


(iar 


67 West 44th St., New York 18, N. Y. 


Gives You Perfect Balance 




















CORY leadership was built an a quick, easy way of 
brewing more delicious coffee, UNTOUCHED BY METAL 
—and on supplying a complete brewer, beautifully 
designed, and built of QUALITY materials. 


That's the kind of merchandise CORY is producing 
today ...as fast as we can get full quality materials. 
Our output is allotted to the trade on an equoble 
basis. YOUR GOOD WILL and PROFITS, always, are 
protected by CORY quality and price maintenance. 


GLASS COFFEE BREWER CO 
the St » 10 


et Chicas 





AUGUST 17, 1944 















® GLAD 


RAG 


GLAD RAG Silver Polishing Cloth 
GLAD RAG Furniture Duster 
GLAD RAG shoe Wiping Cloth 
GLAD RAG Auto Wiping Cloth 
GLAD RAG General Utility Cloth 












GLAD RAG PRODUCTS CORP. 


305 £. 43rd St., New York 17, N. Y 








Anxious 


To Start 


. + « On our post-war plans. But 


We're 


until total victory is won, we will 
continue to back up our boys on the 
fighting fronts by producing all of 
the war equipment possible. 
ARCADE MFG. CO. 


1201 SHAWNEE STREET 
FREEPORT, ILL. 




















HARDWARE & TOOLS 








HAND AND POWER 
TOOL GRINDERS 
SICKLE GRINDERS 

GRINDING WHEELS 

SHARPENING STONES 


ABRASIVE FILES 





GENERAL. 


3618 W. PIERCE STREET 








Sells like hot cakes. Ratchet in pistol 
makes loud bang. 6-in. long; bright red 
and blue. A sure-fire seller. Write for 
on prices. 

HER FAST SELLERS — Potato mash i 
house numbers, Jr. rifles, stilts, knife ‘oe. riding ae = 
mail boxes, and other popular wood specialties. Send for illus- 
trated price list today. 


NOCKONWOOD INDUSTRIES, Lid. - Dept. A, Bloomfield, lows 











Your customers will demand SOSS 
INVISIBLE HINGES because of the 
flush, streamlined effect these hinges 
provide for doors, panels and cabinet 
work of all kinds. Nationally adver- 
tised in the Saturday Evening Post 
and Architectural Journals. It pays 
te stock them. Write for information. 


SOSS MANUFACTURING COMPANY 
21779 Heever Read + Detroit 13, Michigan 











asvuetle QUALITY buclds 
LEADERSHIP... sii 





321-H CHICAGO ST., BUFFALO 4, N. Y. 
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Manufacturers of 


Quality 
ond Hardware 


Buy from your regular jobber 


HARDWARE 



















VISES 
SKATE SHARPENERS 
LAWN MOWER SHARPENERS 
and GARDEN TOOLS 
LAWN RAKES 
GRASS CUTTERS 
WEED CUTTERS HOSE REELS 


COMPANY 


MILWAUKEE, WISCONSIN 





THE 
MANSFIELD 
TIRE & RUBBER CO 
MANSFIELD, OHIO 


Thru Wholesalers Only 





NEW—Nothing like it on the market. 
Made of waterproof fabric with top 
of strong cotton netting. Steel rings 
at top and bottom. Remains erect 
when full of water. Collapsible to 
one inch in height. Keeps bait cool 
and active. May be hung from belt 
or shoulder, also from side of boat, or 
from door handle of auto. Ideal for 
many kinds of bait. Two sizes, rea- 
sonably priced. Write for folder 
and trade prices. 


M-D MFG. COMPANY 


609 So. Sth St., Cambridge, Ohio 











When You Know The Trade-Name 


of the product you want, the quickest way to 
determine: “Who Makes It?” is to turn to the 
General Directory Section of the Merchandise 
Directory Number of HARDWARE AGE and 
you will find the trade-name listed alphabeti- 
cally under the product heading of the item in 
question. Alongside the trade-name you will 
find the name of the manufacturer. Alphabeti- 
cally arranged in the same list you will find 
the firm name and address. 


HARDWARE AGE 


100 East 42nd Street New York City 








HARDWARE AGE 
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WASHERS - WASHERS - WASHERS 


The World’s Largest Producer? Yes! The Most Varied Line? Yes!! 
The Largest Stocks on Hand? Yes!!! The Most Complete Service? Yes!!!! 
I8B8BZ FIFTY - SEVEN YEARS OF UNINTERRUPTED 1944 

™ SERVICE TO THE HARDWARE TRADE: ™ 
STANDARD WASHERS © S.A. WASHERS © RIVETING WASHERS © LIGHT STEEL WASHERS 
SQUARE WASHERS © MACHINERY BUSHING WASHERS © CARRIAGE WASHERS ® BRASS WASHERS 
FIBRE WASHERS © MALLEABLE IRON WASHERS © SPLIT REPAIR WASHERS 


LOCK WASHERS ® SHAKEPROOF LOCK WASHERS © EXPANSION PLUGS MILWAUKEE 
SCREW MACHINE PRODUCTS © STAMPINGS a 


WROUGHT WASHER MFG. CO. 


2218 South Bay St. Milwaukee, Wis., U. S. A. 


AUTOYRE “= 


MANUFACTURERS OF BA 
ACCESSORIES. NCW 100% IN WAR PRODU 


THE AUTOYRE COMPANY - OAKVILLE, connectict 


F INISHED PLASTIC MODELS 


JUST RELEASED for CIVILIAN OWNERSHIP 

BEA OE SAE 
‘og no 

per Sage 4 


HEADLINE PLANES Sisis‘eussian iar 


Here are the dramatic 1/72nd scale models  ~ which fighter 
from the 


pilots trained. ARISTOCRAFT models cast same 
. olds as the approved originals! Super detailed, ebony finish. Retail 
from $1.50 . $8. NOT KITS! No assembly or construction work! Individually 
aces and Ee {STANDARD ay a IMMEDIATE DELIVERY! 
. Visit, phune, wr 


SAMPLE ASSORTMENTS: g: $160 reta rela your roa $60; $250 retail, your cost $150. 


OB N 
DEALERS—JOBBERS: Write for A lay on ARISTOCRAFT Products! 
= pps anes 4 Pe “wry or 


POLK'S MOPEL HOBBIES 314 Fifth Ave, New York 1. NY. 















































































QUALITY PERFORMANCE . 


We take pride in knowing that our products 
are meeting the strenuous tasks of war and when 
victory is ours we will again be ready to produce 
to our full capacity the same high quality hard- 
ware that Imperial Bit and Snap has long been 
noted for. 
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ORIGINATED 1896 AND ALUMINUM 
MAYES GUARANTEES ACCURACY, SERVICE 


ASK YOUR DEALER *AND DURABILITY: CATALOG SEE 
ASKING 


‘Toots MAYES BROS.TOOL MANUFACTURING CO..Inc. Ber Aucall MicH. ‘ 


AUGUST 17, 1944 
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Help Wanted, Accounts Wanted 
Business Opportunities 
Sales Representatives Wanted 


Set solid, maximum, 50 words..... -- $4.00 
All capitals, maximum, 50 words.... 5.00 
Each additional word......... .08 


Positions Wanted 
a Rate) set solid, maximum, 
WOE oc ccc cccvccasccecess «++ $1.00 
Each additional Wikiaisieus ae 
Allow Seven Words for K eyed Address or Your Address 


BOXED DISPLAY RATES 
Gee Ge 2 Fo wo cctesgecc seseceees $6.00 
Each additional inch..... cosce’ Ge 





DISCOUNTS FOR CONSECUTIVE INSERTIONS 
4 insertions, 5% off; 8 insertions, 10 % off. 
Due to the special rate, these discounts do 


not apply on Position Wanted Advertise- 
ments. 


REMITTANCE MUST ACCOMPANY ORDER 


Send check or money order, 
wot currency of stamps. 


Literature, Cata- 
logs, etc., will not be forwarded to box 
number advertisers unless accompanied by 
sufficient postage for remailing. 
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HARDWARE AGE is published every other 
Thursday. Classified forms close 3 wks. 
previous. to date of publication. 


Addrese your correspondence and replies to 


HARDWARE AGE 
Classifed Opportunities Dept. 
100 East 42nd St., New York 17, N. Y. 











Essential Workers Need Release Statements 








Specialized Foreign Trade Organization 
WANTS 


Manufacturers with Post War Vision 
We are an experienced and reliable ex- 
port firm interested in contacting manu- 
facturers of hardware, plumbing, and 
machinery supplies. Now is the time to 
prepare for the great trade opportuni- 
ties that will come with the cessation of 
hostilities. If you desire an overseas 
market for your products, we offer you 
exceptional facilities. 


Correspondence with responsible 
manufacturers is invited. 


INTERNATIONAL AMERICAN 


SALES COMPANY 
7 Water Street, New York 4, N. Y. 








HARDWARE SALESMAN 


Old reliable firm has opening. for full time Sales- 
man to call on Jobbers in long established Southern 


territory. Products nationally known. Salary, ex 
penses, bonus. Give full information, references 
and include recent snapshot 


S.a.ement of availability required. 


Address Box H-50i, care of HARDWARE AGE 
100 East 42nd St.. New York 17, WN. Y. 








SALES REPRESENTATIVES 
Now calling on wholesale and retail hardware trade. 
Add profitable, guaranteed waterproofing material to 
market wherever 


your line. Exclusive territories; 
oe * is used. Products that you can sell with 
confiden See advertisement in this issue of 


HARDWARE AGE, then write: 
WATERPROOFING MATERIALS COMPANY 
123 W. Pearl St. Cincinnati 2, Ohio 


Statement of availability required. 








SALESMAN WANTED 
Energetic young salesman wanted by established 
hardware manufacturer to cover the State of Texas. 
We are already established with leading jobbers, 
but salesman must devote most of his time calling 
on dealers to introduce post war line and do mis- 
sionary work for. jobbers. Guaranteed commission 
arrangement will provide excellent earnings to right 
man. Acquaintance with jobbers and dealers in ter- 
ritory — ry helpful. Reply, giving experience, to 
H-506, care of HARDWARE AGE 
100. East — L- New York 17, 
tility required. 











FACTORY REPRESENTATIVE 
Established 15 years, covering California, Ore- 
gon and Washington; can handle additional 
line of merit for jobbers, department and chain 
stores on strictly commission basis. Can ware- 
house if necessary. 

Address Box H-480, care of HARDWARE AGE 

100 East 42nd St., New York 17, N. Y. 











MANUFACTURER’S REPRESENTATIVE 
OR DISTRIBUTOR, interested in representation 
for New England or any part. Years of experi- 
ence contacting Jobbers, Retailers, Lumber Yards 
and Manufacturing Plants. Thorough, honest, 
reliable, executive ability, capable of good rep- 
resentation, at present and for Post War. Ad- 
—_ Ray Hathaway, 9 Twiss Ave., Meriden, 

onn. 





FOR SALE—RETAIL STORE IN Mida- 
western State, handling good line of General 
Merchandise. Address Box H-500, care of Harp- 
zane, Ace, 100 East 42nd St., New York 17, 


WANTED—MANUFACTURERS’ AGENTS 
CALLING ON hardware, paint, lumber, house 
furnishings dealers and jobbers to sell nationally 
known waterproofing products. Very interesting 
proposition for live wires. Address Box H-493, 
care of Haroware Ace, 100 East 42nd St., New 
York 17, N. Y. 








TIONAIT. SALES ORGANIZATION 
ESTABLISHED 1927 WISHES Additional 
Lines. Covering Hardware, Mill Supply, Elec- 
trical, Automotive Fields. Interested in all open 
territories. Address Box H-464, care of Harp- 
ues Acr, 100 East 42nd St., New York 17, 
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RESPONSIBLE SELLING AGENCY 
WANTS ADDITIONAL LINES FOR JOB- 
BING TRADE OF HARDWARE—MI!INE AND 
MILL SUPPLIES—OIL WELL SUPPLIES— 
MARINE AND PLUMBING SUPPLIES—AG- 
GRESSIVE SOLICITATION THROUGHOUT 
TEXAS AND LOUISIANA. EXCELLENT 
REFERENCES. ADDRESS P. O. BOX 1150, 
HOUSTON, TEXAS 





PAINT BRUSHES ALL SIZES AND 
:S; Drop Cloths, Aluminum Paint, ete. 
Specialty Sales Co., 168 Washington St., New 
York, N. Y. 





“ATTENTION BUYERS” 
OF BUILDER'S AND SHELF 
HARDWARE CONTEMPLATING 
A VISIT TO NEW YORK CITY 
NO PRIORITIES NECESSARY 
NATIONALLY KNOWN BRANDS IN 
STOCK FOR IMMEDIATE DELIVERY 
A Lasgo oo of PREWAR Finishes on Bronze 

and Steel consis = 
queens Lock Sets. Bronze Butts. es & Bali 
Sash Lifts. - 


and Baked Enamel Transom L 
and thousands of Eng Miscellaneous Items. Also 
Leading Brands 





Mechanic’s Hand Fools. Padlocks. Cylinder Night 
Latehes. 

and numerous other items on the Critical and Hard 
To Get List. YOUR VISIT WILL BE WELCOME. 


Write Box H- —, eare of HARDWARE AGE 
100 East 42nd St., New York 1 








WILL PURCHASE FOR CASH 
ENTIRE STOCKS 
HARDWARE — PAINT — TOOLS 
We also buy and sell Hardware Fixtures. 


WILLIAM BROUDY 
72 Sumner Ave., Brooklyn, N. Y. 
Tel. Evergreen 8-2547, 8-1729 











DISTRIBUTOR—Interested in acting as dis- 
tributor or manufacturer’s representative for New 
York City and any parts of the eastern seaboard. 
Have numerous contacts with department stores, 
hardware dealers and jobbers and with public 
utilities and various manufacturing plants. If 
unable to make deliveries at present, interested in 
discussing post war representation. Address -- 
MELAIRE DISTRIBUTING CO., 420 Lexing- 
ton Ave., New York 17, N. Y. 


WANTED MANUFACTURER’S' REPRE- 
SENTATIVE AGENCIES FOR Eastern Canada, 
fifteen years’ experience in hardware business. 
Address Charles Gendron, 8614 Foucher St., Mon- 
treal, Que., Canada. 








FOR SALE: OLD ESTABLISHED HARD- 
WARE STORE in good Nevada town excellent 
location. Stock and Fixtures around $12,500. 
Sickness reason for selling. “Brokers, Scalpers 
and Agents need not answer. Address Box H-505, 
care of Harnpware Ace, 100 East 42nd St., New 
York 17, N. Y. 





AVAILABLE-- TOOL MAN—HAND & 
MOTOR Driven Tools. Experienced in Manu- 
facturing—Distribution and Retail Outlets. Can 
plan and carry out sales effort for Post War 
business. Address Box H-510, care of Harnware 
Ace, 100 East 42nd St., New York 17, N. Y. 





MANUFACTURER’S AGENTS HAVING 
CONTACTS TO SELL INDUSTRIES—HIGH- 
EST GRADE FIBRE AND METALLIC PACK. 
INGS FOR ALL PURPOSES. STATEMENT 
OF AVAILABILITY REQUIRED. GRAPHINE 
CORPORATION, WILLOW GROVE, PA. 





FOR SALE—YOU CAN CLEAR Thirty 
Thousand Dollars a Year, no competition, whole- 
sale and retail seeds, plants, hardware and farm 
supplies—old established nice climate in Maryland, 
home storage buildings, ground, etc. Only twenty 
thousand dollars cash—owner retiring. Address 
Box H-494, care of Harpware Ace, 100 East 
42nd St., New York 17, N. Y. 


HARDWARE AGE 
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Essential Workers Need Release Statements 








NOTICE—Classified Forms Close Three Weeks Previous to Date of Publication 








DISPLAY MANAGER WANTED 
One of the largest retail hardware stores in New 
England wants a man experienced in display work, 
window trimming and sign painting. An excellent 
opportunity and good salary for a capable man. 
Statement of availability required. Write to— 

CARLISLE HARDWARE CO. 
Springfield, Mass. 








WE NEED ONE ADDITIONAL LINE 


for Jobbers, Chains and Department 

Stores for Missouri, Iowa, Illinois, 

Nebraska, Kansas and Oklahoma. 
Herman M. Ay ~ & Associates, 


3 Fores: 
St. Lovis 19, Mo. 











ACCOUNTS WANTED, PRESENT OR 
POST-WAR, 30 YEARS’ SALES EXPERI- 
ENCE, TO ACT AS MANUFACTURERS’ 
AGENT OR DISTRIBUTOR ON COMMIS- 
SION ONLY. BUILDERS AND _ SHELF 
HARDWARE, MILL AND ELECTRICAL 
SUPPLIES. CENTRAL LOCATION IN TER- 
RITORY COVERED, MARYLAND, VIR- 
WEST VIRGINIA AND NORTH 
CAROLINA. _ALSO INTERESTED IN NEW 
PRODUCTS DEVELOPED FOR THE BUILD- 
ING TRADE. ADDRESS BOX H-499, CARE 
OF HARDWARE AGE, ya EAST 42ND ST., 
NEW YORK 17, N. 





SALES REPRESENTATIVE — WANTED: 
UNUSUAL OPPORTUNITY fer man calling 
on Wholesale trade and large retailers selling 6 
inch stainless steel rule with dept. gauge. Divi- 
sions in 32nds. and 64ths. Decimal equivalents 
on back. Some of our men make several hundred 
dollars monthly. Twelve on attractive display 
card—No price printed on card. Big appeal, ex- 
cellent commissions to salesman. Continuous re- 
peater. Mark Specialty Meee 406 Temple 
Bldg., Rochester 4, N. 


WANTED AN ADDITIONAL LINE OF 
Toys or Juvenile Accessories for Georgia and 
Florida. Well known manufacturers representa- 
tive with the finest of following and references, 
can supply you with immediate sales volume. If 
you have merchandise that you are not ashamed 
of and can give immediate delivery, I will 
represent now and post-war. Address Box H-503, 
care of Harpware Ace, 100 East 42nd St., New 
York 17, N. Y. 


MANUFACTURER’S AGENTS — TERRI- 
TORIES OPEN FOR reliable men calling on 
hardware, paint, variety, department stores and 
Stationers to sell new line of Decal Transfers 
New merchandising plan—averaging about 20% 
commission on new and repeat business. State- 
ment of availability required. Address Box 
H-497. care of Harpware Acz, 100 East 42nd 
St.. New York 17, N. Y. 


WANTED—MAN WITH RETAIL HARD. 
WARE Store experience in a growing Vermont 
town. References and recommendations from pre- 
vions employers requested. Statement of avail- 
ability required. Address Box H-487. care of 
Harpware Acer, 100 East 42nd St., New York 
17, N. ¥. 











AUGUST 17, 1944 





Distribution — Present and Postwar 
Established — Reliable —- Aggressive 


Selling Agents 
ANCO CORPORATION 


Pittsburgh, Penna. 


Branch Offices 
New York — Philadelphia — Detroit 
Chicago — Cleveland — Louisville 
Covering all ciasses of jobbers. We will 
carry the accounts or you cas bill direct. 
Write for further information and 
references. 











AN OLD BUILDERS HARDWARE MANU- 
FACTURER needs representation in Ohio, the 
Missouri Valley and the Rocky Mountains Dis- 
trict. We prefer a man in each district who 
knows Builders Hardware, the Jobbers, Contract 
Builders Hardware ar rege vo _as well as the 
Line Lumber Comp i Basis. In 
your reply state age, . the manufac- 
turers now represented, where you travel and 
the frequency with which you see the trade. 
Statement of availability required. Apply Box 
H-482, care of Harpware Acz, 100 East 42nd St., 
New York 17, N. Y. 








WELL FINANCED SALES ORGANIZA- 
TION, in business 24 years, thinking about the 
post-war period now. Have specialized in high 
grade builders’ hardware exclusively but have 
had a background of general wholesale hardware. 
Interested, immediately, in arranging sales rep- 
resentation in Eastern area for strictly high grade 
lines, preferably high unit of sale items. State- 
ment of availability required. Ostrander & Eshle- 
man, Inc., 40 E. 49th St., New York, N. Y. 





MANUFACTURERS AGENT DESIRES 
ADDITIONAL LINE to be sold to hardware, 
Dept. stores and drug trade in the States of 
Georgia and Florida. Please do not answer if 
you cannot give immediate delivery and supply 
a top grade line. Address Box H-509, care of 
eo Ace, 100 East 42nd St., New York 
i eS: 





DEPENDABLE WHOLESALE CHICKS— 
50,000 be hag ay’ be Year round hatches. .18 
Purebreeds & Crossbreeds. Postal brings litera- 
ture. STANDARD HATCHERIES, 121 W. 
Third St., Terre Haute, Ind. 





DROP SHIPMENT JOBBER INTEREST - 
IN MERCHANDISE to sell now and after Vic- 
tory. Bills discounted. Rated in Dun & Brad- 
street. Address Box H-502, care of Harpware 
Ace, 100 East 42nd St., New York 17, N. Y. 





SALESMEN WANTED TO SELL ROOF. 
ING on Commission basis calling on Hardware 
Stores in the State of Connecticut. Statement of 
availability required. Address Box H-451, care 
of ae Ace, 100 East 42nd St., New York 
7, Me. Be 





EXCLUSIVE EXPORT AGENCY 


for Hardware Products, presently or 
post-war, desired by aggressive success- 
ful export organization with world-wide 
connections. 


Address Box H-498, care of 0 ge ag AGE 
100 East 42nd St., New York 17, N. 








BUYER 


aaportansed. — Tools — Shelf Hardware — House- 
wares—For Young, Growing Philadelphia Jobber. 
Must Know The Business. Good yd 
For Someone Willing To Grow With The Busi- 
ness. Write With Full Particylars To 

Box H-468, care of HARDWARE AGE 

100 East 42nd St., New York 17, N. Y. 


Sh os bel Bi: 
¢ 





S t of required. 











FOR SALE—STAINLESS STEEL MESS 
TRAYS, 11%” x 15%”, 6 Compartments, polished 
all sides, 5000 pieces available, $1.30 each, Mini- 
mum order 25 pieces. Straight Razors, Case and 
Genco brand, highest grade. $21.00 and $27.00 
per dozen, Minimum order 1 Dozen. Paint 
Brushes, 3, 3%, 4”. Superkleen Seconds, 55% 
and 45% Bristle and Horsehair, 3 dozen asstd. 
Minimum order, $20.00 per dozen. List Prices 
$57.09 to $70.61 per dozen. All Prices NET, 
F.O.B. New York City, Cash or Check with 
order. General Paints, Inc., 45 Vesey Street, 
New York 7, N. Y. Worth 2-2843. 


SALES-PURC HASING-INVENTORY CON- 
TROL EXECUTIVE, twenty-two years’ experi- 
ence heavy hardware, mill supplies and construc- 
tion machinery seeks responsible position with 
manufacturer or progressive wholesaler. Back- 
ground includes manufacturing, distributing and 
export phases. Employed at present but have 
excellent reason for changing. Only permanent 
position considered. Write Box H-504, care of 
Harpware Ace, 100 East 42nd St., New York 17, 
N. Y. 


SALESMAN, 36 YEARS OLD, MARRIED 
WITH Children; interested in making post-war 
connection. Covered Southern States for five 
years. Now holding responsible position in de- 
fense work. Prefer handling one direct line for 
reputable manufacturer. Reference and bond shall 
be furnished upon request. Address Box H-511, 
care of Harpware Ace, 100 East 42nd St., New 
pc. ee Ae ae 9 


MANUFACTURER’S AGENT—TWO MEN, 
AGE 39 and 40, forming Manufacturers Agency, 
desire to represent reliable Manufacturers in St. 
Louis, in Missouri and surrounding States, now 
and after war. 10 years’ nationwide sales ex- 
perience. Will be clad to furnish full informa- 
tion on request. Address Box H-503, care of 
We 5-3 Ace, 10 East 42nd St., New York 
17, . Y. 


WANTED—LINE OF Roofing, Padlocks, 
Night Latches, Rim and Mortice Locks, and 
Carpenter Tools, by a Manufacturer’s Agent of 
more than 15 years. Continuous Contacts to the 
Dealer Trade, in Hardware, Building Supplies, 
and Lumber Dealers in the Southeast, on straight 
Commission Basis, for immediate, and after the 
war. Address Box H-477, care of Harpware 
Ace, 100 East 42nd St., New York 17, N. Y. 
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Acme Steel Co. 
Admat, Ltd. 
Admiral Corp. .... a 
Allen & Co., Inc., S. L....... ’ 
Allen Mfg. Co., Nashville, Tenn. 
Aluminum Cooking Utensil Co... 
American Cabinet Hdwe. Corp. 
American Chain & Cable Co., Inc. 
American Chain Div. 

American Fork & Hoe Co. 
American Mfg. Co. 


os Molded Products Sales 


American Pad 4 Textile Co. 
American Screw Co. 


“a Sponge & Chamois Co., 
nc. 


American Steel & Wire Co. 
American Thermos Bottle Co., The 
Anderson Mfg. Co., Ben H. 
Animal Trap Co. of America.. 
Apex Oil Products Co. 

Arcade Mfg. Co. 

Armstrong Bray & Co. 


Assoc. of Gas Appliance & | Equip. 
Mfrs. 


Atlas Tack Co. 

Austin Mfg. Co. P 
Auto City Plating Co. 
Automatic Equipment Co. 
Automatic Washer Co. 
Autoyre Co., The 


Baker Mfg. Co. 
Bassick Co., The 
Behr-Manning Corp. 
Berea Abrasives 


Boss Mfg. Co. 
Boston Woven Hose & Rubber Co. 
Briddell, inc., Chas. D.... 


Bridgeport Hdwe. Mfg. Corp., The 
Briggs & Stratton Corp. ...... 
Brooks & Sons, M. S. 
Brown, Arthur, & Bro. ... 
Burgess Battery Co. (Battery Div.) 
Burpee Can Sealer Co. 


c 


Carnegie-iilinois Steel Corp. 
Central Rubber Products Co., Inc. 
Century Metalcraft Corp. 
Champion Hardware Co. 
Cheney Hammer Corp., Henry 
Chicago Die Casting Mfg. Co. 
Chicago Lock Co. i 
Chicago Roller Skate Co. 
Chisholm-Ryder Co. 

Clayton & Lambert Mfg. Co 
Clemson Brothers, Inc. 
Cleveland Wire Spring Co... 
Collot Supplies, A. M. 
Columbia Steel Co. 
Columbian Rope Co. 
Columbian Vise & Mfg. Co. 
Columbus-McKinnon Chain Corp 
Commercial Solvents Corp. 
Consumers Glue Co. 
Continental Screw Co. 

Cook Co., H. C. 

Corbin Screw Corp. 


Corning Glass Works (Consumer 
Products Div.) 


Cory Glass Coffee Brewer Co. 
Coughlan Co., G. N. 

Covert Mfg. Co. 

Crescent Tool Co. 


Cross & Co., Inc., W. W 
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19 
106 
68 


83 


32 


130 
157 


147 
65 
45 


122 
163 


112 
158 


129 


165 


135 
154 
163 


9 
145 


163 
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Hanson Scale Co. .. 
| Hazard Insulated Wire Wks. 


| Huenefeld Company, The ... 


Damascus Steel Products Corp.... 
Datom Co., The 
MEL, ° <succssinasudh ene Gael 
Delta Mfg. Co. 
DeLuxe Clock & Mfg. Co., 
Detroit Vapor Stove Div., 
Warner Corp. .... 
Diamond Calk Horseshoe Co. 
Domes of Silence 
Draper-Maynard Co. 
Durham Co., Donald 
Duro Metal Products Co. 


Inc. 
Borg- 


Eagle Lock Co. 

Eclipse Moulded Products Co. 
Economics Laboratory, Inc. 
Edlund Co. ; : 
Gkeo Products Co. ........2...65 
Embury Mfg. Co. 
Englishtown Cutlery, Ltd. 


F 


Fairbanks Morse & Co. 

Fairmount Tool & Forging Co. 
Farrell-Cheek Steel Co. 
— Refractories hs The 
Federal Tool Corp. 

Flexible Steel Lacing Co. 
Fuller Tool Co. ... i 
Fulton Bag & Cotton Mills” ~ 


SG 


Gail Chemical Co. 
Gas Appliance & Equipment Mfg. 
Assoc. os 

General Electric Co. (Lamp Div.) 
General Hardware Co. 

Gephart Mfg. Co. 
Gibson Good Tools, 
Gilmer Co., L. H. 

Glad Rag Products Corp. ....... 
Graham Mfg. Co. oh enne 
Grand Home Appliance Co...... 
Griffin Mfg. Co. .... 


H 


Hagn Co., Joseph . ? 
Hall Level & Mfg. Works 
Hamilton Beach Co. 


Heller Bros. Co. ... 
Hickey Sales Co. 
Hill-Shaw Co. 
Hodell Chain Co. 
Holley Chemical Co. 
Hoppe, Inc., Frank A. , 
Hoyt & Worthen Tanning Corp... 


Hyde Mfg. Co. 


tmperial Bit & Snap Co. 
Independent Lock Co. 
Ingraham Co., The E... 


Jackson Mfg. Co. 

Jackson of London Products... 
Jennings Mfg. Co., The Russell 
Johnson Steel & Wire Co., Inc. 
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17 


143 
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Jones & Son, R. S. 
Judd Co., Inc., H. L. 
Justrite Mfg. Co. ............-.-- 


Karno & Co., 
Kauders-Steuber Co. (Nutex-Div.) 


Kaul Importing Agency, Inc., Leo 


Kay-Tite Company ...........-. ‘ 
Keystone Steel & Wire Co...... 
Klein & Sons, Mathias 


L 


Landers, Frary & Clark . 
Larson Co., Charlies O...... 
Lenk Mfg. Co. 
Libbey-Owens-Ford Glass Co. 

Lindemann, A. J., & Hoverson Co. 
Lloyd Products Co. 
Locke Stove Co. 
Lux Clock Mfg. Co., Inc 


M 


M-D Manufacturing Co. .... 
Mansfield Tire & Rubber Co...... 
Mascot Stove Co. 
Master Lock Co. 
Master Metal Products, Inc. 
— Brothers Tool Mfg. Co., 
WD: * cede aBaasesicdeinesehsdscds 
McCormick & Co. (Iron Glue Div.) 
McGill Metal Products Co....... 
Mercury Aircraft, Inc. 
Miami Cabinet Div. 
Carey Mfg. Co.) 
Midland Co. 
Miller, Inc., 
Millers Falls Co. 
Mortell Co., J. W. 
Murray Ohio Mfg. Co., The...... 
Myers & Bro. Co., F. E......... 


N 


National Ideal Co., The........ ‘ 
National Lock Co. 
National Mfg. Co. 
New Haven Clock Co. 
Nicholson File Co. 
Nockonwood Industries, Ltd. 
Nott Mfg. Co. 


| err e 
Owens-Corning Fiberglas Corp. .. 
Owosso Products Co. 


Oxford Tool Co. 


Parker Mfg. Co. ....... 
Phoenix Mfg. Co. 
Pioneer Gen-E-Motor 
Pittsburgh Plate Glass Co. (Store 
Front Div.) .... 
Plastic & Die Cast Products Corp 
Polk's Model Craft Hobbies, Inc. 
Porter, Inc., H. K. 
Premax Products Div. 
Progressive Mfg. Co. 
Puritan Cordage Mills .... 


R 
Raybestos-Manhattan, 
trial Sales Div.) 
Reflecto Letters Co. 
Remington Arms Co., 


Inc. oat 
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123 
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152 
142 
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23 
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129 


. 164 


160 


125 
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Rich Ladder & Mfg. Co., The.... 149 
Riegel Textile Co. ............+- - 8 
Rival Mig. Co. ........cccccccees 147 
Royal Electric Co., Inc......... . 
Rusticide Products Co. 42 
Ss 
Samson Cordage Works .......... 169 
Schaffner Co., Gus J..........-.. 159 
Seas. BOP. GR... 2.2.2 cccccccicsens 149 
Scholthorn Co., Wm. ............. 141 
Sees Go, Be 2605s i § Fes iss 
Sentinel Radio Corp ............. 10 
Shelby Spring Hinge Co. ........ 146 
Simonds Saw & Steel Co. ....... 49 
Skillman Hdwe. Mfg. Co.......... 160 
Smith, Inc., Landon P............ 142 
Gee TI GR. ones cise sesccnscss 50 
Solo Products Corp. ............. 145 
ek. me TTT Oe 164 
Southern Coal Co. ............... 32 


Southington Hdwe. Mfg. Co., The 162 


SpoedMng’s;. GRE. | s . i0ncecdiccsscce 143 
Stanley Works, The .............- ° 
Sun Tent-Luebbert Co. ......... 86 
Superior Fastener Corp. .......... (58 
Swift & Co. "'Vigoro Div." ...... 170 
T 
Templeton, Kenly & Co. ......... 158 
Tennessee Coal, Iron & Railroad 
WN cds cdcuddddcvacatvdesseeus 65 
Tennessee Valley Associates ..... 24 
ee re ere 131 
Teemen Rg. COs .....cccctecss. 109 
WO FID WETS oc occ ciccccccccss 160 
Turner Brass Works ............-. 114 


Turner, Day & Woolworth Handle 
Co. 144 


U 
Union Hardware Co. ............ 137 
United Gilsonite Laboratories ... 152 
United States Plywood Corp. 
(Weldwood Div.) .............. 93 
United States Steel Corp. ....... 65 
United Wallpaper Factories, Inc..8-? 


Upson Brothers, Inc. ............- 167 


Utica Drop Forge & Tool Corp... 8% 
v 
Vaco Products Co. .............. 15! 
Vaughan & Bushnell Mfg. Co..... 9% 
Vaughan Novelty Mfg. Co........ 162 
Vichek Teed Ce. ..ccresecceccccce 156 
w 
Walters. Mle. Ge. .60.cciipeccees 36 
Warwick Mfg. Corp. ...........+. 57 
Waterproofing Materials Co. .... 159 
Western Cartridge Co. ......... i 
Westinghouse Elec. & Mfg. Co. 
Geet: Mee BD .<sececce cca 52-53 
Whitlock Supply Co. ............ 160 
Wilson-Imperial Co. ...........-. 38 
Witt Cornice Co. ...........05 48 
F. H. Woodruff & Sons, Inc...... 158 
Wright Steel & Wire Co., G. F... 40 
Wrought Washer Mfg. Co. ...... 165 
x 
X-Acto Crescent Products Co., 
A RR A rt St 145. 
Sere Tree 134 
Y 
Yale & Towne Mfg. Co........... 3 
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DISCOVERED 


IN THE STEEL PLANTS 











FAULKNER 
6) MOLDING MORTAR 


First used by steel plants successfully, now 
packaged for repairing cracked firepots 
and stoves. Forms solid stone-like lining 
- + « guaranteed at 2500° F. Easy to in- 
stall. Dry, ready mixed . . . simply add 
water . . . 25, 50, 100 pound bags. 


Write today for prices. 


The J. A. FAULKNER REFRACTORIES CO. 
303 MAHONING BANK BLDG., YOUNGSTOWN, OHIO 














© WATCHES * DIAMONDS 
* OPTICAL, SPORTING 

AND LEATHER GOODS 
© CHINAWARE © TEXTILES 
© NOVELTIES © GIFTWARE 


if you are in need of popular, timely items, you 
need the Hagn Flyer! Issued regularly, they show 
seasonable lines available for immediate delivery. 


{i} WRITE FOR YOuR COPY TODAY 


f JOSEPH HAGN COMPANY 


» FOR THE 
DURATION.. 


we're working 100% for Uncle Sam. But . . our engineer- 
ing department is constantly experimenting with new 
ideas and materials to assure GEP’s post-war line being 
first with the best and latest . . as usual. 


GEPHART MFG. CO. 
1020 West Adams Street + Chicago, Ill. 
Specialists in Steel Fishing Rods for 








| SAMSON CORDAGE WORKS 
BOSTON 10, MASS. 














AVAILABLE NOW 
for Civilian USE 
with the proper priority 


Correct design, sound 
construction and high 
operating efficiency. 





No. 22A FIRE POT 


Ne. 32A TORCH 


CLAYTON & LAMBERT MFG. CO. 


Torch and Fire Pot Division 
14247 Tireman Ave. ° Deerborn, Michigan 




















sions. Packed in well-made wooden box. Write for details. 








BAIT CASTING « FLY FISHING » SALT WATER FISHING 





STAMPS for 
Hard Surfaces 


Now ready for use on tough 
marking jobs everywhere 
in busy American industry, 
these new hand-made Mil- F 
lers Falls tool-steel stamps 
have special tempered faces 
to stand up where ordinary 
stamps would fail, and., 
tempered heads to prevent 
mushrooming or fracturing. Character sizes from 1/20” 
to 1%”, letters and figures. Sharp, clear, legible impres- 









MILLERS FALLS COMPANY ia 
GREENFIELD . . 





MASSACHUSETTS “% 








Genwi DOMES & SILENCE 






SLIDE SILENTLY - SOFTLY - SMOOTHLY 





Rd oy 4 5 = 





-10c SET SAVE FURNITURE 
& FLOORS - CREATE QUIET 
ee. Pe Silence" 









Domes of Silence — Insulated Cushion Glides 


For Tile, Marble, Cement and Bathroom Floors. 
Noiseless. Sizes for metal beds, wood beds, large 


Ask your Joboer 


DOMES of SILENCE, Inc., 35 Pear! St. N.Y. C 


AUGUST 17, 1944 


\ Rochester 4, N.Y 








AUTOMATIC GRIP SCREWDRIVERS 


Hold-E-Zees do the job better, faster. 
They excel wherever screwdrivers 
are used. Gripper instantly released 
by spring action, sliding up out of 
way when not in use. Highest quality 
materials throughout. 


UPSON BROS., Inc. 
84 Exchange St. 













THRU 


YOUR 
JOBBER 


169 











cay, 


“Oh Boy! 


Something +e is 
going on at the 


‘MYERS PLAI 



























The F.E. Myers & Bro.Co., 1020 Church St., Ashland, Ohio 


READY? Get Set— 


For these ads 





to pay off! 


This year more than 
ever before, Amer- 
icans are feeding 
their lawns in the 


FALL. 





These ads pave 
the way for 
profits this 
Fall! 


Authorities tell the public that Fall is a perfect 
grass growing time. Swift & Company, in millions 
of colorful national ads, drives home the proven 
fact—“Fall is the ideal time to give lawns the 
Vigoro Beauty Treatment!” 


The result? Vigoro sales are growing by leaps and 
bounds this Fall. 


Feature Vigoro, the complete plant food, 
now! By selling Vigoro for Fall lawns 
you'll help your customers have a lovelier 
lawn. You’ll enhance your reputation as 
a seedsman. Send for free display ma- 
terial today. 


A product of SWIFT & COMPANY 


170 


| FRANK A. HOPPE, INC. 












| a 
| = 


BOOST Your 
Gun Cleaner 

Sales with 
HOPPE’S No. 9 


Gun cleaning is essential. So is gun protec- 
tion. No gun can last or keep on perform- 
ing efficiently unless it is cleaned and cared 
for. Practically every experienced sports- 
man, soldier, or other gun user is keenly 
aware of these facts. That's why the ma- 
jority of them use Hoppe's No. 9. In short, 
40 years of satisfactory service and a busi- 
ness policy of 


Constant Advertising 


has earned for Hoppe's No. 9 a spot in the con- 
sciousness of millions of gun users and an active 
demand in every store that caters to gunners’ needs. 











2314 NORTH EIGHTH STREET, PHILADELPHIA 33, PA. 























| Make Your Store 


Waterproofing Headquarters 








You can _ stand 
squarely back of 


KAY-TITE 


It will positively 
prevent the seep- 
age of water. 

It’s guaranteed to 
do the job. 

For cellar walls 
and floors and all 
masonry surfaces. 
Any one can apply 
it. aa on like 






enthusiastic boost- 
ers. They will boost 
your store as the place 
to get real waterproof- 
ing satisfaction. 

Kay-Tite is packed in 10 bb. 
packages and 60 Ib. bags. 
It comes in Grey and White. 
A 10 Ib. package will water- 
proof 100 to 150 aq. ft. 


Write for complete in- 
formation. Send your 
Jobber’s name. 


KAY-TITE COMPANY 
West Orange, N. J. 


Jobbers now selling Kay-Tite: 


| John Duer & Sons, Inc., Baltimore, Md.; Frederick Trading Co. regen 
| Md.; ptertte Hardsocg Co., Pittsburgh, Pa.; Igoe Bros., m.. ¥.. 
New Y. , Jamaica, 'N | Stamford, Conn., Newark, N. a Asbury 
| Park, N. J., “aan ‘Hawthorne, N. ey y Hardware Co. Washington, D. C.; 
Newark Specialty Co., Nework, rs ‘Supplee-Biddle ‘Hardware Co, Philc- 
delphia, Pa.; Phoenix Hdw. Co., Newest, N. J.; S. Federbush, Paterson, N. J 





HARDWARE AGE 
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It's a postwar Promise .../rom 
we 





































Predictions 
of goo! things to come 
~ from Admiral! 

.——————— 


ADMIRAL RADIO 
America’s Smart Set 
There'll be a completely new 
and better line of radios, too 
—built by the world’s largest 
manufacturer of radio-phono- 
graphs with automatic record 
changers. 





TUNE IN CBS 2:30 p.m. E.W.T. Sundays for Admiral “World News Touc 


o * 
Chnival. Coxporationr. enero .nsw08 ; 
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STOVES * RANGES = 














PRIZE “ncaa STOVES BOSS OVENS 


—— — sl" — 
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RANGES « STOVES * OVENS «+ HEATERS 


THE HUENEFELD CO. CINCINNATI, OHIO 

















